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..-helps the Fighting French Get Across! 


@ To build a ponton bridge, you begin by getting a length of rope to the bank 
beyond. Throughout the construction, rope is an indispensable aid. And when 
the bridge is finished, rope is still much in evidence. 


The photo shows French troops crossing the Volturno River in Italy, on 
their way to settle a score with the despoilers of their country, pending since 
the French-German armistice of 1940. Notice that each ponton is anchored 
with rope, and further secured by another rope laid parallel above the bridge. 


Wherever our fighting men go, rope goes with them. That's why 
you may not at times be able to buy all the rope you want. And that's 
why the rope that you do have should be handled with the utmost 
care, for 


ROPE IS A SINEW OF WAR 


COLUMBIAN ROPE COMPANY 
Auburn, “The Cordage City”, N. Y. 


COLUMBIAN ROPE °7".".!s) 
to the enemy! 
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When lessened military 
requirements release Foss-Set 
nylon Brushes for civilian 
consumption painting craftsmen 


will then learn the extent to 





which Wooster has gone in 

order to process and prepare 

‘ nylon monofilament so that these 
bristles meet the, high standards 
required for Wooster Brushes. 






We predict Foss-set nylon 





BUY WAR | BONDS 
AND SPEED THE DAY 


ow \N brushes will go along, side-by-side, 
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with Wooster’s finest pure bristle 
brushes. | 
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THE WOOSTER BRUSH of e WOOSTER, OHIO 
BRUSH MANUFACTURERS SINCE !8S51 — THRU 4 WARS 
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THE YALE & TOWN 


Hardware Age, published every y Thwadey by Chilton Co. ( Ine. ). 
March 3, 1879 (Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 158, No. 
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Juvenile delinquency—and how to combat it through community 
programs for healthy recreation—is the subject of Yale & Towne’s 
next promotion in its “Wartime Progress Plan”. 


National advertising in The Saturday Evening Post will tell mil- 
lions of readers to shop at their local hardware stores for the sports 
and recreation equipment that will keep youngsters “on the loose” 
occupied the normal way. Yale’s“ Victory News”, appearing in your 
hardware paper, will suggest how you can build a store promotion 
to sell more recreational products in your community and at the 
same time help your community solve a serious wartime problem. 


This is another example of the practical, patriotic promotions 
Yale & Towne is suggesting to help you sell more of the things you 
still can sell, while YALE metals and craftsmanship, YALE locks and 
builders’ hardware are serving war production and the Armed Forces. 
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Yale Puts 3 Big Sales Movers 
Into Your Business 


MANUFACTURING CO. 


STAMFORD, CONN., U. S. A. 
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Stanley Tools have always been noted for their excellent day-by-day 
performance. But war’s urgent demand for three-shift, round-the-clock 
action ... month in and month out... has focused new attention on one 
quality in these tools —that of rugged endurance. 

While mass production made necessary some simplification of design 
and finish, the same in-built Stanley quality remained. Stanley Tools 
handled hurry-up jobs and stood up under constant pressure — and 
proved again the productive power of quality tools in the hands of 
earnest workmen. 

When Stanley Tools are again in your stock to fill peacetime needs, 
you can point to their war record with pride. Well-built and attractively 
finished, they'll again bring you profit. There will be displays and mer- 
chandising aids to help you speed sales. 


, onal Stanley Tools, 111 Elm St., New Britain, Connecticut 


STANLEY 


THE TOOL BOX OF THE WORLD 








Anvil Tools 

Awls 

Bars — Ripping 

Bit Braces 

Boring Tools 

Breast Drills 

Chisels — Cold 

Chisels — Wood 

Dolly Blocks 

Hammers 

Hand Drills 

Knife 

Levels 

Marking Gauges 

Mitre Boxes 

Planes 

Punches 

Rules 

Saw Sets 

Scrapers 

Screw Drivers 

Sledges 

Soldering Irons 
(Electric) 

Spoke Shaves 

Squares 

Vises 
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ARMY TRENCH KNIFE 


MARINE AND NAVY 
FIGHTING KNIFE 


NAVY UTILITY 
SHEATH KNIFE 


MARITIME COMMISSION AND 
MERCHANT MARINE KMIFE 


ARMY-NAVY AIR CORPS 
FISHING KIT KNIFE 


ARMY AIR CORPS 
UTILITY KNIFE 


NAVY Sy 


UTILITY KNIFE 


ARMY AIR CORPS 
SHEATH KNIFE 


ARMY 
MEDICAL SCALPEL 
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MARINE 
RANGERS’ KNIFE 
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The extra measure of Garod planning embraces more than the actual design and construction 










of our radios. Our projects begin with interpretation of public demands and carry through 


to adequate distributor selling aids and full protection. 


Following this pattern we are creating, for the postwar market, a complete line of radios, 
including AM and FM, table models, consoles, record changers and combinations, and television. 


The extra measure of Garod planning will provide prices for all incomes, and a desirable 


mark-up for Garod distributors and dealers. Inquiries regarding postwar franchises are invited. 





GAROD RADIO CORPORATION * 70 WASHINGTON STREET * BROOKLYN 1, N. Y. 
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New Radio Voices thrill 
Hour of Charm Listeners 


Nationwide interest has been excited by 
the auditioning of gifted young singing 
stars now being heard on the air with 
G-E’s All Girl Orchestra. 


These finalists, chosen from almost 10,000 
young women auditioned in General 
Electrie’s search for the Undiscovered 
Voice of America, have received high 
i praise from the listening audience—a fur- 
t ther indication of the tremendous pulling 
; power enjoyed by the only national radio 
z program devoted exclusively to lamps 
and lighting. 
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Dealer Praises G-E Radio Program! 


“T have listened for quite sometime to 
your program, the Hour of Charm, and 
would like to make arrangements to 
handle the electric bulbs mentioned on 
that program ... I want to give my cus- 
tomers the best that is obtainable.”’ 
from a New York state dealer. 


















WHAT’S AHEAD IN STORE LIGHTING? 


Dealers and store owners gain valuable aid in new G-E Lamp Series on Postwar Lighting 


Ten famous architects and designers have been retained by G-E to work out creative 
ideas for better lighting. Their assignments will include small and medium-sized stores, 
with special emphasis on new and improved lighting techniques that can stop customers, 
stimulate sales, and accentuate the buying atmosphere. 


One main objective of this pro- 
gram— another “‘first’’ for Gen- 
eral Electric—is to familiarize 
architects, contractors and fix- 
ture designers with needs and 
problemsofstorelighting. More- 
over, the program marks a major 
step toward assuring dealers and 
storeowners of the best lighting 
the industry can provide. 








Hear the G-E radio programs: “The G-E All-Girl 

Orchestra”’ Sunday, 10 p. m., EWT, NBC; “The 

World Today” news every weekday, 6:45 p.m., 
EWT, CBS. 





G-E “Moving The Sun” Ad sets new high 
in Readership! 


A recent survey by Daniel Starch and 
Staff, which rated 48 ads in the January 
15th issue of the Saturday Evening Post, 
revealed that “Moving the Sun”’ was first 
in being seen and associated with the 
product. It placed second as “most read”’ 
advertisement. Thus, it achieved one of 
the highest ratings any General Electric 
advertisement ever received—showing 
that your customers have an exceptional 
interest in postwar lighting--and the 
lamps that have more friends. 





—— 
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WATCH FOR other ads on this theme in 
LIFE, April 17th issue and COLLIERS, 
May 6th. 





WASTE PAPER 
TELLS A WAR STORY 


Uncle Sam needs every available piece of 
paper salvage--paper boxes, cartons and 
shipping containers. Paper packs a punch! 
Save all your paper—don’t burn it! 
Here’s how you can start saving now: 


1. Open packages carefully so they may 
be reused. 


2. Re-use containers as often as possible. 


3. Dispose of all containers which cannot 
be used as well as scrap through avail- 


able channels. 


4. Make sure that no paper products are 
burned. 


LET’S ALL BACK THE ATTACK—BUY ANOTHER WAR BOND THIS MONTH! 


“a MAY 11, 1944 
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One of a series 

of newspaper a ind 
magazine adverti she 
which will run. 
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Now you can again b 
Good Luck Jar Rub 
and stays sealed. Now 
more have the advantage of Good 


Luck’s generous size, the big lip for 

easy opening, and wide flange for 

safe sealing, the cushioned thickness. 
Even the red color remains the same; 
also the price — 10¢ a dozen, 3 dozen 
for 25¢. Ask for Good Luck by 
name. If your dealer cannot supply, 


order direct. 



























HOME CANNERS’ TEXTBOOK, 15¢ 


Follow approved canning instruc- 
tions. Get our popular textbook. 
Complete. Reliable. 64 pages of 
recipes, new methods, etc., includ- 
ing free supply of eleven dozen 
canning labels, gummed and 
printed with names of fruits, vege- 
tables, etc. Send today. 
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, BOSTON WOVEN HOSE & RUBBER COMPANY 
Cambridge, Mass. 


00 Hampshire Street 













KEEP BUYING WAR BONDS 
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Sensational Consumer Response 
greets "CRETE-COLOR and NAMEL-ALL 


Nothing like these products in the household field AT ANY PRICE! 


FROM COAST TO COAST, alert retailers are 
“cashing in” on these two products — now 
produced for the home after 15 years of spe- 
cialized technical testing and proving in the 
field of industry. 

In °CRETE-COLOR and NAMEL-ALL 
you have something really to talk about,— 
representing a definite advance in principle,— 



































: easy to apply,—and each a quick profit- 
é builder. 
: ' 
4 Sales-producing point-of-sale displays and a 
& re : ; : 
| 5 | striking series of advertisements in mat form are | 
3 a wer ; g 
: i ready for the retailer's own use in local news- ¥ 
: y | oe 
| 
4 3 
Bi 5 Be the first in your neighborhood to display 
4 3 and sell °"CRETE-COLOR and NAMEL-ALL 
j p WRITE TODAY for complete information on our profitable, 
< y restricted franchise and program of national and news- 


paper advertising, — plus effective dealer tate, covering 
*CRETE-COLOK and NAMEL-ALL, 


& . V/A A LASTING FINISH 


FOR ALL CONCRETE FLOORS! 


‘CRETE-COLOR 
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THE WILBUR & WILLIAMS PAINT CORPORATION 
Dept. 105, Park Sq. Building, BOSTON 16, MASS. 






Show me why ’CRETE-COLOR and NAMEL- 
ALL mean a substantial increase in profitable 
business. What is your restricted franchise and 





your advertising program? 


Name... 


Company 


wc 4AMEL-ALL! 


SENSATIONAL NEW PENETRATING ENAMEL 
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e The saws that sell are the 
saws with quickly proven qualities. The 
sales points of Atkins “Silver Steel” 
Saws are in their teeth, blades and 
handles—instantly seen and easily 
demonstrated. The tapered grinding, 
skilled smithing, correctly balanced 
handles and clean, easy cutting action 
begin to reveal themselves as soon as 


the customer takes the saw in hand. 


Today, when saws are used hard, 


and must be used long, the customer is 
infiuenced more than ever by these 
sales points. He wants the best—you 
can give it to him with an Atkins. 


E. C. ATKINS AND COMPANY 
410 So. Illinois Street, Indianapolis 9, Indiana 


Youaud 4 “AI— PARTNERS THROUGH 


FOUR WARS 
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THE RECORD BREAKER DOES 
A BETTER JOB TODAY 














Quality Comes FIRST 
PLUMB 
is FIRST in Quality 
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Frigidaire’s Wartime Service 
Program Helps Dealers 








EXTENSIVE FACTORY FACILITIES are devoted 
to the manufacture and distribution of 
parts and assemblies, so that Frigidaire 
dealers may keep the millions of Frigidaire 
refrigerators and other installations in es- 
sential wartime operation. 





TRAINED TECHNICAL MEN are available to 





Parts—thousands of different kinds are 
stocked here, ready to be sent to dealers 
for use in Frigidaire models of the past 
25 years. On hand for making these ser- 
vice parts are thousands of tools and dies 
used for the original Frigidaire parts. 





FIELD TRAINING SCHOOLS by factory and 





45 DISTRICT SERVICE ORGANIZATIONS 
blanket the country, giving Frigidaire 
dealers everywhere quick access to the 
most commonly needed replacement 
parts, extensive repair facilities, supervi- 
sors who assist them on technical matters. 





SERVICEMAN-TRAINING AIDS include Pri- 











PRD NERS, 


individual Frigidaire dealers to help them _ district instructors give hundreds of new mary and Advanced Training Courses, Th 
work out any special service problems and experienced servicemen basic and streamlined field schools, 9 valuable train- 
that may arise...help the entire Frigidaire advanced training in Household and _ ing films, a timely manual and film on | ap) 
Dealer Organization in carrying out effec- Commercial Refrigeration, Electric Range customer relations, Handy Reference §f the 
tive serviceman-training programs. work. Night school classes are popular. Guides, 2 comprehensive Service Manuals. § 
a 
col 
"For Becellence the 
5 IMPORTANT OBJECTIVES = 
; — _ FRIGIDAIRE —- eT 
Started more than two years ago, Frigidaire’s Wartime ; WAR BONDS a 
Service Program is a continuous major activity to help ia Wear Production Division of FOR VICTORY! sa fac 


dealers accomplish these important objectives: GENERAL MOTORS 
. 


Peacetime builders of Listen to 
GENERAL MOTORS 


1. To cooperate with the Government's Food Con- 
servation and Health Protection programs. 





2. To help keep the nation’s refrigerators running. Oe ee roe ; d Pac gn <. SRR eae SYMPHONY OF THE Ain ... 

3. To locate and train necessary service manpower. commanbat eeraieenaTion. « Am Comnmonats —o 
4. To obtain essential service parts. BEVERAGE, MILK, AND WATER COOLERS Network 
8. To build good will and maintain income. * Pe 


12 HARDWARE AGE —~ Mz: 





Ti 


D2 oS RE 


The day you receive your next shipment of electrical 
appliances will mean more than just being back in 
the appliance business. It will mean you’ve weathered 
a soul-trying period with your chin up and your 
courage high. And you will have earned your share of 
the business, the profits that peace will bring. 

You’re planning that day now. So are we. The 9M 


factories, busy now with war work, are ready to swing 


© ENAPP-MQNARCH ~ 


back, fast, into volume production ‘of performance- 
proved... PROFIT-PROVED...appliances. We want 
to help you get back into the appliance business at the 
earliest possible moment. And beyond that we're plan- 
ning the kind of advertising, merchandising and pro- 
motional assistance that will win demand and build 
sales to make your 1M appliance department one of 


the bright spots in your store. 


KEEP ON BUYING WAR BONDS 


TIE YOUR POSTWAR PLANNING TO TEM - THE TIME-TESTED LINE 
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WE PROUDLY SHARE 


It was a foregone conclusion that American 
Industry and the American business man had 

the ingenuity and the ability to carry out any 
| production job the Army and Navy assigned to 

them for the waging of a victorious war. Our 
assignments have been many and each of you, 
our customers, have unselfishly sacrificed your 
share ,of our production so that we might fulfill 
our combined duties. 
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We at Moores, in recognition of production 3 1 
\ excellence, have been awarded the Army-Navy 
\ “E.” This coveted award we proudly share with 
you, who have done with less that victory may 
\ also be ours to share. We hope this will be 
soon that we may again supply you with.... 4 
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PORCELAIN ENAMELED 
COOKING UTENSILS 


. 35,5 
eae 
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HE MOORE ENAMELING & MFG. CO. . 
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They're the Sest sellers, too! 


E VER notice what a warm feeling you get when you meet an old 
acquaintance? There’s a mutual bond of friendship between you 
... even though it may have_been years since you last met. 

Well . . . products are like friends. Those we know the best 
are the ones in which we have the greatest confidence. That’s why 
the products your customers bought before the war will be the ones 
they turn to first after Victory is won. 

They'll be looking for such familiar old stand-bys as Numetal 
Weatherstrip . . . Nu-Way Weatherstrip . .. Nu-Art Numbers and 
Letters . . . Nu-Art Binding and Edging. Those famous brand 
names are like old friends. Your customers know them. And 
they'll be wanting to buy them when this war ends. 

So remember . . . old friends are the best friends . . . and the 
best-sellers, too! 
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CALKING & GLAZING 
COMPOUND—will nor 
dry out, run, crack, 
harden or pull away. 
LT 


NMirGlaze foam 
GLAZING COMPOUND bAmUL 


Does not dry out, crack 
or peel. Not oily. Clean 
to handle. Applied like #x 
putty—but not putty.  ———____—_ 
WOOD & FELT 


VICTOR WEATHERSTRIP 


An efficient, easy-to-install weatherstrip. 
Made of high. grade felt and wood. 


MADUCO ptastics 


Maduco Plastic Molding and Trim won 
the National Plastic Award for 1941, 
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CAN CO. 


/ NUMETAL WEATHERSTRIP + NU-CALK CALKING COMPOUND * NU-ART MOLDINGS AND EDGING — 
Mite, deeded Gf Wiy-GL NTE GLAZING COMPOUND » NU-WAY WEATHERSTRIP * NU-ART LETTERS AND NUMBERS 


OKLAHOMA 
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Next to its beauty and durability the most important 
quality of the Formica push plate is the ease with which 
it can be cleaned. 


There is no laborious polishing—usually just a swish with a 
damp cloth restores it to its original beauty. 


That saves some time and labor—and every bit of saving of 
that kind counts these days. 


Formica standard push plates—come in the most popular 
sizes and in four standard colors which will harmonize with 
any ordinary door treatment. 


Hardware jobbers and dealers who have carried them in 
stock find them quick moving, satisfactory—they bring your 
customers back for more. 


As soon as war production ends they will again be available fe — 
for very prompt shipment. ORMICA 





THE FORMICA INSULATION COMPANY, 4646 SPRING GROVE AVENUE, CINCINNATI, OHIO 
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CAM pPalgn beats in May 


Millions will soon be reading about stainless 
liquid that warns Mosquitoes, Chiggers, Red 
Bugs, Sand Fleas and Sand Flies Not to Bite 





ibunk 


ET 


“THELANE SHORE 








MAY 11, 1944 


Backed by consistent consumer adver- 
tising in The American Weekly and 
in hundreds of newspapers, Jitter Bug 
rolled up record sales last year. 
This year, the sales support be- 
hind every retailer handling Jitter Bug 
is greater than ever. Not only will 
Jitter Bug advertising appear regular- 
ly in powerful local newspapers from 
Maine to California, but Jitter Bug ads 
will appear in almost every issue of 


such widely-read publications as 


The American Weekly 


The Metropolitan 
Rotogravure Group 


Our Sunday Visitor 
Holland’s Magazine 
Sunset Magazine 

The 24 Register Papers 


This advertising is YOUR advertising. 
It reaches the people you want to sell 
— the folks who buy at your store — 
customers of yours who want an ef- 
fective, easy-to-use repellent to pro- 
tect them from mosquito bites, chigger 
or red bug bites, the annoyance of 


sand fleas and sand flies. 


Give them Jitter Bug and you 
give them what they want—an insect 
repellent they can buy with confidence 
and use with pleasure, because it is 
stainless, pleasant-smelling, easy to 
use—and does the work. 

Thousands of retailers, knowing 
the remarkable Jitter Bug sales of 
last year, are taking no chances of 
being caught short. They are ordering 
NOW —to make certain that they have 
plenty of Jitter Bug on hand when the 
big selling season starts a few weeks 
hence—when the consistent Jitter Bug 
advertising gets under way May 15th. 

Retailers who buy by the dozen 
get delivery in handsome display 
cartons that they can put right on the 
counter and get the extra sales that 
come when Jitter Bug is placed where 
customers can see it the minute they 


come into a store. 
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BECKER-BISCHOFF CHEMICAL CO. 


3804 WEST PINE BLVD. e 


ST. LOUIS 8, MO. 
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VY HOW ABOUT 

CUTTING ME A 
FLASHLIGHT LENS - 
/ WANNA O16 








SOME WORMS, 











Pop busted up the handle on his Victory 
Garden spade, 

Mom's bathroom window's broken—(home 
run by Jimmie Slade), 

Sis wants to give a gift this month— 
for Mother's Day you see, 

So—Doc Fixit’s in the middle—busy 
as can be. 


Hustling Hardware Dealers, although beset on all sides 
with constant requests for repair and maintenance jobs, 
can ring up cash sales with usable items in the month 
of May. 

First—-it’s house cleaning time. Mops, pails, scrub 
brushes, glass-cleaning and floor-waxing compounds, 
sponges, brooms, cleaning cloths and soaps—all make 
“Specials” of interest to the housewife. At the same time, 
most houses have broken or cracked window glass that 
needs to be replaced. 


THERE’S NO REST FOR THE HARDWARE MAN 


Second—the 14th of May is Mother’s Day—a holiday 
around which can be built more “Specials” which will 
attract customers. Glass vanity, table and other furni- 
ture tops are a case in point. Perhaps the Hardware 
Dealer doesn’t stock L-O-F Polished Plate Glass, which 

' is recommended for tops. But a phone call to his regular 
distributor from which he obtains his L-O-F Window 
Glass will solve this problem. 

Third—and along the same lines, most housewives 
would like to have Glass Draft Deflectors which permit 
the window being opened from the bottom without 
admitting too much cool air. And glass window sills and 
mirrored window reveals are other items which the 
Hardware Dealer can profitably handle. 

If your glass stock is insufficient to handle these extra 
jobs, ask your regular L-O-F Distributor. He’ll gladly 
suggest staple, moving items which can be sold at a profit. 
Libbey-Owens’Ford Glass Company, 3654 Nicholas 
Building, Toledo 3, Ohio. 
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A PLAN GROWS 


IN BROOKLYN + NEW YORK > WASHINGTON * PHILADELPHIA 


CHICAGO - 


BOSTON - 


From Brooklyn to Los Angeles, appliance dealers enthusias- 
tically acclaim the “U” Plan for “V" Day. 


mat 


' 


rge Specialty Retailer — “We would 

be remiss as merchandisers if we had not 

become identified with the Plan at once. 

One ‘U’ Plan mailing has already pro- 

duced an amazing volume of post-war 
az orders.” 


Manager — “We have applied the ‘U’ 
Plan principle throughout our store and 
find it builds post-war business for many 
departments.” 


It was gratifying when trade paper editors gave 
the “U” Plan for “V” Day their blessing. It is 
really exciting now that dealers and distributors 
from coast-to-coast are acclaiming the Plan as 
it is presented to them at dealer meetings. Their 
approval is the best testimony we could possibly 
have that up to date the “U” Plan is the most 
complete, down-to-earth attempt to help dealers. 


SAN FRANCISCO - 








LOS ANGELES 





Well-attended meetings representative of the appliance indus- 
try heartily endorse the “U" Plan formula of post-war planning. 


| 











Vip? 


Furniture Store Executive — The’U’ Plan | 
for ‘V’ Day lends itself well to our type 
of promotion. We particularly like the 
preference angle.” 


Western Utility New Business Manager— 
“Faced with the vital job of increasing 
d sti after the war, the 
‘U’ Plan is our opening gun in a campaign 
to put more appliances on our lines.” 


et 
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Universal contributes the Plan, the National 


Advertising, the 20-page Plan Book and a big 
free Promotional Package for identifying your 
store as “U” Plan Headquarters. Don’t delay — 
send in the coupon today for your free Plan 
Book. Become a “U” Planner now— ¢ 
each nionth will bring you new ser- 
vices — new helps from Universal! 














‘ | LANDERS, FRARY & CLARK 
New Britain, Conn. 


Dept. HA ! 











| Gentlemen: 
I wish to become a “U” Plan Dealer — please send 
| free “U” Plan for “V” Day Plan Book to 
Name 
Address. 
RN. | City State. 
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R. H. MORSE, JR. 


General Sales Manager 
FAIRBANKS, MORSE & CO. 
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5 ae much talked about ‘“‘postwar busi- 
ness”’ has started up without our knowing 


exactly when or how. At Fairbanks-Morse, 
we are already manufacturing and distrib- 
uting some “‘postwar’’ designs. 

\ 

To accompany this, there should be pro- 
portionate effort put into “‘postwar sell- 
ing.’’ For some time to come, there’ll be 
more buyers than there are commodities 
to buy, and this may seem like an easy 
problem in salesmanship, but there is no 
guarantee that what buying there is will 


take place over your counter. 


**Postwar selling’? means seeing that 


your customers get a fair chance at the 
new merchandise as it comes along. It also 
means hunting up new customers. Your 
competitor is going to do both of these 
things. 


**Postwar selling’? means ordering for 
stock and some pretty long waits before 
all the shelves are full again. Maybe one 
week you’ll be an engine dealer and the 
next you'll be selling nothing but pumps, 
but eventually things will even up. 


**Postwar selling’? means work. Selling 
has always meant work when there was 
something to sell. 








Home Water Systems * ‘‘Z"’ Engines 
Hammer Mills Windmills 


and other Farm Equipment 


BANKS-MORSE 


MAY 11, 1944 























Assortment GB 
In this sturdy wood rack— 
12 Wheels—3, 344, 4, 5, 6 inch 
18 Sets Steel Bushings 
* Dealer Price $11.13 
Suggested Resale $16.69 
A collection of the most popular sizes and grits 


of NORTON wheels, fr. i 
records of Dealer sales ovis “si 


- 


EVERY FARMER 
LOCAL MECHANIC 
HOME CRAFTER 
IS YOUR PROSPECT 


a 


At a still lower Price—*$7,94 
Suggested Resale $11.91 


af 
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; GRINDING 

“winieien cone WHEELS 

£004 mown | | 
Assortment 708A 

7 Wheels—4, 5, 6 inch - - 14 Sets Bushings 

* Respectively $11.53, $8.23 west of Denver. 


BEHR-MANNING 
TROY N. Y. ¥ 
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Pin‘your faith 
on the good things 
coming hack 


@ In these perplexing days in the hard- 
ware trade—when the finest goods vanish 
from the shelves and war conditions make 
it obvious that they cannot be immedi- 
ately replaced—let’s not waver for an in- 
stant in the knowledge that their return is 
as certain as Victory itself. You don’t for- 
get the boys who go with the colors and it 
is equally proper that you should not for- 
get brands and products that have been 
business standbys in the days of Peace. 


@ Cortland screen wire cloth, hardware 
cloth and netting certainly will not be for- 
gotten—by either dealers or users. The 
more than 65 years of service, which have 
made Cortland Brands so well regarded, 
also assure better than ever peacetime 
markets once Wickwire Brothers, Inc. 
plants return to normal production. So 
help your customers patch, repair and 
maintain their screens and nettings until 
the day when you can again sell them their 
favorite Cortland Brands. 


WICKWIRE BROTHERS, INC. 
CORTLAND, NEW YORK 
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¢ SAVOGRAN ‘COMPANY 


India Wharf 561 West Monroe Street 
if BOSTON 10, MAS | _ CHICAGO 6 





Yes, the Allied Nations are on 
the offensive now. But Mons 
and Ypres and Belleau Wood 
were no picnics in the other war. 
And the same battlegrounds may 
be as bitterly contested again. 


Today, overconfidence is our 
worst enemy—a letting up in the war effort 
our greatest danger. No one is more anxious 
than we are to welcome a postwar world. But 
premature celebrating is the surest way to pro- 
long the fight. 


When the war is over, The F. H. Lawson Com- 
pany will be back with you. And new designs, 
new materials, plus the traditional Lawson 
quality will make our postwar products well 
worth waiting for. 


But a lot of water may go under the pontoon 
bridges before another Armistice is signed. 
And until that memorable occasion, let’s re- 
member the war is still on. 


THE F. H. LAWSON CO. 


CINCINNATI, OHIO 

















How to make an 
Extra Sale to every 
paint customer 





PAINT AND DU PONT PRO-TEK—the hand-protective 
cream—just naturally go together. With them ‘“‘Related 
Selling’’is so easy. 

Every time you sell a can of paint, suggest a jar of 
PRO-TEK as well. If the customer happens to be one of 
the few who don’t yet know PRO-TEK’s benefits (millions 
are learning about PRO-TEK through Du Pont’s national 
advertising), tell this brief story: 

PRO-TEK is a greaseless cream which prevents paint 
and grime sticking to the skin. PRO-TEK is applied to 
hands and arms before starting work. It acts like an in- 
visible work glove, then washes off quickly after the job 
is done, leaving the hands free from stains. 

If you sell only one paint customer in three, you’ll do a 
fine business on PRO-TEK! E. I. du Pont de Nemours & 
Co. (Inc.), Wilmington 98, Del. 





SELL PRO-TEK 
WITH PAINT 
Make Extra Profits 











PRO-TEK is sold in 8-oz. jars listing 
at 35¢, also in galion and 5 gal. cans 
for the factory trade. 


DU PONT 


REG S. PAT. OFF 


HAND PROTECTIVE CREAM 
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Start planning NOW-so yours will be one of the first stores 


modernized when building restrictions are lifted 


STORE interior made smart and 
attractive with Pittsburgh Glass 
—and an eye-catching Pittsburgh 
front—that’s the combination which 
will attract new customers, build 
sales volume, widen your trading 
area, boost profits. Thousands of 
merchants have proved this beyond 
question. 
That’s why a large backlog of 
store modernization work has been 


built up during this period of re- 
stricted construction. Merchants 
will be eager to make up for lost 
time ... to bring their stores up-to- 
date in a hurry, inside and out, so 
they'll get a head-start on postwar 
competition. 

And that’s why you should start 
planning your new store today. Ap- 
prove a design for your new store 
front and interior now. And when 





amen 
GET YOUR SHARE OF POSTWAR TRADE 
with a handsome new store front and 
interior done in Pittsburgh Glass. 
The appearance of this Griffin, Pa. 
store shows how Pittsburgh Glass 
could make your store more attrac- 
tive to customers. Ivey & Cook, archi- 
tects. 














we can start modernizing stores with 
Pittsburgh Glass again . . . yours will 
be ambng the first to get done! 

See your architect to assure a well- 
planned, economical store design. 
Our experts will gladly cooperate 
with him. 

Don’t wait! Sénd the coupon to- 
day for our free book showing facts, 
figures and photographs of many 
Pittsburgh modernization jobs. 


PITTSBURGH" sland fot Lualily Glass and aint 
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| ‘ *ittsburgh Plate Glass Company a 
‘ | i ere 4 Grant Building. Pittsburgh 19. Ps 
- 4 Please send me, without chligation,, your 
stra 1 booklet on store modernization. 


Fronts and Anteriors 


on PLATE GLASS “COMPANY 























SANDERS 


for Profitable Rental Service 


If you are fortunate enough to own one or more of these mo- 
chines be sure they get the care they deserve and look 
to us for the parts and service needed to keep them in good 
condition for the duration. 






Our facilities are all devoted to war work and we are happy 
to have the opportunity of doing our share to win the war. 
Plans, however, have been completed for bringing out the fin- 

est, most advantageous sanding equipment the country has 

ever seen—just as soon as the war is over. Hence for maximum 
rental profits after the war, keep the name "DREADNAUGHT” 
definitely in mind. And in the meantime remember: 


Service and Parts for ALL DREADNAUGHT 
Sanders in use are adequately available. 





Ready-Cut Sandpaper Sheets can be shipped 
immediately. 


Consult us on Any Floor Sanding Problem— 
We want to be as helpful as possible. 


_ CLARKE SANDING MACHINE CO. 


Dept. HA—344 Muskegon, Michigan 


| 
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Household kitchen control problems will 
be almost as simple as a twist of the wrist 
—when post-war kitchen equipment is 
released. Adequate, proper cabinet space, 
providing three control locations will be 
assured. Storage equipment will elimi- | 
nate unnecessary steps . . . pots and pans | 


[ERTL RE STMT Te eS SE LOR ie! LT AES BNE RS 


will be at your fingertips . . . the snowy 
white cabinet sink will be quickly acces- 





The traditions of three 
generations in manufac- 
turing wire products are 
woven in every roll of 
WRIGHT Wire Cloth. 
Equal to WRIGHT has 
long been the high 


sible from both storage and cooking 
centers. Remember that control mark— 


REET ST 


A-C. American Central products will 


nS Seat 







be yours just as soon as victory is ours. 


AMERICAN 


| : 5 Mn standard of the industry. y 
CE NTRAL PA So MLL 
MANUFACTURING CORPORATION 5 F WRIGHT ila mee) 


CONNERSVILLE+ INDIANA Wiel Wel at at GL ea 


MANUFACTURERS TO INDUSTRY AND THE AMERICAN HOME 
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Appearing now in: 


Now you'll sell 
» | more Duco Cement! 


or? 








BROKEN CHINA € 
REPAIRED <<; 
EASILY: oy 


Mends furniture,’ - 
dishes, glassware, > 
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THERE'LL 


COME A DAY sites te | 


will discard helmet and gun, and again will 
browse happily in sporting goods stores to 
select equipment for his outdoor trips. The 
new lighter, warmer, more compact Tapatco 
sleeping bag will be found right up at the top 
of the list of needs. Right now all of our pro- 
duction is for the armed forces, but we are 
looking forward to the victory, that again will 
enable us to serve you and your customers 
with Tapatco sleeping bags and other outdoor 
sports equipment. 
TAsPAT*CO KAPOK PRODUCTS 


Life Save Vests - Duck Hunters’ Life Save Vests - Stay-a-Float 
Child's Swimming Belts - Life Save Cushions - Outing Cushions 








Teboggan Cushions - Ring Buoys - Boat Fenders - Camp Cushions | 


Camp Mattresses - Parkas - Sleeping Bags - Dag Mats 
A 


VY 


TA-PAT-CO STAY-A-FLOAT | . When peace-time returns this 


MAS GONE TO WAR famous patented life-save | 


and swim-vest will again | 


make water sports safe for 


young America. 


In peace and in war, the leading manufacturer 
of Life-Save Equipment and Sleeping Bags 
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We are manufacturing 


CHAI 


...Dut only a fraction 
of what is needed 
at home 
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You can put your finger just about 
anywhere on the globe—land or 
sea—and chances are you will have 
marked a spot where chain, in one 
form or another, is doing a fight- 
ing job. 


—— in, el 
i eee 


Though the C-M plants are working 
’round the clock, our armed forces 
and essential wartime industries 
have first call on C-M production. 


We realize this imposes some hard- 
ship on hardware trade dealers and 
our distributors, but the BIG JOB 
comes first and you would have it 
no other way. 


As materials and production of va- 
rious types and sizes of chain may 
be released, we will equitably dis- 
tribute such production to the best 
of our ability. ; 


- 
“ 
2 EMBREES REDE NESE IIE 


COLUMBUSeMCKINNON | 
CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 


GENERAL OFFICES AND FACTORIES: 126 Fremont Ave., Tonawanda, N. Y. 
SALES OFFICES: New York, Chicago, Cleveland, San Francisco, Los Angeles. 
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“GUTSANGO™ 









it’s not in the 
dictionary, but 
you'll find it in 
Goulds water systems 


ORI 
= 






LEE BELG 













Goulds Jet-O-Matic and Cid domestic water systems 
have the necessary “guts” to stand up under long, hard 





UPPER RIGHT 






: 

usage... still they’re light and compact and sensitive Goulds famous Jet-O-Matic Water System — 

enough to “go” without teasing or coaxing or adjust- one unit for shallow or deep well operation. 
ing. They’re well tested and proved in the laborato CENTER 

8 y P a Goulds ""Cid”’ Shallow Well Pumping Unit. 





of everyday use... LOWER LEFT 


Goulds Cid” Deep Well Pumping Unit. 








... there’s where Goulds Jet-O-Matic and Cid water 
systems get their “guts an’ go”—from the laboratory 
of experience—almost one hundred years of practical 
experience. 







How does this stack up on the sales graphs? 


Goulds “Jet-O-Matic” acceptance overshadowed ll 
other “jet type” pumps until wartime measures restricted 
the sale of domestic water systems. 
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© Better inquire about Goulds Jet-O-Matic before you 

select your source of supply. Write for complete descriptive 

: literature on Goulds Domestic Water Systems or consult your 
nearest Goulds distributor. 







World’s Largest and Oldest Manufacturer of Pumps Exclusively 
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GOULDS PUMPS, Inc. 








SENECA FALLS, NEW YORK 








is getting 
the 


ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS 
The Compnalek Lise of 
“Dlambing Brad Goods Since 1890” 











SEMI-FINISHED NUTS 


@ As one of the largest producers of nuts, we supply 

Semi-Finished, Castle, Slotted, Cold Punched, 

Hot Pressed, Cold Forged, Stove Bolt and Machine 

Screw Nuts in any quantity from stocks. We make 

nuts from non-ferrous alloys to specifications. 
A copy of the Lamson “Ready Reference” List, a 


handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


|: te oe ee 


MILWAUKEE 
WROT WASHEDS 


Since 1887 


yer 


® Standard Washers 

© S. A. E. Washers 

© Riveting Washers 

® Light Steel Washers 

© Square Washers 

© Machinery Bushing Washers 
® Carriage Washers 

© Brass Washers 


WROUGHT WASHER Mc. Co. 


2218 SOUTH BAY STREET 
MILWAUKEE 7, WISCONSIN 











..+» BUTTS: -- 


Full Mortise or Half Surface 





<< No. 442. Burton 
Tip Butt Hinge of 
wrought steel, with 
loose pin. 


No. 364. Half Surface 
Burt Hinge of wrought 
steel. Can be reversed 
by removing slorted 
nib, reversing pin. —> 








No. 442 No. 364 











¥%& For farm and factory and essential homes —there’s a 
Frantz Butt for every need. Production has been step- 
ped up to relieve the acute shortage which resulted 
from drastic wartime limitations on the manufacture of 
builders’ hardware. Though some sizes, designs and 
finishes are limited by W. P. B., most of the essential 
sizes of Butts are still available. All are supplied with 
button tip pin... . Write for list of available items. 


FRANTZ 


Guarariteed BUILDWARE 
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FRANTZ MANUFACTURING CO., STERLING, ILLINOIS i 
HARDWARE AGE 
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_ As exclusive manufacturers of | 









3 low-cost quality tools WE HAVE 


SOMETHING FOR YOU 








Dealers who are seeking a connection with an alert, 
progressive manufacturer of low-cost quality ma- 
chine tools will find an exceedingly attractive propo- 





sition here at DURO. 





Our business is, and always has been, that of design- 
ing and producing outstanding tools. The Duro line, 
machine for machine, embodies many advantages in 
design and construction that are found in no similar 
line. The Duro policy toward dealers has been uni- 





form and fair. Duro postwar plans in both engineer- 








ing and advertising envision aggressive expansion 
and development. 


Without the slightest obligation, you can get the full 
details of the Duro proposition by writing us today. 
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URO 7O0Ls 


DURO METAL PRODUCTS Co., A igen wi 
even intkenaee P - KILDARE AVE., 
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The Week 


the Line came through 





Life hadn’t changed much along that road—not for many a year. Then the electric line came 
through. All the farmers from Pomfret to Boswell’s Corners signed up for service. One 
short week started a trend which moved them and their families out of the horse and buggy 
era into the modern world. And because new ways of living bring new ways of thinking, 
that same week started a big change in their buying habits. They began to demand a whole 
range of products that make for profit and convenience on farms as well as in towns and cities. 


Forty-two percent of our farms had electric serv- 
ice in 1943. Governmental and utility programs 
aim to supply it to seventy-five per cent within five 
years after the war. This will mean an enormous 
increase in the call for appliances, motors, tools 
and all kinds of hardware products needed on 
the farm and in the farm home. 

Farmers now have billions of extra income. 


They’re spending a large part for things they can 
get today and investing still more in war bonds— 
assurance of their buying power tomorrow. Meet 
those rural dollars half way by stocking and show- 
ing products advertised in FARM JOURNAL. 
Read by over 2!/, millior families, it is America’s 
largest and most influential rural magazine—your 
surest guide to rural sales. 


These are the products in your line advertised in 


current issues of the FARM JOURNAL. Display them. 


Of the 











ALCOA ALUMINUM GLIDDEN PAINTS PRESS-ON MENDING TAPE 
ARMCO STEELS GOLDEN FLEECE POT CLEANER PRESTO JARS 
HAMMOND’S SLUG SHOT PYREX WARE ON LY ONE 
ILTRITE RUGOER HEELS Dk HESS & CLARK PAN A-MIN Reo ARROW GARDEN SPRAY er: A 1 b 
BLACK LEAF 40 DR_HESS POULTRY INHALANT REPUBLIC ST! covers the rural market 
$$ KEROSENE STOVES HOTKAPS OR. DAVID ROBERTS PRODUCTS 
BURKS WATER SYSTEMS KALAMAZOO STOVES ROOTO! 
CARBORUNDUM FILES KELVINATOR Rv LITE WINDOW MATERIAL 
CAT'S PAW RUBBER HEELS & SOLES KERR MASON JARS & CAPS OR. SALSBURY'S PRODUCTS 
CERE ‘OW- KARE SAVAGE RIFLES 
ay im CLEANER K-R-O RATICIDE Is JOURN AL 
LANTZ HAY FORKS SEMESAN 
COLEMAN APPLIANCES LARRO FEEDS $0-LO PATCHING CEMENT 
CORONA OINTMEN NATIONAL PRESSURE COOKERS IPOW'S COMPOUND 
NITRAGIN INOCULATIO. : 
CYANOGAS SAWS a — APAT-CO COLLAR PADS 
DUO-THERM HEATERS PARMAK ELECTRIC FENCERS 
DUTCH BOY WHITE LEA PERFECTION STOVES i Ba TOOLS 
EVEREADY FLASHLIGHT "BATTERIES PETERS CARTRIDGES S. 
FRIGIDAIRE PITTSBURGH PAINTS WALKO TABLETS 
FULL-O-PEP FEEDS PLANET JR. TOOLS TERN CARTRIDGES 
GARDNER HI-LINE CONTROLLERS PLUMB AXES WESTINGHOUSE PRODUCT: 
GENERAL ELECTRIC PRATT'S C-KA-GENE ZENITH RADIOS 
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Successful merchandising is based on facts. Write today and have us tell you how many 
FARM JOURNAL subscribers live in your own county. In two out of three U. S. counties 
(practically all but the metropolitan areas) the FARM JOURNAL has more readers than 


Life, The Saturday Evening Post, or Collier's. 


FARM 


GRAHAM PATTERSON, Publisher 


JOURNAL 


Washington Square, PHILADELPHIA 


AND Farmers Wife 
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"We've made 


COOLERATOR 


our feature line’”’ 


... says Hunt Allen, Assistant General Manager and Buyer, 
Hart Furniture Company, Dallas, Texas 























With the Hart Furniture Co., ‘‘first in Dallas in furniture sales” —Coolerator 
is first in sales. . . the feature line in this progressive store. 


Maz. ALLEN has been a member of the Hart 
Furniture Company staff for more than 23 
years. He says—but we’ll let him tell it— 
“Coolerator is one of the most satisfactory 
and trouble-free lines we have ever had the 
pleasure of selling. In 1943 we sold over 250 of 
these popular and highly efficient refrigerators. 
We find that a large number of people prefer ice 


refrigeration. 


Alabama Appliance Co., Inc... . Birmingham 3, Ala. 


Anchor Distributing Co......... Pittsburgh 22, Pa. 
Appliance Distributing Co. . .Columbus 15, O. 
Arnold Wholesale Corp............ Cleveland 1, O. 
Ballou, Johnson & Nichols......Providence 2, R. I. 
W. Bergman Co., Inc.......... Buffalo 3, N. Y. 
Broome Distributing Co.....Binghamton 25, N. Y. 
Broome Distributing Co......... Syracuse 1, N. Y. 


Cain & Bultman, Inc.. . ....Jacksonville 1, Fla. 
Cressey & Allen Co..............Portland 6, Maine 
Ebner Ice & Cold Stg. Co... . . Vincennes, Ind. 
Electrical Equipment Co........ Phoenix, Ariz. 
Flint Distributing Co.. Salt Lake City 11, Utah 
Griffith Distributing Corp. Cincinnati 6, O. 
Griffith Distributing Corp... . . . Indianapolis 4, Ind. 
Holcomb Gunn, Inc...... . Little Rock, Ark. 
Hanover Ice & Coal Co., Inc... Lebanon, N. H. 
Otis Hidden Company... . . . Louisville 2, Ky. 
Huntington Whol. Furn. Co.. Huntington 15, W. Va. 
Interstate Electric Co.......... Shreveport 80, La. 
Jenkins Music Company... .. . . Kansas City 6, Mo. 
Jenkins Music Company . .. Oklahoma City 2, Okla. 
Jenkins Music Company......... .St. Louis 1, Mo. 
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“Our extensive experience with various types 
of ice refrigerators, both pre-war and current 
models, convinced -us that Coolerator is the 
outstanding buy today. Accordingly, we have 
made Coolerator our feature line.” 


Coolerator 


WASHED AIR REFRIGERATOR 


THE COOLERATOR COMPANY, DULUTH, MINNESOTA 


Coolerator is distributed exclusively by the following firms. For particulars, write or wire the distributor in your territory. 


Jenkins Music Company......... Wichita 2, Kans. 
Kemp Equipment Co...........Rochester 8, N. Y. 
....+......Baltimore 2, Md. 
Listenwalter & Gough, Inc.....Los Angeles 54, Cal. 


Lincoln Sales Corp... . 


V. J. McGranahan Distr. Co..........Toledo 2, O. 
Marshall-Wells Company.......... Billings, Mont. 
Marshall-Wells Company......... Duluth 8, Minn. 
Marshall-Wells Company........Spokane 2, Wash. 


Oscar Mayer & Company. 

Mississippi Valley Furn. Co. 
Motorola Distributors, Inc. ......Boston 15, Mass. 
Northeastern Distributors, Inc... . Boston 15, Mass. 
**G. W. Onthank Company....Des Moines 9, Iowa 
Peirce-Phelps, Inc............. Philadelphia 23, Pa. 


J. L. Peary Company. .....0.... Nashville 3, Tenn. 
Republic Supply Corp.......... Detroit 26, Mich. 
Peer rere Albany 4, N. Y. 
Roth Appliance Distrs., Inc... .Milwaukee 4, Wisc. 
Sampson Electric Co.............. Chicago 16, Ill. 
Tom Savage & Son............... Denver 2, Colo. 
Schoellkopf Company, The........ Dallas 2, Texas 
Seaboard Ice Company........ Asbury Park, N. J. 


. .. Madison 3, Wisc. 
. Memphis 2, Tenn. 


Southern Furniture Sales Co... . Knoxville 6, Tenn. 
Southern Furniture Sales Co..Chattanooga 2, Tenn. 
Southern Radio Corporation... . . Charlotte 1, N. C. 
Southern Wholesalers, Inc... .. Washington 5, D. C. 


Stern & Co. (Stern Bldg.).......Hartford 1, Conn. 
Stratton-Warren Hdw. Co....... Memphis 2, Tenn. 
Straus-Frank Company..........Houston 1, Texas 
Straus-Frank Company......San Antonio 6, Texas 
Sunset Electric Company........ Seattle 14, Wash. 


Thompson & Holmes, Ltd... .San Francisco 3, Cal. 
Times Appliance Company. ...New York 10, N. Y. 


United Radio Supply, Inc.. ..... Portland 5, Oregon 
R. B. Wall Company........... Wilkes-Barre, Pa. 
Walther Bros. Co............. Montgomery 2, Ala. 
Walther Bros. Co............. New Orleans 13, La. 
J. A. White Dist. Co...... Grand Rapids 2, Mich. 
Wisconsin Ice & Coal Co... ....Milwaukee 2, Wisc. 
Wyatt-Cornick, Inc............. Richmond 16, Va. 
The Yancey Co., Inc. ...0..--..000- Atlanta 3, Ga. 
Zork Hardware Company......... El Paso, Texas 


** Warehouses at Minneapolis, Minn., Davenport, lowa, 
Omaha, Neb., and Sioux Falls, S. D. 
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KEEP ON BUYING 
U. S. WAR BONDS 
AND STAMPS 


That’s you in the lower left-hand corner telling your 
customers to keep cool until they can get new Taylor 
thermometers and barometers at your store. This ad 
is the latest of a popular series that is keeping Taylor 
out in front as the first name in household instruments 
and your best postwar profit-builder. Taylor Instru- 
ment Companies, Rochester and Toronto. 
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This ad appears in: April 22nd NEW YORKER, 
June 19th TIME, and April 29th BUSINESS WEEK. 
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A Message 
to MYERS Dealers: 


Do as thousands of successful Myers dealers are doing 
—let people know you are in the pump business and in 
it to stay. Myers decal signs will help. But don’t stop 
there. Let more people know quicker by using the effec- 
tive blotters, newspaper ads and other material we 
furnish you cost-free. Our complete program of local 


cooperation enables you to let everyone in your territory 
know you are headquarters for Myers sales and service. 
Use this material —link your name with Myers — and 
line up prospects now in the big waiting market for 
pumps and water systems. Ask your Myers salesman, or 
write us. 


THE F. E. MYERS & BRO. COMPANY 
1004 Church St., Ashland, Ohio 
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Absorbing a Plane’s Bounces... 
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THAT HEAVY BOMBER landing at breath- 
taking speed needs more than just shock 
absorbers to cushion the bouncing, 
jouncing strain on the fasteners that 
hold its parts together. When a bolt 
and nut customer of yours needs safety- 
insurance against steady vibration or 
intermittent shock... sell RB&W — 
the strongest metals... formed into 
fasteners by the most modern methods 
. carefully finished and inspected. 
That kitchen scale’s fasteners take 
no real punishment. What your cus- 


tomer wants on this and similar products 





is — exact fit between bolt and nut for 
quick get-away, speedy run-on. RB&W 
fasteners, with perfect thread formation 
and clean metal, save assembly time 
and cost. 

For close to one hundred years, 
RB&W has expended its full efforts 
toward providing the maximum com- 
bination of strength and accuracy. Pro- 
duction methods have been continually 
improved: much equipment, frorn the 
original Ward header (world’s first auto- 
matic cold-heading machine) to m&dern 


- high-speed nut-makers and highly-accu- 


AND ALLIED FASTENING DEVICES SINCE 1845 


that wake America stim 










rate tappers . . . has been designed and 
built by RB&W engineers. 

As a result, the RB&W distributor 
who merchandises the extra value in 
the RB&W product has sound reason 
for expecting good volume and profits 
on an item that can add to his reputation © 
for dependable products. 4 


RBcw | . 


RUSSELL, BURDSALL & WARD 7 Pi 
BOLT AND NUT COMPANY 


Factories at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, ill. Soles Offices at: le 
Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle 
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Onz of the most pleasing things about painting with 
Pol-mer-ik Linseed Oil was its leveling quality. Re- 
member how easily it brushed on? How evenly it 
leveled out into a smooth beautiful film of exceptional 
durability and toughness? Pol-mer-ik always was the 


extra value oil at no extra cost’. It helped produce 


better jobs and saved painting time. 
g 


Until Pol-mer-ik can again be manufactured, we 
will continue to furnish ADM Replacement Oil 
made in accordance with WPB Order M-332 and to 
Federal Specification TT-0-371. 





POLMERIK 


LINSEED OIL 


yur béllin png 


ARCHER-DANIELS-MIDLAND COMPANY 


ROANOKE BUILDING «© MINNEAPOLIS, MINNESOTA 


This is your war 


MANSFIELD, CENTURY, 


HARDWARE Act &F 





Just as inch AS Mine ve 
Ba stags 
SOND | 


This is our war, yours and mine... and 
We know that our wholesolers 
and their customers have pur- there is a price that must be paid. 
chased many War Bonds. So 
we odd our thanks—and say— 


Keep it up—Back the Attack Not all can do the fighting. Some must 


—Buy More War Bonds Today! 


shape the weapons. But all-out war leaves 


no one out. Not even dollars can stay on the sidelines and win. 


Everyone will help by buying War Bonds . . . and we'll win the 


victory .. . your victory and mine. 


COMPANY °- MANSFIELD, OHIO 


RICHLAND, UNITED 
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Gamble Stores Ly Ine. 


ave pleased le CAnHHOCUNHTCE 
the ofpotntrnent of 


a bn. foc Ri ‘v0 lhifer 


Ws manager of lhew 
Chicago Buying Office 
located al 
1491 Meevchandise Marl 
C hicage, Mines 
Felopthone: Whitehall 4533 





Mr. Krafthefer has been with the company since 
its beginning, and is highly qualified to handle 
the work which his appointment involves. We 
invite representatives of both hard and soft line 
merchandise to visit this office at their convenience. 














41% PROFIT MARGIN... || 
with Nw TAPE RLITE Streamlined Assortment | 














Candles are a big new hardware-store item— 
especially during these times of war shortages! 
For a quick and continuous response—for rea] 
profits, order your striking new counter display 
of Will & Baumer Taperlites. 










Taperlites are the only popular-priced hand- 
dipped candles with the new Firmfit End that 
prevents tipping and dripping . . . and they're 
made with all the style and fine craftsman- 
ship that are Will & Baumer standards. War- 
time uses and emergencies make fast-selling 
Taperlites a must on your counter. 














Free! This Handsome Counter Display Stand 
-. « with your order for the new introductory ‘‘ Assortment 1,000" containing: 









8 doz.10” Taperlites to retail at 15c a pair Standard Color Arrangement—2 doz. White; 
8 doz.15” Taperlites to retail at 20¢ a pair 2 doz. Old Ivory; 1 doz. Blue; 1 doz. Peach; 1 
TOTAL RETAIL VALUE......... $16.80 doz. Foliage Green; 1 doz. Yellow. 

COST TO DEALER ............ $10.00 Other colors available if desired: Cream, Pink, 
DEALER'S PROFIT ...... $6.80 or 41% Red, Dark Blue, Apple Green, Sunshine Yellow. 





Display Dimensions: Length 24”, width 17”, height 6”. Six compartments hold four each of 10” and 15” sizes. 
ORDER Your Introductory Assortment from Your Wholesaler TODAY! 


If He Can't Supply You, Mail Your Check for $10.00 Direct—Terms: Less 2%, F.O.B. Factory, Syracuse, N. Y. 


WILL & BAUMER CANDLE CO., INC, fstoblished i855 


Fancy Candle Sales Office: 15 East 32nd St., New York, N. Y. Factory and General Offices: Syracuse, N. Y. 
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Finds 
Extra Profits 
for You 








Tue place to look for profits is under the 
hood, these days. With a motor that has 
to last for the duration, the man is readier 
than ever to invest in a better motor oil. Give 
him Super Galena Fortified—100% Pure 
Pennsylvania. Its smooth performance and 
extra pretection will mean smooth customer- 


relations and extra profits for you, now and 


postwar. Write for the facts today! 


We are seeking a few additional 
wholesaler accounts in territories 


where we are not now represented. 


fie? 


—yoToe 0! GALENA OIL CORPORATION 


General Offices: 401 Butler St. - Cincinnati 2, Ohio 
REFINERY AT BUTLES , PENNSYLVANIA 
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When Peace returns, you will again 


be offering to your customers these 


MAY 11, 1944 





THE SILEX COMPANY 


44 


GOLD STANDARD! Silex is stand- 
ard by which all coffee makers are judged. 


“24-K” PRESTIGE! Silex adds to your 
reputation for carrying the top brand in 


every line. 


THE REAL THING! No need to say 


“Just as good as Silex.”” Many people 


already know that nothing but Silex is 
just as good as Silex. And millions more 


are learning, from Silex advertising. 


GOOD AS GOLD in your inventory! 
Another Silex feature that can’t be dupli- 
cated is the way Silex moves off shelves. 


GOLDEN TOUCH in advertising! 
Silex national ads dominate the field— 
in frequency, in number of consumers 
reached, and in the mouth-watering way 
they stress Silex coffee goodness, obtain- 
able only with coffee makers marked 


Genuine Silex. 


GOLDEN PROSPECTS ahead for 


you—-with sensational new coffee maker 
developments and the already proven 
Silex Automatic Electric Steam Iron, 
ready to launch the minute peacetime 
production can be resumed! 


Mit € X 


TRADE MARK REGISTERED U. 5. PAT. OFF. 


HARTFORD, CONN. 


Creators of the Glass Coffee Maker Industry 


HARDWARE 


AGE 





The American housewife has indicated her pref- 
erence for Rid-Jid design and quality by making 
it her first choice in the housewares field. Today 
she’s not able to buy all the Rid-Jid products she 
wants because most of our facilities are engaged 
in vital war work. We’re planning however 
for the time when you'll be able to offer her 


still greater value behind the Rid-Jid name. 


IRONING TABLES 
LADDERS 
CLOTHES RACKS 
WOODENWARE 









YOUR Customers, 
Too, Appreciate This Service 


a 


Way for 


he 
Pavingt Is sales 


Tomorrow 
Prominent space i 


farm per ecsafull Farming, 


in 

S advert 
iets, 
Saturday Evenin v2 


tO 
and ni ay \ding tomorrow 








Saeee 2t 


SnD ee cae aaa samen ae 


| 





VISIBLE PARTS CABINET 


$3.95 Delivered 
Complete with 38 Bottles 
ORDER TODAY! 


Dealers everywhere are doing a grand war-time job keeping Coleman 
Appliances working! As a result thousands of workers on the home 
front continue to have the lighting, ironing and cooking conveniences 
they need» 

You, too, can keep customers happy—build good will and future 
good business—by featuring Coleman parts and repairs. Get a Visible 
Parts Cabinet and keep a complete stock of these important parts on 
display. Order cabinet direct or from jobber. Replenish your parts 
stock by ordering from your jobber regularly. 


Coleman 


| APPLIANCES | 
(T-614) 


THE COLEMAN LAMP AND STOVE CO. @ WICHITA e CHICAGO e PHILADELPHIA LOS ANGELES 


HARDWARE AGE 
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It was a perfect beauty! She dreamed she was 
roaming around your store, feasting her eyes on 
the sparkling new aluminum ware she hasn’t 
seen there in the last two or more long war 


years. 


And needless to remark, she was buying plenty 


of it—making up for lost time! 


When Mrs. Newton’s dream comes true (and 
it will!), you can count on Aluminum Goods 
Manufacturing Co. to get into production—fast, 


All we need is the green light! 
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And you'll be getting aluminum ware with 
equal efficiency...through the time-tested Manu- 


facturer-Jobber-Retailer system of distribution. 


ALW/fa INU M sa 


MANITOWOC WISCONSIN 


WTA 


THE GUARANTEED ALUMINUM 
A MIRRO PRODUCT 














THE POPULAR ALUMINUM 
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ESTABLISHED 1840 





var. In words that do 


not tend to draw taut the heart strings, we salute Americari Mother of today — we salute the courage 


and faith of the Mother. and there are so mahy, whose d ones are separated from her by the nation’s 
call. But. by their noble efforts her rta 1 gloriously permanent reunion in a freed’ world 
at peace. From this thought we ga renath and hope that this prayed-for day will be speeded her 
way. And when that day comes, it will be the qrea other s Day of a he calendar notwithstanding 


ENGLISHTOWN CUTLERY, LTD. 


230 FIFTH AVE. NEW YORK |, N.Y. + FACTORY: ENGLISHTOWN, NEW JERSEY 
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BUSINESS BUILDING 
PLAN 


» ke 
ry 0% ee 
This is the patriotic, easy-to-use plan that oN 


sells your customers on Certified Performance 


Gas Ranges for postwar delivery. Tie-in GAS RANGES BEARING THE CP SEAL 
ARE MANUFACTURED BY 

A-B Stoves, Inc. O’Keefe & Merritt Co. 

Gas Ranges after the war. American Stove Co. Roberts & Mander Stove Co. 
; Caloric Gas Stove Works Geo. D. Roper Corp. 

Gas Ranges bearing the CP Seal meet the Cribben & Sexton Co. Standard Gas Equipm’t Corp. 
Detroit-Michigan StoveCo. The Tappan Stove Co. 
The Estate Stove Co. Western Stove Co., Inc. 


engineers of the entire gas industry. That’s Glenwood Range Co. IN CANADA 
James Graham Mfg. Co. Clare Bros. & Co., Ltd. 


why the CP Seal is the American woman’s Grand Home Appliance Co. Gurney Foundry Co., Ltd. 
Hardwick Stove Co. Moffats, Ltd. 
: For a complete kit and full details on how to build profitable 
will look for in your showroom after the war. Gas Range business, mail the coupon below. 

ce A SR EN Se RN SET 1 
eo Gas Appliance and Equipment Manufacturers 

60 East 42 St., New York 17, N. Y. i 


Please send a complete CP Business Building Kit to: 


NOW if you want to build volume in quality 


highest standards of home economists and 


buying guide — the symbol your customers 


Name. 


Firm ue 


R FUTURE Street__._. 


BR City & State. 
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GRIFFIN Soft Center Hack Saw. wtodas 





For General Utility Purposes © 


Skilled mechanics judge a Hack Saw Blade by its 
CUTTING. GRIFFIN Soft-Center Hack Saw Blades 
withstand every test. These superior blades differ from all 
others because made with a SOFT CENTER—an exclu- 
sive GRIFFIN development, the result of 64 years of spe- 
cialized blade making experience. Their soft, but tough, 
center insures flexibility. Their hard back gives reserve 
strength. Their very hard teeth insure the best cutting 
qualities. They eliminate breakage and there’s no stretch, 
sag or bind in a single blade. Their satisfactory service 
creates SALES. 


These superior blades return a good profit and insure rapid 
turnover. Insist on GRIFFIN from your distributor. Made 
by G. W. Griffin Co., Franklin, N. H. Established 1880. 
Also makers of Griffin Coping Saw Blades. 


General Sales Agents 


JOHN H. GRAHAM & CoQO., Inc. 


105 Duane St. Est. 1870 New York 8, N. Y. 


GRIFFIN SOFT CENTER 
HACK SAW BLADES 
HAVE THESE SPECIAL 
FEATURES: 


HARD BACK 


to give the stiffness 
of all-hard blades. 


SOFT, TOUGH 
CENTER 


to give flexibility and 
freedom from break- 
age. 


VERY HARD 
TEETH 


to give the best of 
\ woariee and cutting 








THE CENTRAL 


Costes wash 
sctisetts 


All sizes from one inch to six 
inches available for immediate 
delivery from stock. 


Central Certified Accuracy 
Micrometers wes Be Purchased 
u 


sing! or in de luxe sets. Write 
Dasirened catalog. 


THE CENTRAL TOOL CO. 


MICROMETERS OF CERTIFIED ACCURACY 
AUBURN--++ RHODE ISLAND 





FOR MORE THAN A 
QUARTER CENTURY 
SPECIALISTS 
IN FINE 
MICROMETERS 


HARDWARE AGE 





THREADING CONTROL 


This Upson feature saves assembly time, reduces spoilage 


Republic Upson control over the 
accuracy of thread sizes is an impor- 
tant performance factor. Like this 
CLOSE CONTROL in producing 
threading dies in the Upson Ma- 
chine Shop, it means bolted assem- 
bly speed and lower material cost. 


Threads must be strong and clean 
over their entire length, too. So, 
much depends upon the meta/. And 
Republic controls cover that factor, 
too—for they start with the processing 


of the ore and extend through to the 
finished product. 


This complete range of produc- 
tion supervision by ONE integrated 
organization means uniform quality 
in bolts and nuts—and centralizes 
responsibility for their performance. 


Republic Upson CLOSE CONTROL 
also insures strong, full-formed, 
sharp-cornered heads and tough, 
accurate shanks. And when bolts 
and nuts are made that way, they 
produce faster, bettér bolted assem- 


blies at lower cost. 


REPUBLIC STEEL CORPORATION 


BOLT AND NUT DIVISION « CLEVELAND 1, OHIO AND GADSDEN, ALA. 


Berger Manufacturing Division 
Niles Steel Products Division . 
Union Drawn Steel Division + 


Culvert Division 


Steel and Tubes Division 
Truscon Steel Company 


Export Department: Chrysler Building, New York 17, N. Y. 


REPUBLIC 


BOLTS AND NUTS 


Other Republic products include Woven Wire Fe 
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KEEP IT CLEAN 


The first PYREX ware feature that captures a woman’s eye 
is its sparkling clear transparency ! And it doesn’take much 
dust or many fingerprints to destroy this important first 
impression. Keep your eye on your PYREX ware and keep 
it clean. Shine up your PYREX ware every morning. It will 
more than pay off in added sales. 


\" 
{ 
\ 
A 
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STACK IT UP 


Take a tip from the grocery stores—you never saw a display 
of one orange or one can of soup. Set up a mass display of 
PYREX ware. Stack up your utility dishes, your custard cups, 
your pie plates. Cover your tables with casseroles and other 
items. Customers will just naturally think they’re good buys 
or you wouldn’t be showing so many. It’s such an easy thing 
to do... and it works! 







SF 
SF 
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|—n 
ADD A TABLE 


Stack your PYREX ware best-seller on an island table next 
to your regular PYREX counter. Or use an extra table to dis- 
play PYREX gift sets made up from your open stock. Put a 
special table in the main aisle at least one week out of every 
month. It’s a smart way to increase your sales per square foot 
of counter space! 





NOTE: This material is part of a new PYREX ware training 
booklet ‘‘Put Yourself in Your Customer’s Place.’’ Every one in 
Housewares should have a copy. If you haven't received yours 
from your PYREX ware distributor, write us today at Dept. A-5. 















Follow these 
5 Simple Steps 














A] \ 





USE DISPLAYS 


Put the PYREX ware display material to work 
for you. It comes to you four times a year and 
carries a timely message. It will help attract 
traffic and will actually make sales for you 
when you yourself are busy elsewhere. Many 
stores have shown increases of from 40% to 
60% simply by putting a reprint of the na- 
tional advertisement on the counter. 





SELL PARTS 


One smart way to make the housewives look to you as PYREX 
ware headquarters is to maintain a complete line of parts. 
(Don’t forget you make full profit.) Nothing makes a customer 
quite so pleased as to find a store ready to supply parts 
promptly. Do this and she will never buy PYREX ware from 
anyone but you. And she’ll tell her friends. 


Consumer Products Division 
CORNING GLASS WORKS, CORNING, N.Y. Gees 





OVEN WARE 


for better and faster 


HARDWARE ACE 
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Only Kol- Gas 
with Scientific “Fuel-Saving 
Heat-Booster"” offers ALL 
these advantages: Cokes 
the coal, then burns the 
gases with intense heat. 
Saves % fuel. Heats all 
day and night on one fuel- 
ing. Provides BOTH radi- 
ant and circulating heat. 
longer fire travel adds 
50% more radiating ca- 
pacity, 60% more circu- 
lating capacity. 


Wade 
Wie. 424—DR 


Master Circulating and 
Radiating Heater. 

Round Heating Unit. 
Heating Capacity 
6,000-9,000 cu. ft. 


Mi. 


NOW ... you can offer your cus- 
tomers. super-efficient KOL-GAS 
Heaters in a choice of four beau- 


tiful modern Cabinet Models. 


These units are packed with eye- 
appeal, and exclusive KOL-GAS 
features enable customers to see 
and understand the many su- 
perior advantages. 


Sell KOL-GAS in these eye-luring 
new Cabinet Models . . . enjoy 
satisfactory profits and build 
lasting customer good-will. For 
details, write Dept. H 


Wodel 
Wle.324—2R 


Master Circulating Heater 
Round Heating Unit. 
Heating Capacity 
6,000-9,000 cu. ft. 











W5odel Yo. 524—SD 


Super De Cuxe Circulating Heater. 
Heat Unit with Economizer Heat Booster. 
Heating Capacity 9,000-13,000 cu. ft. 











Vlodel 
Yo. 624—DR 


Super De Luxe Circulating 
and Radiating Heater. 
Heat Unit with Economizer 
Heat Booster. 
Heating Capacity 
9,000-13,000 cu. ft. 
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CENTRAZ Adhesive CENTRAZ 


leum and misc. 
veneers to plas- 
ter, brick, wood, 
concrete, etc. ; = and window 


ure 25° =} Pint... 39° 


CENTRAZ Brick Point Cement Floor 
Cleaner... 


- fire ‘brick joints : «for removing 
Wai] in-fireplaces % 6=oils and greases 
and furnace and paint from 
cement floors. 


gro: 35° Fey ag 


higher 
ORDERS OF 12 DOZ. OR MORE SHIPPED AT ONE TIME, WE PAY THE FREIGHT 
A READY MARKET— ATTRACTIVE PROFITS 
CENTRAZ Products are nationally distributed — Ask your Jobber or write 


CHRISTY COMPANY, INC. 


1417 PINE STREET . . ST. LOUIS 3, MO. 






















CAN 
OPENERS 





EDLUND Can Openers and Egg Beaters are now 
coming to you in the fullest volume permitted by 
wartime production limitations .. . previous sales 
being the sole measure used in dividing up the 
available supply. Through your jobber. 








A NEW PROFIT OPPORTUNITY 
WITH A PROVEN 
Pn ears ees 


















Kryocide (STRAIGHT) 1 Ib. 


This famous insecticide—widely used for effec- 
tive protection of commercial crops —is now 
available for retail sale to Victory Gardeners, 


The home garden market is immense—will be 
bigger than ever this year. Don’t miss the 
Rr t ibilities of this fast-selling necessity. 
<ryocide proves unusually pop for its 
7?’ ease of use—its good coverage — its lasting 
qualities— and the remarkable job it does 
in controlling destructive chewing insects. 


(READY-MIXED) Be prepared to cash in on the 
1 ib. national advertising cam aign. \2/ 

Order now! Get in touch with 

Alse in 3 tb. Begs Your jobber—or write to Dept. HA. 
PENNSYLVANIA SALT 


ane th PRS saeenre 


1000 WIDENER BUILDING, PHILADELPHIA 7, PA. 
New York * Chicago « St. Louis « Pittsburgh « Minneapolis e Wyandotte « Tacome 


this heavy duty 


ICE PICK 


... one of a fine 
family of HAND TOOLS 





Members of the Briddell fam- 
ily of hand tools don’t look 
much alike, but they have 
one quality in common. You 
guessed it—Briddell quality! 
Every one’s made as good as 
we know how, to make work 
easier for the folks that use 


‘em to earn a living. e 


ICE PICKS - OYSTER AND CLAM KNIVES - TONGS 
AND RAKES - CLEAVERS - WRECKING BARS - AWLS 
ANCHORS + GRAPNELS - OTHER ITEMS 


CHAS. D. BRIDDELL, INC. 


CRISFIELD, MARYLAND + Craftsmen in Metal since 1895 
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REDUCES DISTRIBUTION 
COSTS BY STREAMLINING 
DISTRIBUTOR-RETAILER FUNCTIONS 


Tru-Test consumer prices of hard lines, toys, furniture 





and home appliances are attractive because the Tru-Test 
system provides lowest-cost distribution. Through 
independent distributors and retailers Tru-Test applies the 


proven principles of modern mass distribution. Tru-Test 





Ne merchandise, through competent market research, is 
a 


styled and designed and quality is maintained to the 





— momentary taste of the consumer. Independent 
Tru-Test retailers, freed by the Tru-Test 


system from unproductive inefficient buying 


W 


and store and office detail, devote themselves 

to improving merchandise display and store 
arrangement which build sales. Tru-Test consumer 
advertising creates acceptance of Tru-Test merchandise. 
Competition of any sort cannot hurt independent 


Tru-Test distributors and retailers. 


Write today for your free copy of 
this Tru-Test booklet which tells 
how the Tru-Test system works. 








Merchandise Mart ¢« Chicago 54, Illinois 
Eastern Offices: 225 Fifth Avenue, New York 10, N. Y. 











NOT A VICTORY MODEL 
The features listed below give 
you some idea of the substantial, 
dependable quality built into 
this Model 778FM _ all-white 
porcelain Monarch Range. You 
can offer it to your trade with the 
definite assurance that it will 
give good service and build 
good will ...as Monarch Ranges 
have been doing for 3 genera- 
tions. Write for dealer details. 








All-White, Full Porce- 
lain Enamel Finish 


Vitrifused Glass- 
Lined Flues 


* Balanced Design with 
Concealed Reservoir 


Four-Wall Body 
* Construction 














* Durable Malleable 
Cooking Top with 
Mirco “Gun Metal” 
Finish 
Welded “Air-Tite” 

* Oven 


¥e Duplex Draft Control 


MALLEABLE IRON RANGE CO. 


2454 Lake St. 


Beaver Dam, Wis. 
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U. $. 
Patent 
No. 2,252,869 
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TUF-FLEX 


For greater sales and profit you 
should be handling this remark- 
able, unbreakable, general purpose 
blade. 

Severe side strains or twists 
won’t break it. The teeth won’t 
strip. They cut fast and clean. Their 
performance in drill rod and alloy 
steels is excellent. 

It’s an all-hard, super-tough, 
super-flexible blade that eliminates 
the necessity for two stocks. 

Let us prove to you that Tuf- 
Flex is the best blade for you to 
concentrate on. 
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‘Dtote tt Out™ 
Millers Falls complete line of hacksaw blades are 
well known for their ability to “take it.” Super tough 
and durable, they can “dish it out” too. Today’s heavy 
work schedule calls for almost constant use, yet their 
cutting edges hold true and sharp, long after ordinary 
blades wear out. 

Take for example, Tuf-Flex, guaranteed to be the 
most economical general purpose hand blade ever 
developed. Unusually flexible and tough, it will cut 
soft or tool steel rods with equal effectiveness. Made 
from a patented analysis steel that eliminates teeth 
stripping and severe side strains under the most 
abusive tests. 

Included in the line of Millers Falls hacksaw blades 
are the Blu-Mol Molybdenum, tungsten and high 
speed steel, both hand and power . . . a blade for 
every job. They’re available now for prompt shipment 
in many sizes and pitches. Details on request. 


MILLERS FALLS COMPANY 
Greenfield, Massachusetts 


MILLERS FALLS 
TOOLS 


SINCE 


1868 
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Joday- PLASTICS in Thousands of Hardest Uses/ 


DEFYING WATER CONTENT -- VIBRATION ~- CORROSION~- STRESSES 





TAIL PIECES = SLIPNUTS = PLASTIC CLOSET —- STOPPERS PLASTIC TANK TANK FLOATS 
(4 Sizes) {4 Sizes) SPUDS (2") {7 Sizes) FLUSH VALVES BALL GUIDES (2 Sizes} 


\ Wmerican MOLDED PLASTIC Firrincs 


\ Selection of toughest plastics — long experience in precision molding — these are factors 
: that establish superiority of American Molded Plastic Plumbing Fittings. 


yt \ TOMORROW — Demand that will make other materials obsolete. Ride with the leader- 


FLUSH ELBOWS 
{4 Sizes} 
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1758 N. Honore Street (1600 North. 1800 West ) Chicago 22,I1I1. 


























PROFIT LEADERS for SUMMER MONTHS 
from the Fast Selling, Time-Tested NOTT Line 


NOTT PRODUCTS offer you a complete line 
with exceptional opportunity for PROFITS 12 bs . yy 
months in the year. Right Pa NOTT PROD. Their Last Meal 
UCTS in strongest demand are Rat-Nots, Mouse- 
Nots, Roach-Nots and Kilmice—and the New 
RAT-NOT-PASTE, a most economical and 
efficient product for making individual baits to 
kill large rats which frequent food warehouses, 
restaurants, barns, cellars, etc. 


In Spring, Summer and Fall, you'll find business 
active on Mole-Nots, Ant-X Jelly Bait, Ant-X 
Ant Traps and Dog-Check with new Applicator 
(Pat. Pend.). 


NOTT PRODUCTS sell on sight—because they’re 
FREE Mats and Electros for attractively packaged and your customers know 
Catalog and Newspaper they “do the trick. 


Advertising. Also Colorful Check your stock and ORDER NOW. Get your 
Leaflets and Streamers. share of this easy, profitable business. 





Write NOW for latest Catalog Sheet and attractive Dealer 
and Jobber Discounts 


NOTT MANUFACTURING COMPANY 


Mount Vernon, N. Y. 
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WICKWIRE SPENCER 
HARDWARE PRODUCTS 



























Insect Screen Cloth Hardware Cloth 
‘ Famous “Clinton” 
We know a lot of hens, to say nothing “Clintop” and Brand 
. e e A 4 . ’” 
of their owners, that want poultry netting to —— 
: : : . . ge Brands. Nails and Brads 
protect their chickens. But, right now, there just isn’t Poultry Netting Clothes Line 
" ‘ Hex Mesh and Picture Cord 
n ) , “nana i eo 
€ ough to go arc und Straight Line “Perfection 


“Clinton” Brand * Door Springs 


The next best thing is to allocate available supplies as 
fairly as possible—and that’s exactly what we are trying 
to do. Our distributors are trying to divide their allotments 
on the same basis. 





You have all been very patient and we hope before very 
long to have more ample supplies- of poultry netting, 
hardware cloth and insect screen cloth. As soon as we do 
we'll rush them to you. 


WICKWIRE SPENCER STEEL COMPANY 


and subsidiary, American Wire Fabrics Corporation 


500 FIFTH AVENUE NEW YORK 18, N.Y. 


= Abilene + Buffalo - Chattanooga - Chicago - Detroit - Houston + Los Angeles + Philadelphia - San Francisco + Tulsa - Worcester 
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..« Until the Restrictions Are Lifted 


... all of the facilities of 
MOTO-MOWER are all- 
out for the war program 
—they're cutting grass 
for Uncle Sam. 


There will be no Power Mowers of any 
make available for distribution through 
usual channels in 1944 . . . spare parts 
though may be had to keep MOTO- 
MOWERS in first class shape . . . but 
you will have to wait until after the re- 
strictions are lifted to get new MOTO- 
MOWERS. 


ee oe 
Back the Attack 
..» With 


WAR BONDS 
kk kk 


The 


MOTO -MOWER 


4600 Woodward Avenue 2, 
Detroit 1, Michigan — ompany 
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Big Volume Sales in 
the Offing for THESE 


DEMPSTER PRODUCTS 


WINDMILLS WATER SYSTEMS 
PUMPS CENTRIFUGAL 
CYLINDERS PUMPS 


WATER SUPPLY 
EQUIPMENT 
STEEL AND 
WOOD TANKS 
PIPE 
FITTINGS 
VALVES 








PUMP 
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Prepare now to profit from the certain post-war boom with 
Dempster Water Supply Equipment. Dempster products are nationally 
famous. The Dempster COMPLETE LINE of Water Supply Equipment 
means more sales for you in competitive markets. Although we cannot 
now guarantee prompt deliveries of Dempster equipment due to govern- 
mental restrictions—we hope within the near future to be able to do so. 


‘If you handle water supplies you will want the COMPLETE LINE... 


Dempster. Write now for particulars—the franchise for your territory may 
be available. 


Outstanding for 63 Years 


With decades of experience in this field, Dempster offers you properly 
designed equipment with a wide range of capacities in both deep and 
shallow well pumps to meet every need. .It is delivered complete... 
ready to hook up. Automatically controlled with electric motor or 
semi-automatically controlled with gasoline engine. 
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FOR FRANCHISE NOW! 





DEMPSTER MILL MFG. CO. xeerasks 
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How to make Five sales from One 





Smart hardware merchants know their floor-cover- 
ing department does just that! ... When a home- 
maker buys new floor-covering for her kitchen, she’s 
a prospect for new counter tops, cupboard hard- 




















1. Select the right location in your store ...ask your 
Congoleum-Nairn specialist to help you pick the 
ideal spot for your floor-covering department to make 
related sales a “sure thing.” * 





3. Estimate your “stock” requirements—Your Con- 
goleum-Nairn representative can tell you the quantity 
of Gold Seal Congoleum Rugs and Yard Goods and 
Nairn Inlaid Linoleum you should stock. You'll be 
surprised at the low investment required. 


LS 
¥ Kearny plant recently awarded re- 


‘ newol star for Army-Navy “E” for 
\ continued fine record in the pro- 
duction of war equipment. Dig deep... buy 





WAR STAMPS and BONDS... regularly. 
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ware, cooking utensils and other kitchen hardware 
items as well. Plan now to open a post-war floor- 
covering department or expand your present one to 
make these extra sales. Follow these simple steps— 


S ceeeaheana deammnieanatireaen sateen 









2. Blueprint your floor-covering department now... 
send us a sketch showing the floor plan of your store 
and the location and measurements of the floor-cover- 
ing department you’re planning. We’ll be glad to send 
you layout and display suggestions. 


True 
re) CLA 


4. Choose the Leader—plan now to merchandise 
the famous Gold Seal Congoleum and Nairn Inlaid 
Linoleam—the brands your customers know through 
lasting satisfaction and extensive national advertising. 


CONGOLEUM-NAIRN 


Makers of Gold Seal Congoleum and Nairn Inlaid Linoleum 
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STARTLING NOVELTY 


¢4193Z ALABASTRINE WALLPLACQUES 


Made of slightly ivory tinted ala- 
bastrine composition. With sprays of 
artfully arranged, delicately tinted 
flowers, done by artists of rare taste. 

Very refined, soft and dainty, ap- 
' pealing to those who are especially 
} sensitive to beauty. 

6%4x5 inches, with silk cords to 
hang. Two designs $4.50 per doz. 
pieces, packed 1 doz. in carton, 
equally assorted among both designs. 


#3375Z HUMMEL WALLPLACQUES 
In High Relief. Beautifully Colored 
in Hummel Style 


About 4% inches high, 
with hooks on back, to 
hang. High relief is 
from 1 to 1% inch deep. 
Six designs, three boys 
and three girls. 


$4.80 per doz. packed 
1 doz. in box, equally as- 
sorted among all six de- 
signs. 
We carry a large line of GIFT GOODS, ranging in price from 
$1.80 to $90.00 per doz. Complete set Z of illustrated price lists 
mailed to any hardware store on application. 











115-119 Z 





Chicago 6, Ill. 


South Market St. 











VAUGHAN NOVELTY MFG. CO., INc. 


"World's Largest Manufacturer of Can Openers and Bottle Openers ”’ 
3211-25 CARROLL AVENUE la ihe iclemmi a U.S.A. 


* * * * BUY WAR BONDS AND STAMPS * © © *& 















GLAD RAG is the modern way to clean 
and polish silverware, gold, brass, cop- 
per and all metals. No paste, powder 
or liquids needed. The polish ts in the 
cloth. Just rub to polish. Absolutely 
safe. Order now. Keep fast - selling 
GLAD RAG on display. Available 
through your jobber. 







GLAD RAG ROSIE SAYS 





GLAD RAG ISA 
PROFITABLE SELLER. 
FEATURE BOTH REGU- 

LAR 10¢ SIZE AND 
LARGE SIZES. 








GLAD RAG PRODUCTS CORP. 


Ga 305 E£ 43rd STREE . NEW YOR 
aaa 
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PAINT & VARNISH 


THAT MEETS 








Sh 
=~ | Yaa a TS 


. and you’re selling ’em satis- 
faction plus! That’s what you’re doing when 
you sell ’em Sheffield Paint & Varnish Remover 
—the product that gives ’em top quality at bot- 
tom price. Works faster and more thoroughly 
because it contains sufficient wax to hold the 
Remover on the surface, thus providing better 
penetration and quicker break-up of the old 
film of paint, enamel or varnish. Prompt deliv- 
eries in sizes from ™% pts. to gallons. Don’t 
delay ordering. 


THE SHEFFIELD BRONZE POWDER & STENCIL CO. 
CLEVELAND, OHIO =e )=—_Brite for cataton or 
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PROPER ADHESION AnD FUSION 
ARE “MUSTS” IN 


PANTHER 4ND DRAGON TAPES 





FRICTION TAPE serves its function only of rubber tape, proper fusion is required if 
A. long as a proper degree of adhesion each successive layer of tape is to remain 
exists. When adhesion falls below a mini- _ firmly bonded to its neighbors. Without a 
mum, there can be no assurance of acon- _ proper degree of fusion, rubber tape offers 


tinuously sealed joint. Similarly, in the case _ poor insulation of the joint. 


PANTHER and DRAGON Friction and Rubber Tapes are 
constantly tested at the factory to ensure sufficient de- 
grees of adhesion and fusion. 













Fully meeting all the requirements of A.S.T.M. and Fed- 
eral Emergency Specifications, PANTHER and DRAGON 
Friction and Rubber Tapes are being specified and used 
by electrical contractors who recognize the guaranteed 
performance of factory-tested tape. 

PANTHER AND DRAGON 


BRANDS EACH OFFER 
FRICTION AND RUBBER 











FRICTION TAPE 


1, Guaranteed Footage 

2. Substantial Fabric 

3. High Tensile Strength 

4. High Adhesive Strength 
5. High Dielectric Strength 
6. Uniform Thickness 







RUBBER TAPE SOLD THROUGH 


RECOGNIZED 
1, Guaranteed Footage INDEPENDENT 
2. High Grade Compound WHOLESALERS 
3. High Tensile Strength 
4. High Elongation 
5. High Dielectric Strength PANTHER & DRAGON 


6. Uniformity of Thickness 
and Width 





7. Excellent Fusion — FRICTION AND RUBBER TAPES Git@aesabins 

8. High Insulation Resistance 8. Excellent Tackiness 

9. Excellent Tackiness HAZARD INSULATED _ DIVISION OF " §, Strong, Durable Core 

10. Colorful, Attractive Boxes WIRE WORKS [aie e-62e) 40) 000A CLOME 10. Colorful, Attractive Boxes 


WILKES-BARRE, PENNSYLVANIA * OFFICES IN PRINCIPAL CITIES 
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ANSWERS 














WHAT FILES DO THEY NEED? 


Nothing wins a customer's confidence—and holds his patron- 
age—like helpful advice coming from some one who “knows 
his stuff.” Hardware-store salesman or proprietor, how do you 
rate as an authority on files used in the average community? 
Test yourself—make a list of files suitable for each of the groups 


above and check it with the answers below. 





(The following are by no means complete lists, but represent the files 
most commonly used in each group. The various sizes and cuts usually 
called for in each type broaden the ranges considerably.) 
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“PILE FILOSOPHY," the 48-page Nicholson book on kinds, use and care of files, 


represents quite an education in itself. hn camper itt 
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How many copies do you need for i 
Address: 


g your 


NICHOLSON FILE CO. © 25 Acorn Street, Providence 1, R. I., U. S. A. 
(Also Canadian Plant, Port Hope, Ont.) 
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WALL CABINETS 
Available in 7 sizes 
One and two door models 
Chrome hardware 
With and without shelves 














Paragon Utilities Corp. 
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. Immediate Delivery on all models. a | 

. Heavy gauge battleship quality linoleum tops in red va 
or black, hydraulically welded on 3,” seasoned 
plywood with stainless steel binding. sm 

. Acid-resisting, non-porous vitreous china sinks and me 
tubs. Finest quality earthenware. _WORKTABLE 24 : 
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Montgomery Ward 
Seizure Will Be 


“Cause Celebre” :— 


The seizure of Montgomery 
Ward & Co.’s business in Chi- 
cago by armed troops acting 
under Presidential order is a 
shocking development for 
Americans to contemplate— 
even under war-time condi- 
tions. News pictures of this 
armed invasion of Ward’s 
headquarters, especially the 
one showing Ward’s president. 
Sewell L. Avery, being carried 
out of his office into the street 
by soldiers in full war regalia, 
are not consistent with the 
average American’s notion of 
the orderly process by which 
a democracy conducts its pri- 
vate and public business. It 
smacks heavily of Gestapo 
methods and dictatorship—the 
very evils we and our allies 
intend to stamp out through a 
smashing victory in World 
War II. 

This seizure is historic. The 
decision of the courts, pending 
at press time, should provide 
vital precedent involving con- 
stitutional issues of the great- 
est importance. It will be a 
cause celébre and will be long 
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remembered. The final out- 
come may have far-reaching 
implications showing the trend 
of our future social, economic 
and political philosophies. It 
may also mark a turning point 
away from increasing control 
by federal government which 
has been so marked in the past 
decade. 

In this particular dispute, 
involving this large mail order 
and chain store operator, hard- 
ware men should dismiss, en- 
tirely from their minds all of 
their normal competitive re- 
action toward Montgomery 
Ward & Co. They should think 
only in terms of the principles 
involved, realizing that if this 
gigantic retail firm can be 
seized, and its legally elected 
head carried out in the street 
for refusng to bow down to 
unfair demands of a labor 
union, similar action can like- 
ly be taken against every other 
retail business handling the 
same kinds of goods for sale 
at retail—and that includes 
about every hardware store in 
this country. 

Ward’s was not disputing 
any of the rights of collective 
bargaining guaranteed to all 
employees under the law. It 
was merely unwilling, without 





a legal election by employees, 
to accept the claims made by 
a labor union as to its major- 
ity membership within Ward’s 
personnel. This should be the 
legal right of every employer. 

It seems to us that this seiz- 
ure is either an_ ill-advised 
abuse of executive authority 
or an indication that, even in 
war-time, too much latitude 
has been given the executive 
branch of government. No one 
man, good or bad, should have 
so much control and authority. 
And remember this was not a - 
war plant ‘refusing to make 
war goods but a merchandis- 
ing business whose manage- 
ment refused to be pushed 
around. 


One Year’s Extension 


Of Price Control 


Law:— 


The present price control 
law expires on June 30 and is 
expected to be extended with 
some revisions for another 
year, at which time the subject 
can be reviewed again and ex- 
tended and revised as condi- 
tions indicate. 

It is generally recognized 
by business that while price 
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controls have been unpopular 
and probably will continue so, 
the need for price control con- 
tinues as a basic curb against 
further inflation — but with 
some modification here and 
there. On this basis, the Cham- 
ber of Commerce of the United 
States, various trade organiza- 
tions and many individual 
business executives agree and 
have so testified. 

An interesting and analy- 
tical report covering suggested 
changes is provided by Arthur 
B. Gunnarsan of the National 
Chamber and is published in 
this issue on page 104, as is a 
news statement from the Amer- 
ican Retail Federation ex- 
pressing more or less parallel 
agreement in principle. 


National War 
Service Legislation 
Up A gain _— 


The Army, Navy and Mari- 
time Commission have long 
advocated national war service 
legislation believing that con- 
trol over war producton per- 
sonnel is as vital as control in 
manning the armed forces. 
Spokesmen for this program 
have also maintained that such 
empowering legislation is de- 
sirable as a matter of fairness 
to all—for they say, “If you 
can select men for service in 
the armed forces you should 
be able to select men for spe- 
cific and vital war production 
jobs behind the lines.” The 
latter angle is probably sound 
and equitable, but the overall 
aspects of such legislation 
threaten too many complica- 
tions in an already compli- 
cated and difficult situation. 

Almost every business man 
has suffered intermittent “jit- 
ters’ from the constantly 
changing, and often contradic- 
tory, reports on Selective Ser- 
vice rules. Generals, admirals, 
Selective Service and the War 
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Manpower Commission do not 
seem to agree on the status of 
registrants in the various age 
brackets; of pre-war fathers; 
on minor physical handicaps; 
on occupational deferment, 
nor on the number of men 
needed for the various ser- 
vices. Then, to top it off, the 
strictly autonomous loca! 
boards add to the confusion in 
their interpretations and their 
efforts to fill their respective 
monthly quotas. A business 
whose military age personnel 
is under the jurisdiction of 
more than one local board, as 
many are, finds no consistency 
in decisions on the same kind 
of deferment claims. The re- 
sult is constant uncertainty for 
both employer and employee, 
neither of whom feel free or 
certain about immediate fu- 
ture planning. 

Realizing the tremendous 
task involved in Selective Ser- 
vice operations, most of us are 
more sympathetic than critical 
—yet it now seems high time 
for this muddle to be straight- 
ened out with specific rules 
from headquarters so worded 
that local interpretations will 
show less variance. 

Proponents of national war 
service legislation are inclined 
to cite the selective service sit- 
uation outlined above as a ma- 
jor argument in favor of their 
proposal. They are actively 
campaigning the question right 
now. In our judgment, these 
experiences with Selective Ser- 
vice offer the outstanding rea- 
son for not passing national 
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war service legislation as we 
are confident that the difficul- 
ties, confusion and complica- 
tions would be just that much 
greater under such a program. 
We also believe that our war 
production program has been 
sufficiently efficient to merit 
praise and that it should not 
be subjected to any additional 
government controls. It is also 
important to note that the War 
Manpower Commission has de- 
clared its opposition to such 


legislation. 
Senator Austin (Vt.) and 
Representative Wadsworth 


(N.Y.) have sponsored a na- 
tional service bill which is now 
before Congress. Readers who 
agree that this legislation is un- 
necessary and should not be 
enacted are urged to advise 
their Congressmen, in both 
houses, immediately. 


“War Brides” Good 
Prospects for Post- 
War Business:— 


Every community has its 
full quota of “war brides” 
who must postpone establish- 
ing their own homes until after 
their husbands return from the 
war. Many have good paying 
jobs, are saving money for 
that future home, buying war 
bonds and planning for their 
future lives when peace comes 
again. 

Every hardware merchant 
should record the names of lo- 
cal “war brides” as a major 
post-war prospect list for ap- 
pliances, kitchen equipment, 
floor coverings, and the many 
other household _ essentials 
common to a hardware store 
stock. They will have a great 
pent up desire to own many 
items in your store and most 
of them will have relatively 
more ready money to spend 
than do most young wives 
under more normal circum- 
stances. 
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“VIl bet Drew’s 


hardware store 
has it!” 








HEN a part or gadget or appliance is hard to find, 
hopeful customers turn to the hardware merchant — 
and under normal conditions they get it. 

His usually large and varied stock has many ‘‘outs”’ in it right 
now — particularly in critical hard hardware. But there is still 
a remarkable variety and completeness, with many new items 
moving across counters and helping to maintain the valuable 
customer contacts that will build prosperous business in the 
postwar years. : 

Appreciative of the way the surviving hardware stores have 
served both manufacturers and public under trying conditions, 
makers of priority products are doing everything possible to co- 
operate with deliveries on essential goods. And like the manu- 
facturers of ILCO Security Hardware, they are making plans 
for quick volume production and early deliveries of much-needed 
items, come V-Day. 


You can still buy ILCO Security Hardware for war essential needs, 
under WPB-547. Such orders will receive our best attention, and we will gladly 


assist you toward interpreting priorities. ‘a 


Independent Lock Company 
Fitchburg, Massachusetts 
Branches in All Principal Cities 











SECURITY HARDWARE BY ILCO HAS GONE 


P 
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We Will Continue to Do Business 


about 


the revolutionary changes which 
are to take place in our industry 
are today’s most provocative pas- 
time. Just as everyone is specu- 
lating on the nature of Germany’s 
“secret weapon,” so are we of the 
hardware industry conjecturing as 
to what new and awesome inno- 
vations lie in waiting for us at 
war's end. The lure of the un- 
known is fascinating bait, and 
when it is tricked out in bright 
colors we are all too apt to fall for 
it, hook, line, and sinker. 

In appraising these predictions, 
one has great need of calm com- 
mon sense, remembering that they 
are but personal prophecies, not 
absolute dictums. There’s a verse 
going the rounds, attributed to a 
wordsmith in the Firth Carpet 
Company, which sums it up neat- 
ly. It starts out: 


“They shall beat their swords into ploughshares, 
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By LOU DEXTER 


President, 
National Brass Co., 
Grand Rapids, Mich. 


Human nature is slow to change and 
there is no reason to believe that the 
hardware business will be noticeably 
different after the war than it was be- 
fore. There will, however, be an im- 
portant change in the merchandise 
that finds its way to the hardware 
store after civilian production is re- 
sumed. It will be fresh and there will 
be fewer items, so that the industry 
will get off to a fresh start. 








“Listen my children, and you 
can hear 

Through the opium-laden atmos- 
phere 

The voices of soothsayers, proph- 
ets and seers. 

All fortune-telling for post-war 
years... 

How the world as we know it will 
suddenly cease 

*Ere the ink is dry on the Treaty 
of Peace 

And presto! . . . A new world! 
Our homes, our cars, 

Will look like something fresh 
out of Mars. 


Follows more in the same vein, 
and then this conclusion: 


Is it true, or false? Or a glori- 
ous hoax? 
It’s just a lot, of malarky, folks.” 


Of course, it does one no credit 
to dismiss all this prophetic talk 
as being all drivel. Many a good 
idea is contained in some of the 
predictions—ideas that will in- 


evitably work to the growth, de- 
velopment and improvement of 
our industry. And we do need to 
keep our minds open to all that 
constructively promises to im- 
prove our products, distribution, 
and merchandising, for unless we 
progress to the same degree as 
other fields we shall forfeit our 
running position in the race for 
business. ; 

Sifting out that which is sen- 
sible, heeding that which is defi- 
nitely a trend, would seem to be 
the intelligent approach to that 
which we hear and read about 
our marketing future. But to get 
jittery about it is uncalled for. 
Whatever does happen in the fu- 
ture will happen gradually, and 
not come upon us like a volcanic 
eruption. There will be time to 
make all necessary adjustments to 
the new order of things in orderly 
manner. 

Anyone who thinks that our 
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merchandise and marketing meth- 
ods are going to be revolutionized 
immediately after the war simply 
doesn’t take human nature into 
account. Except for the fads and 
foibles, people don’t rush into 
new things; they take them in 
stride. Sure, they are interested 
in the new things and departures 
that are being concocted for them 
—but they'll wait until time and 
experience have given them val- 
idity before accepting them. 

The airplane demonstrated its 
stability in World War I, and in 
the peace that followed our coun- 
try became interlaced with air 
lines, with airports being made an 
adjunct of every community. A 
new generation grew up in an air 
age, taking the airplane as much 
for granted as the automobile. 
The present war has dramatically 
confirmed the mastery that man 
has won over the air. And yet, 
consider how slowly the public 
took to this new idea in transpor- 
tation during the 25-year, period 
between wars. No, people don’t 
give up their old habits quickly. 
They have looked at the planes 
overhead, but have stuck to the 
ground; they have also formed 
the habit over the years of going 
to the hardware store for their 
hardware, tools, paints and pans, 
and it is not likely they will 
change that habit in the immedi- 
ate years to come. 


No Substitute for Time 


In our own business we have 
had as good an example as any of 
the public’s aversion to change. 
Some 20 years ago we came out 
with the first tubular lockset— 
which we considered an obvious 
improvement over the standard 
mortise type. The ease of tubular 
installation, requiring only a 
brace and bit, so simplified the 
work and effected such a notice- 
able saving that it should have met 


with instant popularity. Today it 
has great popularity, with full 
acceptance by contractors and 
builders—but for 20 years there 
had to be a persistent promotion 
of tubular advantages on our part 
before the building public swung 
around to it. Twenty years of 
aggressive advertising and mer- 
chandising before what we Gon- 
sidered obviously better became 
an accepted produc t—proving 
that no matter how superior the 
idea, there is no substitute for 
time. 

In this same connection it 
would also seem well to remind 
ourselves that we must not mis- 
take the glib talk and visionary 
predictions as being the expres- 
sion of a trend. Trends are all 
important, and must be watched 
and studied—but neither adver- 
tising nor exploitation create a 
trend. They but accelerate a 
trend, and are effective instru- 
ments only when other forces 
have put a trend in motion. It is 
the people who make these 
trends; not the prophets. And 
the people move slowly, so don’t 
letethe soothsayers make you jit- 
tery. - But don’t forget that there 
are two-way trends; ride the up- 
ward one, and you stay on top; 
stick to a downward one, and you 
ride to a fall. 

Knowing that human nature re- 
acts slowly to change, there is 
nothing in this interim war period 
that should lead us to think the 
hardware business will be notice- 
ably different after the war than 
it was before. We will all, manu- 
facturers and dealers alike, start 
off again in our normal pattern, 
with the merchandise and meth- 
ods with which we have come to 
be familiar. From there on out 
we will progress to improved 
products and marketing techniques 
in a gradual, evolutionary man- 
ner. At least, that is the opinion 
of the writer, who is charting his 


own post-war plans on that pre- 
mise. 

There will, however, be this 
change in the merchandise that 
finds its way to your shelves and 
counters when civilian production 
is again resumed: It will be fresh 
and fewer. The war has pretty 
well liquidated all the old and 
obsolete and slow selling mer- 
chandise that cluttered up many 
a hardware store. To take its 
place will be the fresh, but fewer, 
items that producers will put on 
the market immediately after pro- 
duction is resumed. The liquidat- 
ing process that has been going 
on in every hardware store has 
also provided the opportunity 
many a manufacturer has yearned 
for to reduce his line, discarding 
the odd sizes, special patterns. 
and old styles which were reluc- 
tantly carried in the past. 


A Fresh Start 


Just as you, the dealer, will get 
off to a fresh start, so will the 
manufacturer—and that’s some- 
thing definite we can all look for- 
ward to with pleasure. It’s going 
to make the hardware business 
more fun than ever, with no hang- 
over headaches—until time again 
catches up with us and clutters 
up our business. 


Hardware Age 


Post-War Forum 
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China and glassware 
eccupy a long sec- 
tion of one of the 
store’s sidewalls. 
There is no _ back- 
ground to the store 
window so that this 
display may be seen 
by the passersby. 


Chinaware Attracts Rural Customers 


To the A. H. Borman Co. 


Increased display helps build 
business in this line for St. 
Charles, Ill. hardware store 


gi 
HE china and glass- 


ware department of the A. H. Bor- 
man Co. of St. Charles, Ill., which 
caters largely to rural trade and 
volume during wartime, has 
doubled, due largely to increased 
display and to the greater pur- 
chasing power of local farmers. 
This store is predominantly a 
farmers’ hardware store. The 
average farm family, the firm 
finds, is largely interested in sets 
containing 53 or more pieces, and 
is willing to pay as high as $30 
or more for good sets. They have 
also found that the average farm 
family will have two or more sets 
of china in the home. The mostly 
used set will be one of heavier 
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pieces for everyday use, while the 
$25 or $30 sets will be the one 
brought out for Sunday dinners. 

The Borman store carries a 
large stock of pottery such as tea- 
pots, coffee pots and cookie jars, 
all of which are in considerable 
demand on farms where the house- 
wives do a lot of cooking. 

Because breakage of china is 
quite a problem on the farm, due 
to constant use, farm women will 
often come to this store and buy 
replacement stock such as six 
cups and saucers, or a dozen or 


more glasses. Even if the cups 

and saucers don’t always match 

the rest of the set at home, the 
(Continued on page 109) 
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Streamlined Bookkeeping System 
Gives First Aid to Busy Dealer 


Raymond Goodall of Harvard, Ill., 
originated the system and finds 
that it is rapid and efficient 





A BOOKKEEPING 


system which is highly accurate, 
which does not take much time 
to continue, and which gives the 


daily and monthly totals very 
easily, has been worked out for 
his store by Raymond Goodall, 
owner of Goodall’s Cash Hard- 
ware, Harvard, IIl. 

Not only does Mr. Goodall oper- 
ate his store with the help of one 
man, but he also does all the 
work in a full fledged service shop 


at the rear of the store. He still 
has time to take care of his own 
books every day. 

“I have had to have my own 
forms made up,” says Mr. Good- 
all; “and it cost me close to $60 
for a two years’ supply of sheets 
and books, but it is worth it. The 
system runs very smoothly, and I 





The sheet “Record of Purchases and Payments” 


Receipts” ... 
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is the same on each side. “Record of Sales, 
is on one side of another sheet while “And Disbursements” is on the back. 
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can lay my finger on any part of 
it that I want — immediately, 
which is what counts in these days 
of extremely acute manpower 
shortages.” 

Mr. Goodall has a large ledger 
sheet which is labeled “Record of 
Purchases and Payments.” This 
sheet contains such vital informa- 
tion as date of invoice, descrip- 
tion of merchandise, amount of 
invoice, number of the invoice, 
dating, credit due, rate of dis- 
count, amount of discount, total 
credit due, balance unpaid, date 
paid, amount paid, balance due. 
Under “remarks” Mr. Goodall 
lists his own invoice number. For 
example, on the first invoice re- 
ceived from a manufacturer or 
jobber during the month and 
listed in the book, Mr. Goodall 
places the figure (1) on the back. 
The second invoice to come in 
and listed gets the figure two (2) 
written on the back. 


Advantage of System 


The advantage of this system, 
says Mr. Goodall is that his in- 
voices can all be placed in a file, 
according to the store’s own in- 
voice number, and when a bill 
must be paid, a glance at the 
ledger will tell what number it is 
in the numerical file and it can 
be secured instantly without lost 
time. If invoices were filed ac- 
cording to manufacturer’s name 
or number it would take longer 
to find them. 

Under “disbursements,” Mr. 
Goodall has various business ex- 
pense classifications as well as 
provisions for social security and 
other tax payments. 


“Record of Sales, Receipts” 


In the section of the ledger 
sheets devoted to “Record of 
Sales, Receipts” Mr. Goodall has 
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provision for the inclusion of his 
day book number under the sales 
for the day. He uses a day book 
to list all sales originally. When 
this page number is transferred 
to the ledger, he can check back 
to the days’ sales very quickly if 
the need arises. 


Other Classifications 


Other classifications on this 
sheet include interstate sales and 
delivery, sales made for resale, 
merchandise returned for credit, 
other sales tax exemptions, total 
cash sales, total credit sales, total 
sales, collections on accounts, re- 
ceipts from rent, interest, etc., 
amount of receipts in bankable 
notes, farm receipts, borrowed 
from banks, total receipts. 





At the bottom of the page there 
are provisions for the total sales 
for the month and to date. 

“This system certainly saves me 
a lot of time and it is not hard to 


maintain,’ says Mr. Goodall. 
“There is a big advantage in 
knowing your sales to date for the 
month, and of having everything 
right at your fingertips when you 
want to find it. This is especially 
important during wartime, when 
help is hard to get and when an 
owner must tend to numerous 
duties around the store. The prac- 
tice of keeping the books up to 
date every day is a good habit. It 
makes a hardware dealer ready 
for an emergency and he cer- 
tainly can’t permit any discount 
dates to slip by if he can pos- 
sibly help it. 





Schafer’s Display Steel Goods 
Prominently Throughout the Year 


TEEL goods are given ample dis- 

play space in the Schafer Hard- 
ware Co., Decatur, Ind., throughout 
the entire year. The merchandise 
remains the same for the most part, 
since many of the items are used the 
year around in the farming com- 
munities. During the fall, snow 
shovels, furnace scoops, etc., are 


added to the display and in the 
spring, garden hoes, rakes, spading 
forks, etc., are included. 

These items are shown in an open 


display fixture and are arranged on 
brackets attached to the fixture 
background. Ample stock of all 
items can shown on these brackets. 
The entire section is well lighted. 
Lighting units located in the top of 
the fixture provide additional il- 
lumination for this display. 

This department is located at the 
rear of the store and is near the 
wrapping and nail counter where 
customers gather while waiting for 
their purchases to be wrapped. 





This display of steel goods is featured at the rear of the store and is 
maintained the year ‘round. Stock is varied according to the season. 
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Display and Sales Arrangement 
Triples Wallpaper Volume 


Compact private showroom used 
in featuring line helps swell 
sales for Sturm Hardware Co. 





ON AVAILABLE GOODS 


A NEW display and 


sales program on wallpaper has 
helped the Sturm Hardware Co., 
Owatonna, Minn., triple its busi- 
ness on the line in a very short 
time, according to A. H. Sturm, 
owner. 

While wallpaper volume at the 
store in the past had always been 
high, Mr. Sturm found that lack 
of space prevented him from hay- 
ing as large a showing as he de- 
sired. Finally, he hit upon the 
idea of converting a 6 by 14-ft. 
space at the rear of the store into 
a wallpaper showroom. 

The job of transforming this 
area was done at very little ex- 
pense and it was found that this 
arrangement gave many customers 
the degree of privacy they de- 
sired in looking over patterns. 
The setup also allowed Mr. Sturm 
to show many more patterns. The 
privacy of the arrangement also 
helped to make more sales. 

Under the present program, 
Mr. Sturm is able to show 150 
patterns of wallpaper. This gives 
customers a wide choice. Special 
patterns are sold on order and all 
the others are carried in stock at 
the present time. 

The patterns displayed are 
draped neatly in half loops in a 
uniform arrangement. The ap- 
pearance is pleasing, because of 
the neatness which characterizes 
the entire section. Indirect light- 
ing on the patterns makes them 
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Above is the display rack which may be wheeled over to the individual 
customer. Below, A. H. Sturm shows ceiling and sidewall patterns together. 


look rich and appealing, and this 
factor greatly influences _ sales. 
Women entering the store can see 
the lighted wallpaper section the 


moment they start walking down 
the main aisle. 
As an aid in selling wallpaper, 
(Continued on page 87) 
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Small items are 
lifted into the line 
of vision of the 
shoppers by 
mounting them 
on panels. Price 
tickets are also 
written for each 
article shown. 


Lionel Lofts puts the finishing 
touches on a showcard. All the 


preliminary planning and work’ 


in this department are done in 
the company’s display workshop. 
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Everyday house- 
hold items are 
given an added 
sales appeal by 
attaching them 
to individual 
showcards close 
to the glass. 


Oo 
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j= quality of a 


firm’s displays needs to be main- 
tained, even in wartime, in order 
to guard the reputation which has 
been built up through years of 
merchandising activity, says Lio- 
nel R. V. Lofts, display manager 
of Aikenhead Hardware Limited, 
Toronto, Canada. The effective- 
ness of the Aikenhead window 
displays is demonstrated by a 
material increase in pedestrian 
traffic which they have drawn to 
the street. In the pre-war days 
of unrestrained display, police 
were often needed to handle 
crowds gathering in front of a 
particularly effective bit of win- 
dow showmanship. 

Planning is the important first 
step in display work. In this firm, 
much time is saved by keeping 
the exact dimensions of every dis- 
play space on file in the display 
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Tool displays became 
ragged when sam- 
ples weresold. Here’s 
how  Aikenhead's 
solved the problem 
by using enlarged 
photostatic copies of 
their catalog pages 
which were mounted 
behind glass. 


yf War-Time Merchandising Built 


Into Aikenhead’s Displays 


Enlarged photostatic copies of 
catalog pages release tools from 
sample panels of Toronto firm 


workshop. After deciding on 
the central idea of the display, 
a sketch is drawn. From the 
sketch it is possible to judge what 
pieces of merchandise will fit 
into the available space, and what 
sizes of showcards and_back- 
ground panels will look best. 
Display planning needs to be 
done six weeks or more in ad- 
vance so that seasonal merchan- 
dise can be shown at least three 
weeks before the demand begins. 
The Canadian war-time prohibi- 
tion on window lighting has re- 
sulted in moving backgrounds 
closer to the glass and lowering 
ceilings in the display windows of 
this store. Rounded corners help 
to eliminate dark spots. Ceilings 
and backgrounds are painted flat 
white to reflect all available light 
onto the merchandise. As a result, 
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displays are bright and effective, 
even in dull weather. 


Carded Method 


Small, everyday items are some- 
times mounted on _ individual 
cards, which carry a sales mes- 
sage or description, and price. 
The cards are attached to a panel 
of wallboard stiffened with strips 
of wood, and placed against the 
inside of the display glass. Down- 
town, noon-hour strollers take a 
special interest in this type of dis- 
play and many sales result. 


“In unity there is strength,” is 
a good motto in merchandise dis- 
play, says Mr. Lofts. One line of 
hardware is usually sufficient for 
one window display. But closely 
related lines are often good. For 
example, a comprehensive show- 
ing of mechanics’ tools sometimes 
includes technical books and work 
clothes. The overalls, work shirts, 
caps, etc., are shown at one end 
of the window with the aid of a 
full size display figure. Such a 
window makes a strong appeal to 
war plant employees. 


79 








A Victory Gardener will be at- 
tracted to an elaborate exhibition 
of seeds, fertilizers, and garden 
equipment presented in a setting 
of white trellis, picket fences, and 
grass mats. But haphazard, mixed 
windows have little interest for 
anyone, and are avoided. 

Price tickets are written for 
each item selected for a display. 
If an article is new or has an angle 
which can be featured, an indi- 
vidual showcard is written for it. 

Clearly Worded Messages 

Many displays at Aikenhead’s 
are built around a central idea 
which is featured prominently on 
showcards. An example is the 
display that was used to solicit 
early lawnmower sharpening and 
repair business. Three large 
showcards in the central part of 
the window carried these words: 
(1) “No new lawnmowers for the 
duration” (2) “So take good care 
of the one you have” (3) “Don’t 
wait until spring—-Have your 
lawnmower serviced now—Letting 
us have your mower for servicing 
during the winter months ensures 
you having your machine in good 
repair when spring comes and 
avoiding delay and inconvenience 
that rush of business and shortage 
of skilled help may cause at that 
time.” 

This window contained an old 
mower which had been serviced, 
and an assortment of mower re- 
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Wall space at the 
rear is used for 
showing assorted 
brushes, mops 
and brooms. No 
areas are left 
blank on the wall. 
There is nothing 
to impair the 
total effect of 
store displays on 
the customers. 


pair parts. About 12 additional 
showcards gave information about 
servicing lawnmowers and other 
work which the firm’s repair shop 
is prepared to do. Scores of mow- 
ers were brought in as a direct 
result of this display. 

Small articles on a window 


floor soon become disarranged 
and lose sales appeal. By mount- 
ing them on cards or panels they 
are lifted into the shopper’s line 
of vision and separated from 
bulkier items which tend to over- 
shadow them. 

When small items are mounted, 
and all showcards, price tickets. 
and background panels are pre- 
pared beforehand, the actual 
changing of a display may be 
done very quickly. The firm does 
not feel that it can afford to pre- 
sent vacant windows to a busy 
downtown street. 

“The most interesting thing a 
hardware firm has to offer, par- 
ticularly under present conditions 
is merchandise,” Mr. Lofts points 
out. A display designed to make 
sales should focus attention on the 
articles shown and not on display 
trimmings and colors. Quality 
merchandise makes the most last- 
ing impression on the window 
shopper’s memory. 


Interior Displays 


Store displays are prepared 
with the same care as those in the 
windows. Price tickets are used 

(Continued on page 88) 





Note the method of displaying the smaller tools in this window. Like Amer- 

ican hardware firms, which must watch and know their priorities regula- 

tions, this firm covers the situation in line with Canadian war-time rules in 
a sign in the window. 
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Remington DEALER LETTER 


How much 


is 14,000,000,000 rounds 


of ammunition ? 


Y THE END OF 1943 Remington 

had made nearly 14 billion 
rounds of military small arms am- 
munition for Uncle Sam. 


Well, people are tossing billion 
figures around so much these days 
that perhaps “billions” in people’s 
minds tend to lose the enormous 
quantities they actually represent. 
Do you know how much 14 billion 
rounds of ammunition is? Look! .. . 





A .50 caliber machine gun fires 
mighty fast. But to spray out 14 
billion bullets would take that ma- 
chine gun—firing continuously every 
second of every hour of every day— 
33 years! 


Suppose that an expert rifleman 
—not an ordinary shooter, but an 





expert—started in today to fire 14 
billion shots. (“He should live so 
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long!”’ you say. Sure, but this is just 
“‘suppose.”’) Shooting a standard 
Army Springfield just as fast as this 
expert could—every minute of every 
hour of every year—he couldn’t fin- 
ish those 14 billion shots aimed at 
top speed until the year 3719! It 
would take even this expert 1,775 
years! 


Doesn’t that make 14 billion 
rounds of ammunition seem like 
more than just another big figure? 


We hope it does—for the extent 
of America’s resources in military 
ammunition should be heartening. 


Remington is still producing vast 
quantities of military small arms 
ammunition for Uncle Sam. Since 
Pearl Harbor, Remington has pro- 
duced enough military small arms 


ammunition to fire more than 500 
times at every Axis soldier. 





And soon, we hope, we will also be 
able to supply the trade and sports- 
men again with Remington shot- 
guns and rifles, Remington Express 
shells, Remington Hi-Speed .22’s 
with Kleanbore priming, and Rem- 
ington big game cartridges with Core- 
Lokt bullets. Remington Arms Com- 
pany, Inc., Bridgeport, Conn. 

Express, Hi-Speed and Kleanbore are Reg. U.S. 


Pat. Off.; Core-Lokt is a trade mark of Remington 
Arms Co., Inc. » 





“Will the guv’ment let me have some shotgun shells fur a weddin’?”’ 
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Last time—merchant ships rotting at their anchorage. 


Why Every Business Man Should] Fi 


f} 
HE storekeeper in a 


small town, the miner deep in the 
pits, or the manufacturer who 
sells only in the U.S.A. might be- 
lieve that the merchant marine 
concerns only exporters and im- 
porters. This is dangerous think- 
ing. 


10 Per Cent Export Sales 


Export sales should represent at 
least 10 per cent of our post-war 
business. The last 10 per cent of 
anybody’s business is generally 
the most profitable. In any event, 
you cannot lop off the last 10 per 
cent of the nation’s sales without 
affecting every merchant, manu- 
facturer and individual in the 
U.S.A. The post-war attainment 
of foreign sales, therefore, direct- 
ly concerns every business man in 
America. We can do more than 
LO per cent of our business in ex- 
ports if we have a bold merchant 
marine program. But do we, as a 
nation, never learn a lesson? 

Remember what happened after 
the first world war? Then also we 
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We should promptly and definitely decide 
that from now on the United States will 
lead the world not only in industrial pro- 
duction, commercial aviation and fighting 
power but in our merchant marine 


had built a huge merchant fleet, 
but after the armistice we per- 
mitted most of‘our boats to rust 
and rot in our harbors, docks and 
rivers, while the products of our 
brain and brawn were carried 
under foreign flags to foreign 
shores. 

Surely, we do not want this to 
happen again. We should not 
again shed our wealth and blood 
for ideals, and ideals only, without 
benefiting in post-war days at 
least through whatever remains 
from what we gave in gold and 
sweat and blood. This time, we 
must also win our fair share of 
the peace. This time we must 
firmly resolve to maintain and 
operate the gigantic merchant 
marine which we will own at the 
end of this war. This time we 
must back our fleet by a nation- 
alistic merchant marine policy 


which will make sure that our own 
ships and men benefit most by our 
own exports and imports. 


What Tonnage Figures Show 


Our merchant marine, which in 
1921 showed a deadweight ton- 
nage of 17,026,000 against Great 
Britain’s 19,571,544, had shrunk 
in 1930, to 13,946,846 against 
Britain’s 20,438,444 and in. 1939 
to 11,470,177 against Great 
Britain’s 21,001,925; practically 
to one-half the size of that of our 
main competitor. 

Our own ships were by then 
greatly out-of-date, and we built 
very few new ones; in 1935 we 
launched 14, in 1938 only 16 new 
merchant vessels while the British 
in the same years saw 185 and 
234 new boats slip into their 
waters, from their homeland 
yards. 
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Fortunately, the 


Merchant cally at home, our merchant 


Marine Act of 1936 saved our 
merchant marine: and now, when. 
we are again building such a vast 
fleet, let us profit by our World 
War I lesson. We should not for 
one moment consider scrapping 
or selling or donating it to others, 
whether on this hemisphere or 
elsewhere. On the contrary, we 
must continue to build ships to 
maintain this strongest of the 
world’s merchant fleets because 
both internationally and economi- 


marine will mean much to us: in 


industry, foreign trade, employ- 


ment and prosperity. 

After Pearl Harbor, our ship- 
yards met the challenge because 
of the able and unceasing partici- 
pation of the multitude of mills 
and factories, farms and lumber- 
camps. Steel mills, engine fac- 
tories, boiler shops and electrical 
and chemical plants contributed 
as did also the sources for kitchen- 
ware, power plants, nautical in- 














FRANK HENIUS 
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Frank Henius, author of this article, has spe- 
cialized throughout his life on shipping and 
foreign trade. His first venture at sea was on a 
British four-master, in which he made the trip 
from Copenhagen to Mexico and back around 
Cape Horn. Leaving the sea, he became asso- 
ciated with shipping interests, first in Hamburg 
and later in Antwerp. 

From shipping, he turned to foreign trade. In 
the course of his travels selling American 
goods, he organized numerous foreign agencies 
and branches for U. S. manufacturers. 

He is the author of many books and articles 
on foreign trade, foreign markets and shipping. 
During the past 10 months, he has written 
language books in cooperation with the lan- 
guage unit of the United States Army. His long 
experience with shipping and foreign trade 
qualify him as an expert when discussing the 
future policy of our nation’s merchant marine. 


Copyright 1944 BNS 


By FRANK HENIUS 


Author and 
Foreign Trade Counselor 


struments, lifebuoys and bedding 
which every ship needs. For the 
modern shipyard is in reality the 
end-station, at which is assembled 
a great variety of products from 
plants scattered throughout our 
land. 
Retailers and Farmers 
Also Have a Stake 


Ships will be needed by us, war 
or no war. The American people, 
as consumers, want the best prod- 
ucts of all the world made con- 
venient and economical for them 
to acquire. Our wholesale and 
retail merchants can profit by ful- 
filling these desires of our people. 
American farmers have much at 
stake, too, as regards exporting 
farm products in both their origi- 
nal and processed forms. Ships in 
service also improve our inter- 
national position, for the ship is 
one of the most important tools 
of our foreign trade, going and 
coming. 

At the end of this armageddon, 
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CLEMSON PRODUCTS 
PROVE VALUE OF 
QUALITY BACKED BY 
GENEROUS DEALER HELPS 


Increased production volume in war plants 
is matched by increased sales volume in 
CLEMSON products—the STAR High- 
Speed Steel “MOLY” Type* Hand and 
Power Hack Saw Blade, the STAR Un- 
breakable Special Flexible Blade, the STAR 
Hack Saw Frame, and STAR Band Saws. 
War has taught the mechanic the value of 
high Quality tools, and STAR sales litera- 
ture enables you to help him get the most 
from these products. Whether it’s in the 
large mass-production plant, the small sub- 
contractor's shop, or in the repair and main- 
tenance man’s tool box-—-STAR Hack Saw 
Blades are the number one choice. Clem- 
son Bros. back up their products with Sales 
Helps for dealers, and regular advertising 
in industrial and _ trade 
papers reaching 360,000 
“saw-conscious’’ mechanics 
each month. 


STAR No. 43-S Catalog 
covers the complete line of 
products, offers profit-ma‘- 
ing merchandising ideas. 


Hardware Age — Hardware Retailer — 
Southern Hardware — Hardware Trade — 
Fectery—tedestriad Seuipmest Mows—Por 

By qu jew ‘ur- 
chasing — Factory — American Machinist — 
Modern Machine Shop—Aero Digest—lron 
Age—Marine Engineering. 


*7.M. Reg. 








companies. 


Middletown, N. Y. 


LEMSON 


Makers of Hand and Power 


ames, Band Saws, and the 
7? Lawn Machine 





— Blades bearing the 
on. name “MOLY” are made only by 
‘\. Clemson Bros., Inc., and affiliated 
an 


CLEMSON BROS., INC. 








the United States will have a fleet 
of vessels greater than the largest 
merchant marine any nation ever 
owned, prior to this war. Since 
Pearl Harbor, American shipyards 
have delivered more than thirty 
million tons of shipping, approxi- 
mately three times our total exist- 
ing tonnage when we entered the 
war. 


While generally the life of a 


lend-lease, or some foreign Im- 
port-Export Bank in the form of 
so-called loans. Thus, we will profit 
by what we have learned in these 
years, about the building and the 
operating of ships. Thus, too, we 
will have the ships. We will also 
have the goods. We have always 
excelled in production, where in 
many fields no foreign nation suc- 
cessfully competes with us in tech- 





Whose will it be this time? 


sea-freight-carrier is reckoned as 
twenty years, many of the boats, 
in war service, will have been so 
severely damaged, will have seen 
such strenuous employment, that 
they will have deteriorated or be- 
come useless. This inability to 
serve further will probably reach 
about one third of the fleet, indi- 
cating that from fifteen to twenty 
million tons will remain afloat. for 
service. 

It will probably take our ship- 
yards more than three years to 
convert these ships to peace-time 
use. We should immediately take 
all necessary steps to maintain 
these twenty million tons, keep 
them up-to-date, at the top of their 
capacity, serviceability and design. 
To achieve this, we will have to 
build post-war at least one million 
tons of new ships a year——the 
equivalent of 200 ships averaging 
5000 tons. 


We Now Have the Know-How 


Thus we will not throw away 
what we created as part of our 
war effort—created and paid for 
ourselves, not via someone else’s 


nical or manufacturing skill, qual- 
ity, value or reliability. So we will 
have the freight. We also have 
the men to man the fleet—the 
thousands who today are sailing 
our ships; trained, war-hardened, 
acquiring ever greater experience. 
And there will always be addi- 
tional thousands, eager for the 
sailor’s life, which always appeals 
to virile men who like to go down 
to the sea in ships. : 

Our men of the sea and those 
on shore want and should have 
higher wages than those paid to 
foreign seamen and workers. But 
the shipping of the goods we ex- 
port and import has too long been 
grabbed by other nations pri- 
marily because their men were 
cheaper and their national policy 
bolder. We can have most of this 
business if we insist upon a bold 
merchant marine policy executed 
in an effective, consistent and 
nationalistic manner. 

We must subsidize our ship- 
ping in the peace to come. We 
may react adversely to the word 
“subsidy” but we cannot be so 
soft or impractical as to ignore the 
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foundafion on which our merchant 
marine can be built. By Congress- 
created law, subsidies are, at this, 
very moment, authorized for ships 
and shipping. So why not main- 
tain them, both for their building 
and operation? , 


Subsidy Is the Wrong Word 


Today subsidies are applied to 
shipbuilding in such a way that 
any vessel built by the govern- 
ment in an American yard is sold 
to an operator at the price which 
is comparable to the one which 
his foreign competitor pays for a 
similar ship in his native land. 
On the other hand, the subsidy 
for operation of a vessel is gen- 
erally the difference between the 
wages paid by the foreign com- 
petitor and those paid to our own 
men. In the last analysis, this sub- 
sidy is really nothing but a pay- 
ment to stabilize or equalize ship- 
building costs or wages, and ship 
operating costs or wages—and 
equalizer or stabilizer sounds 
much better than the word 
“subsidy”. 

Our future merchant marine 
policy should maintain such 
equality payments, for they cer- 
tainly mean much more than just 
money spent to meet foreign com- 
petition though that in itself is 
most important. 

Maintaining the fleet, keeping 
it active and up-to-date, is part of 
the job that lies ahead. We must 
also determine how to employ our 
fleet as carriers and how to do so, 
profitably, in spite of the vastly 
increased tonnage. Both these 
problems are closely allied. For 
one thing, we must use our own 
bottoms for our own freights, 
both ways. This is so logical that 
it is humiliating to admit that in 
the past we have neglected to give 
freight to the steamers which carry 
our national emblem over the 
seven seas, and have preferred to 
deal with foreign owners and oper- 
ators, for money’s sake. But. of 
course, that is human, and more- 
over it is business. and there is 
no need to complain. especially at 
this late hour. 

But here too we should have 
learned our lesson. We must equip 
ourselves to handle the shipping 
of our imports and exports, from 
the point of origin to their destina- 
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WHEN SPLIT SECONDS Count! 


To smash strafing planes coming in fast from any angle, 
self-powered multiple mounted machine guns enable gun- 
ners to concentrate on hitting the targets, while speedily and 
effortlessly the guns are swung around, raised or lowered. 
One more service stripe for the hundreds of thousands of 
Briggs & Stratton engines now with our armed forces. 





THE urgent necessity of dependable power for 
purposes never before imagined, have revealed 
the amazing versatility of Briggs & Stratton 
4-cycle, air-cooled gasoline engines. Their 
stamina, rugged dependability and superior 
performance under circumstances rarely 
encountered in peacetime, have demonstrated 
Briggs & Stratton high standards of quality 
in precision manufacture, and substantiated 
their recognition as “the world’s finest air- 
cooled gasoline engines.” 

Our years of experience in design and pro- 
duction of air-cooled engines is again avail- 
able to you on present problems or in your 
planning for postwar gasoline en- 
gine requirements. 

“It's powered right—when it’s 
powered by Briggs & Stratton.” 
BRIGGS & STRATTON CORP. 
MILWAUKEE 1, WISCONSIN, U.S.A. 
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Just in 
case... 






Now and then a good customer will bring you a Toastmaster toaster for repair. 
One that has cracked up on the floor, or had its innards damaged by a fork. Ora 
veteran, like the one in the picture, with years of service to its credit and some. 
little thing gone wrong at last. 
Well, you can’t expect even a Toastmaster toaster to be proof against all the 
wounds of abuse and accident, or all the ravages of time! 
So, just in case you do get the opportunity to earn a dollar or two and render 
a customer a service that won’t be forgotten, we think you’ll be glad to know that 
we stand ready to help, the minute one of our prized toasters reaches your 
repair department. Here’s how... 
If you do your own repairing, we'll supply new parts as promptly as 





possible. Be sure to return old parts when ordering. 


If you want us to do the job, 





send the toaster to our nearest 


Authorized Service Station (see below), together with full informa- 
tion about customer’s complaint. We will furnish cost estimate if 
requested, and await instructions. Please pack the toaster carefully. 
Many returned toasters arrive in damaged condition. 


Let’s work together on this. There’s no better way to keep your customers lined up 
for coming, and booming, sales of new and finer Toastmaster* products. 


AUTHORIZED TOASTMASTER SERVICE STATIONS 


FACTORY 
Elgin, lll... ..MeGraw Electric Co. 
FACTORY BRANCH SERVICE 
STATIONS 


Chicago. Ill. . . .222 W. Adams St. 
Los Angeles, Cal... .....316 East 


ird St. 

New York, N. Y.. . 196 Lexington 
Ave., Corner 32d St. 
AUTHORIZED SERVICE STATIONS 
Atlanta, Ga... Georgia Power Co. 
Electric Building 
Baltimore, Md... .. Baltimore Elec. 
Lt. Co., 300 W. Cold Spring Lane 
Boston, = ... Farrington Elec. 

, 18 Boylston St. 


Cincinnati, O.. 5, Maato Elec. Co. 


1 
Cleveland, O.. Elec’! Repair & 
Const. Co., 811 Prospect Ave. 


Dallas, Tex. . Ag = Elec. App. 
Co., 1323 W. Davis St. 
Denver, Col.. . Midwest Elec. 


Wiring Co., 323 'W. Colfax Ave. 
Detroit, Mich. . Cooley-Van Howe 
Service Co., 744 Mich. Theatre Bldg. 
Miami, Fla..... Florida Appliance 

Service, 751 W. Flagler St. 
Minneapolis, Minn., E.B.Kelly & Co. 
214 S. Seventh St. : 
New Orleans, La. . Reliance Elec’! 
Works, 814 Carondelet St. 
Pellades hia, A loseph T. Fewkes 
. Twelfth St. 


Pustysoh, Piss nana Quick Sestten 
Elec. Co., Jenkins Arcad: 
Portigad, Ore. . .Bressie Elec. "Co. 
909 Southwest Fifth Ave. 
Reading, Pa. . Singer Crockery Co. 
419 Washington St. 


San Diego, Cal . F.Z 
in Hee ro, * aa tg ow 


Seaige, Wash... Appliance Parts & 
rv. Co., 214 Stewart St. 
Sochena, Wash.. xwell & Franks 
irst Ave. at Wall St. 
San Francisco, Cal.. -Radelfinger 
Bros., 544 Natoma St. 

St. Louis Mo. Kaemmerien Elec. 
Co., 2318 kaoees St. 
Washington, 6 foe — 44 pe 

f., 


TOASTMASTER Proclucta 


**ToasTMASTER” is a registered trademark of ToastmasTER Propucts Division, McGraw Electric Company, 
Elgin, Ill. Copyright 1944, McGraw Electric Co. 





tion. This is business too—good 
business. In the future we should 
be able to sell goods from a fac- 
tory in Minneapolis, on one U. S. 
bill of lading, f.o.b. Capetown, 
South Africa or import on one 
U. S. freight document tin from 
Ipoh in the Malay Peninsula c.i.f. 
an Américan factory at Detroit. 
U. S.-made goods could in this 
manner—if our policy is right— 
be handled all the way exclusively 
by U. S. transport facilities, be 
they truck, railroad, plane or 
steamer. This is not only possible, 
but imperative in the keen com- 
petition which will spring up in 
the world of tomorrow. 

We have the finest railways in 
the world, also the finest plane ser- 
vices. We have the best trucking 
system, and the greatest number 
and best-constructed highways to 
run them on. Therefore, we have 
no reason to doubt that our mer- 
chant marine will give the finest 
possible service. If its rates for 
freight and passenger carrying are 
properly equalized to meet foreign 
competition, we can be “tops” 
the shipping commerce of the 
world. Under a merchant marine 
policy providing for an operating 
“equalizer,” it will be good busi- 
ness for Americans to ship on 
vessels flying our flag. After all, 
the taxpayer really pays for the 
“equalizer.” Hence, the more 
business he gives our merchant 
fleet, the greater its revenues and 
the smaller will be the “equalizer” 
cost falling on him. 


Again Opportunity Beckons 

Other nations would like to do 
what we alone are now in a posi- 
tion to do. Other nations would 
have no hesitancy about govern- 
ment subsidies where their ships 
are concerned, as the long-time 
international record clearly proves. 
We will be foolish indeed if we 
play the shrinking violet when a 
bold policy can mean: 

1—Keeping the United States 
the world’s most powerful factor 
in international transportation by 
sea. 

2—Employing many thousands 
of men, both directly and indi- 
rectly, in building and operating 
our ships—and all at American 
wages. 

3—Assuring our manufacturers 
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and farmers of a better shipping 
service for the world-wide de- 
velopment of export business. 

4—Providing our wholesale 
and retail merchants with a better 
shipping service for bringing in, 
from all parts of the world, prod- 
ucts salable to the American 
people. 

5—Supplementing our Navy, 
which post-war should be the 
world’s largest, by having thou- 
sands of men, trained at low cost 
in all branches of seamanship, 
always in reserve. 

Should we not promptly and 
definitely decide that from now on 
the U.S.A. will lead the world 
not only in industrial production, 
commercial aviation and fighting 
power but in our _ merchant 
marine? Should not all this be 
part of our plan for the preven- 
tion of future world wars? 

The “equalizer” cost entailed in 
our maintenance of the world’s 
leading merchant marine will in- 
deed be small in relation to what 
such a policy assures by way of 
world peace. Moreover this cost 
can become a profitable invest- 
ment because of its other highly 
practical advantages and benefits 
to every manufacturer, merchant, 
farmer, worker and consumer in 


the U.S.A. 


Display and Sales 
Arrangement Triples 
Wallpaper Volume 


(Continued from page 77) 


Mr. Sturm has built a special rack 
on wheels, which can be pushed 
very easily to any section of the 
room. There are chairs for cus- 
tomers in this small department 
and while the customer is seated, 
Mr. Sturm can push the rack to 
them and show the various book 
samples, without having the cus- 
tomer get up from the chair. 

This rack also contains sam- 
ples of the ceiling papers which 
the store stocks. Thus, while Mr. 
Sturm is showing a customer some 
sidewall patterns, he can quickly 
take out a ceiling pattern and hold 
it near the sidewall pattern so the 
customer can see how the two pa- 
pers will match. This has proved 
to be a great aid in selling. 

“We have found that when the 





How to route those Stove Purchase Certificates 


Tell your customers @ 


ITS STILL THE PREWAR 





HEATROLA 


Your customer has his guard up, 
today. He’s seen products stripped 
and cheapened because of wartime 
material shortages. And he wants no 
part of them for his precious stove 
purchase certificate, if there is an 
opportunity to get something better. 

That’s why it gives you a mighty 
big advantage to be able to lead him 
over to America’s No. 1 home heater 
and say, “It’s still the prewar Estate 
Heatrola...The same dependable, 
fuel-saving, long-lasting home heater 
for which the name ‘Estate Heatrola’ 
has always stood.” 
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Amended O.P.A. Order RO 9A 
enables you to increase your 
initial inventory approximately 
50%. See your ration board 
at once. Also write for full de- 
tails of the Estate FALL DAT- 
ING PLAN that enables you to 
place your order now, pay as 
late as September 10 without 
losing regular cash discount. 





Over the Estate plant in Hamilton, Ohio, under the Stars and Stripes, 
flies the Army-Navy “E’’, emblem of excellence in war work production. 


The genuine 


ESTATE HEATROLA 


is made only by The Estate Stove Company, Hamilton, Ohio 
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American's method of 
inspecting every screwhead, thread, and point 
means that every American Screw and Bolt 
is physically fit inevery way. And high-speed 
production facilities are maintaining Amer- 
ican’s reputation for prompt service. This 
dependability is proving to more screw- 
buyers every day that it’s good business to 
mark their orders: ‘American brand . . . do 
not substitute’. And that’s your proof that 
American is the No. 1 screw and bolt line for 
you to handle, both in slotted and Phillips 
head types. 


AMERICAN SCREW CO. 


PROVIDENCE 1, RHODE ISLAND 
Chicago 11: 589 E. Ul. St. Detroit 2: 502 Stephenson Bldg. 





NEW Partitioned Package Keeps 
Bolts and Nuts Separate . . . gives 
users greater convenience 








Put the Screws on the Axis ... BUY WAR BONDS! 


customer is comfortably seated, 
she will remain longer in the de- 
partment and is more likely to 
buy,” says Mr. Sturm. “When a 
woman gets tired from standing, 
she often will postpone a pur- 
chase until some other time. We 
figure on making her comfortable, 
so she will feel like buying. We 
have a large stock of wallpaper, 
certainly enough to please almost 
any housewife. Our display and 
sales arrangement works out very 
satisfactorily for us.” 

Prices of the wallpaper pat- 
terns are all posted on the dis- 
played samples. This also aids in 
selling for the browsing customer 
can inspect the prices as well as 
the patterns. In other words, Mr. 
Sturm has found that it pays to 
make this wallpaper department 
as complete for the customer as 
possible. 

“Because we do a large wall- 
paper volume, we also do a great- 
er paint volume,” states Mr. 
Sturm. “Practically everyone who 
does wallpapering uses some paint 
in the process. We suggest paints 
and other needed supplies to our 
wallpaper customers and find that 
this frequently helps to make 
added sales.” 

The wallpaper section is adver- 
tised by the firm by means of 
attractive window displays and 
occasional newspaper advertising. 
Satisfied customers also recom- 
mend the department to their 
friends who often come to inspect 
the wide and varied stock. 





Messages of War-Time 
Merchandising Built 
Into Aikenhead’s Sales 


(Continued from page 80) 


freely, and showcards call atten- 
tion to special features of the mer- 
chandise. Spot displays are built 
for special items. Articles featured 
in Aikenhead’s newspaper adver- 
tising always occupy a place in 
the forefront of the store displays. 

The total effect of the store’s 
appearance to customers is kept 
in mind. Blank wall spaces are 
used to show brooms, mops, floor 
brushes, and similar items. Large, 
colorful signs direct customers to 
features of special interest. Goods 
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which are plentiful are sometimes 
shown in mass displays. With the 
store’s heavy traffic, such displays 
always bring a sharp increase in 
sales. 

In the tool department, much 
of the stock is kept on shelves 
behind panel doors. Originally, 
the deors were neatly mounted 
with samples of all the items 
stocked behind them. When war 
shortages developed, an effort 
was made to keep these display 
panels intact. However, as short- 
ages became drastic, one tool 
after another disappeared. Neat 
displays seemed out of the ques- 
tion until after the war. 

Accordingly, all sample tools 
were removed and placed in stock. 
Enlarged photostatic copies of 
the firm’s catalog pages were made 
and mounted on the panels be- 
hind glass. These pages contain 
catalog numbers, illustrations, de- 
scriptions, and list prices of the 
tools. 


Saves Tool Investment 


This type of display is very 
neat and easy to keep clean. It 
does away with the necessity for 
a large investment in sample tools. 


Depreciation, and the labor of. 


cleaning, is a considerable item 
of expense in a large tool depart- 
ment. Aikenhead’s new displays 
have eliminated these difficulties, 
and also any friction with cus- 
tomers caused by refusal to sell 
sample articles. 

“A display is not finished 
when it is installed,” Mr. Lofts 
emphasizes. A store display 
quickly collects dust and becomes 
disordered by handling. It needs 
to be cleaned and tidied every 
morning, and articles which have 
been sold from it replaced. 


Displays Kept Clean 


Smoke and dust soon build a 
grey film over the glass of a dis- 
play window and destroy the at- 
tractiveness of the merchandise 
shown. Frequent washing is nec- 
essary. A daily inspection of 
window displays is made to see 
that traffic vibration has not 
caused any article or showcard to 
topple from its support, or that 
gaps have not been created by 
articles sold. 
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New DAY ror MOTHERS 


combination Washer and Child’s Bath 


This new, modern Horton convenience “is 


operated with the greatest ease and perfec- 





tion”, and, “is also equally valuable as a 
19 4 7 | bath tub for children”. So we are told in 


an early Horton advertisement that was 


gi 


(C@Q )) The washing “action” seems quite primitive 


presented to an astonished America in the 


mid-seventies. 

















today—but it then represented one of the 


pioneer developments in home laundry 
equipment. 


Now, as then, Horton is still pioneering— 
and will resume its leadership with equally 
sensational (in their day) new washers and 
ironers soon after the return of peace. It is 


time, now, to investigate the profit advan- 





tages of the Horton franchise. 





FORT WAYNE. INDIANA 
MANUFACTURERS OF AMERICA’S FIRST AND FINEST WASHERS FOR 73 YEARS 
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SENATE HEARING INDICATES LITTLE 
BUSINESS RECONVERSION IN 1944 


Undersecretary of War Patterson says large increase 


in many items for Army use during the year. 


Navy 


Acting Secretary Forrestal sees no present Navy cut- 


backs which would help civilian production. 


WPB 


Chairman Nelson would see that small business is 
reconverted first. Col. W. R. Baxter, Director, WPB 
Redistribution Division, says no attempt to discrimi- 
nate against small plants in handling surplus materials 
and that while relaxations have not always meant 
new items they often meant better items. 


(Washington Bureau 
of HARDWARE AGE) 

Hearings on April 25 and 26 
before a subcommittee of the 
Senate Small Business Commit- 
tee studying the reconversion 
problems of small business 
showed that there will be httle, 
if any, reconversion of business, 
large or small, this year; oppo- 
sition to too much reconversion 
planning by WPB Chairman 
Donald M. Nelson, and slight in- 
creases planned for the produc- 
tion of essential civilian goods. 

Undersecretary of War Robert 
P. Patterson took a firm stand 
against any increase in civilian 
production. Mr. Patterson also 
told the committee that mobiliza- 
tion for war had aided small 
business. Senator Wherry, Ne- 
braska, challenged Mr. Patterson 
regarding the accuracy of figures 
quoted by the latter. 

Col. C. R. Baxter, director of 
the WPB Redistribution Divi- 
sion, in a forthright presentation 
told the committee of his opera- 
tion and his plans for stepping 
up civilian production. 

Conversely, Justice James F. 
Byrnes, director of the Office of 
War Mobilization, has stated 
that Army and Navy cutbacks 
will total $18,000,009,000 this 
year, considering that a large 
portion of this amount will be in 
production shifts, there would 
still be about $4,000,000,000 ac- 
tually cut back. 

In a rather important state- 
ment of policy Mr. Patterson 
said, “no discrimination as to re- 
lease of plants from war produc- 
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tion by the War Department will 
be made in favor of large plants 
or at the expense of small plants. 
It will be our policy, so far as 
other factors permit, to give 
first priority of release from war 
production to privately owned 
plants which have not normally 
engaged in production of mili- 
tary character.” 

Mr. Patterson said he had no 
advance knowledge of the re- 
cently issued and later revoked 
Staff Memorandum No. 42, which 
would have cut back civilian pro- 
duction in Group I and II labor 
areas to first quarter levels with- 
out regard to individual factors. 


but said that from what he read’ 


in the newspapers he agreed in 
principle with an order of this 
type. 

Acting Secretary of the Navy 
Forrestal told the committee that 
no great amount of capacity for 
civilian production could, at pres- 
ent, be made available through 
Navy cutbacks. He asked for 
assistance for small business in 
the reconversion period. He said 
that small plants participate in 
all Navy procurement. Half of 
the Navy primes are placed with 
firms employing 500 or less, and 
about 10 or 12 per cent of the 
dollar value, based on the fourth 
quarter of 1944, goes to such 
plants, according to Navy figures. 

A. C. C. Hill, Jr., acting WPB 
Vice Chairman for the Office of 
Civilian Requirements, said that 
unrestricted pruduction of many 
items, necessary to the civilian 
economy, could be had if small 
plants were given full opportu- 





nity to produce. He added that 
there is no conflict with the Army 
on the definition of essential 
items, but that such a conflict 
existed on how to produce these 
items and in what quantities. 
OCR programs are being held 
back by WPB because of lack 
of facilities, according to Mr. 
Hill. He said that some small 
plants are now producing 100 per 
cent of output for civilian use. 

Mr. Nelson said any new order 
of the type of revoked Staff 
Memo 42 would not be quite so 
rigid and would be handled lo- 
cally. The WPB Chairman said 
there would be no appreciable 
increase in civilian goods output 
until the European war was over. 

Colonel Baxter, later in the 
hearing, told the committee that 
his division was now concerned 
with redistribution, contract ter- 
mination and cutback surpluses. 
He said no attempt is made to 
discriminate against type of buy- 
ers, since the prime objective is 
to get the surpluses back into 
use. The division cooperates with 
SWPC in getting surpluses into 
the hands of small plants. He 
was the only witness to say that 
there is a definite trend toward 
relaxation. He said that in the 
four month period ended in 
March, there were 278 actions 
relaxing the restrictions and 111 
which tightened production 
quotas. He pointed out that 
while this did not necessarily 
mean the authorization of new 
items, it did in many cases per- 
mit making better quality items 
not now prohibited. 








E. E. CLARK 


CLARK NEW PRES. 
AMERICAN SCREW CO. 
The American Screw Co., 


Providence, R. I., recently an- 
nounced that E. E. Clark, has 


been elected president of the . 


company, and V. J. Roddy was 





Vv. J. RODDY 


elected vice-president of the con- 
cern. Paul C. Nicholson will re- 
main as chairman of the board 
of directors. 

T. H. BRIDDELL 
GENERAL MANAGER OF 
CHAS. D. BRIDDELL 

Chas. D. Briddell, president of 
Chas. D. Briddell, Inc., Crisfield, 
Md., recently announced the ap- 
pointment of Thomas H. Briddell 
as general manager of the firm. 
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NEW TREASURY UNIT TO DIRECT 
SURPLUS CONSUMER GOODS SALES 


UNDER PROCUREMENT DIVISION 


New unit will set up general policies for 
disposal of surplus consumer goods. 
tual disposal work to be handled by Pro- 
curement Division officials and mechanisms. 


(Washington Bureau 
of HARDWARE AGE) 

The announcement of the 
establishment of a new unit of 
the Treasury Department to han- 
dle the disposal of surplus con- 
sumer goods was made by Secre- 
tary of the Treasury Mongenthau 
on April 29. The disposal of sur- 
plus consumer goods will be 
handled by the Treasury’s Pro- 
curement Division under policies 
set up by this new unit. 

The unit will be headed and 
organized by Ernest L. Olrich, 
who assumed his duties on May 
3. Mr. Olrich is serving with 
the government, while on a leave 
of absence as president of Mun- 
singwear, Inc., of Minneapolis. 
In making the announcement Mr. 
Morgenthau said: “I expect to 
secure the services of other indus- 
trialists and executives familiar 
with the regular channels of trade 
to help in this task.” 

Property disposal of the Trea- 
sury is now running at the rate 
of about $12,000,000 a month, 
and is being handled by the Pro- 
curement Division, as directed 
by the Surplus War Property 
Administration, under the super- 
vision of the Assistant Secretary, 
John L. Sullivan. 

With the amount of surplus 
goods steadily increasing, and 
likely to reach a total value of 
several billion dollars after the 
cessation of hostilities, the Trea- 
sury Department believes that a 
special organization exclusively 
devoted to property disposal will 
be necessary. Procurement Divi- 
sion officials told HARDWARE AcE 
that the new organization will 
formulate general policies, while 
the actual work of disposal will 
be carried out by Procurement 
Division officials and mechanisms. 

Meanwhile, Attorney General 
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Ac- 


Biddle has expressed the opinion 
that the SWPA will not be able 





to function in the postwar period, 


since it was established under 
the various war powers acts. Mr, 
Biddle feels that new legislation 
should be enacted to establish 
a permanent agency to handle 
surplus disposal. This view is 
shared by many members of Con- 
gress, but no definite action has 
yet been taken on any of the 33 
bills that have been introduced 
to deal with this problem. 








H. M. Parsons Elected Vice-President 
Of Landers, Frary & Clark 


Harold M. Parsons, was re- 
cently elected vice president of 
Landers, Frary & Clark, New 
Britain, Conn., at the annual 
meeting of the stockholders, and 
boatd of directors, and both 
William H. Judd, and Henry T. 
Burr were elected to the board 





HAROLD M. PARSONS 


of directors. Mr. Parsons became 
connected with the company in 
1925, after resigning as manager 
of the Central Massachusetts 
Electric Co. He served as vice- 
president of Landers, Frary & 
Clark from 1927 to 1931, resign- 
ing to become vice-president and 
sales manager of the Walker- 
Pratt Mfg. Co., Boston, Mass. 





Later he was affiliated with the 


Nash-Kelvinator Co., in the ca- 
pacity of sales manager of the 
electric range division. He re- 
turned to Landers, Frary & 
Clark in 1940, as sales manager 
in charge of the electric range 
and water heater division. For 
the past two years, he has been 
maintaining contacts for the 
company in Washington. 

Mr. Judd has been connected 
with the New Britain National 
Bank since 1897, and in addition 
to his new directorship he is 
director of the New Britain 
Gas Light Co., North & Judd 
Mfg. Co., Adkins Printing Co., 
Union Mfg. Co., and Universal 
Coal & Wood Co., all of New 
Britain. Mr. Burr has _ been 
affiliated with the company since 





HENRY T. BURR 





1918. In 1920 he was appointed 
auditor and seven years later 
secretary of the firm. From 
1923 to 1937, he also served as 
office manager. All other officers 
were re-elected, and they are 
as follows: Chairman of the 
board of directors, Arthur E. 
Allen; president, Richard L. 
White; vice presidents, Will H. 
Rattenbury, Bret C. Neece, Earl 
Van Buskirk, William J. Rus- 
sell, and Lee A. Brown; treas- 
urer, Francis L. Dabney; and 
secretary, Henry T. Burr. 


HAGGERSON ELECTED 
PRESIDENT UNION 
CARBIDE & CARBON 
At a recent board of directors 
meeting, Fred H. Haggerson, for- 
merly vice president and director, 





FRED H. HAGGERSON 


was elected president of Union 
Carbide & Carbon Corp., suc- 
ceeding Benjamin O’Shea, who 
had been president since 1941. 
Mr. O’Shea is now chairman of 
the board of directors. Mr. Hag- 
gerson has been affiliated with 
the firm for the past 25 years. 





COLUMBIAN VISE 
& MFG. CO. 
WINS SECOND STAR 
The Columbian Vise & Mfg. 
Co., 9021 Bessemer Ave., Cleve- 
land, Ohio, has recently been 
awarded its second white star 
for high achievement in the pro- 
duction of war material. 
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This 
belongs on every hard- 


ideal rust remover 


ware counter. RUST-I- | 
CIDE is a rapid seller, 
attractively packaged, 
with a good profit, and 
helps other sales. It re- 
moves rust in a matter of 
minutes, is an excellent 
chromium cleaner. Those 
hard-to-remove stains on 
; vitreous enamel rapidly | 
disappear with RUST-I- | 
CIDE. | 


If you are not stocking 
RUST-I-CIDE, do so now 
... it is inexpensive: 4 
oz. bottles—25c, 8 oz. 
—45c, 16 oz.—75c, 
quart—$1.20 (and 
gallon—$3.60), with a 
better-than-average 


| «|| RusTt-ClDE 


HEMICAI 
Bist DESTROYER 


profit for you. 





i Sreel Surtaces 
vd St 


ium, Brass Etc 


flammable 


CHROMIUM 
CLEANER , 


Call your distributor; if he 
cannot supply you 


WRITE US TODAY! 






RUSTICIDE PRODUCTS CO. 


CLEVELAND 14, OHIO 


3125 PERKINS AVE, 





WESTERN CARTRIDGE 
NAMES TWO DIST. MGR’S 

Robert Wier, Jr., sales man- 
ager of Western Cartridge Co.’s 
ammunition division, its Win- 





J. H. BOUWKNEGT 


chester Repeating Arms Co., and 
Bond Electric Corp., divisions in 
New Haven, Conn., has recently 
announced the appointment of J. 
H. Bouwknegt and Arthur Barns- 
ley as district managers. The 
former’s offices will be in: the 
General Motors Bldg., Detroit, 
Mich., and the latter’s in the 
Palace Bldg., Minneapolis, Minn. 
Mr. Bouwknegt was formerly a 
Michigan sales representative, 
and Mr. Barnsley was advanced 
from the position of assistant 
district sales manager at Min- 
neapolis. A new office also has 
been opened in the Insurance 
Exchange Bldg., Kansas City, 
Mo., which will be under the di- 
rection of G. L. Nichols, for- 
merly district manager in Min- 
neapolis. Harold H. Fairweather, 
previously assistant district man- 
ager of the New England terri- 
tory, has been advanced to the 
position of field supervisor of 
public protection arms and am- 


munition sales. He will divide 





ARTHUR BARNSLEY 





his time between the New Haven 
district and the newly created 
Detroit district. 


L. M. PARK EXECUTIVE 
ASS’T SALES DEPT. 


Louis M. Park, formerly 
supervisor of radio and home ap- 
pliance sales statistical and order 
department of Stewart-Warner 
Corp., 1826 Diversey Pky., Chi- 
cago, Ill., has recently become 
associated with the Admiral 
Corp., 3800 Cortland St., Chi- 
cago, 47 Ill., as executive as 
sistant in the sales department. 
Mr. Park will devote his time 
to sales development in coopera 
tion with regional managers who 
are now setting up national dis- 
tribution of Admiral radios and 
major appliances. When peace- 
time production resumes, he will 
head the sales statistical, and 


| order department. 


Mr. Park started with Stewart 
Warner in 1927, and worked in 
radio and home appliance divi- 





LOUIS M. PARK 


sions from the time of their in 
ception. Prior to this time, Mr. 
Park was connected with the 
merchandising department of tlie 
Marshall Field Co., Chicago, 
Til. 


LANDERS NAMES 
SUPPLEE-BIDDLE HDWE. 
AS DISTRIBUTOR 


B. C. Neece, vice-president and 
general sales manager of Lan 
ders, Frary & Clark, New Brit 
ain, Conn., recently announced 
the appointment of the Supplee 
Biddle Hardware Co., wholesale 
hardware distributors, Philade! 
phia, Pa., as exclusive distrib 
utors in the Philadelphia area for 
Universal home laundry equip- 
ment and vacuum cleaners. They 
will also distribute Universal 
small appliances on a non-ex 


' clusive basis. 
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U. S. Plywood Has New Constraction 
Method for Plywood-Plastic 


\ new technique of construc- 
tion utilizing factory-fabricated 
plywood-plastic metal panels 
which retain the outstanding 
properties of each material, has 
been announced by the United 
States Plywood Corp., New York 
City. The immediate prospect 
for the technique and the product 
appears to be _ prefabricated 
houses and other prefabricated 
structures. Developed by Mac- 
Millan Clements, metallurgist of 
U. S. Plywood, the material com- 
bining plywood, plastics (used as 
the adhesive), and light metal of 
paper thickness, is known as 
Armorply. Originally applied in 
the construction of “powder 
boxes,” this product won the ap- 
proval of the U. S. Army in 
strenuous tests, and resulted in 
production of boxes for shipment 
of munition powder. The tech- 
nique and the material have had 
practical application in several 


structures already completed, in- 
cluding a 20 by 48 ft. Army bar- 
racks, two-car garage, and a 
house for the Goodyear Tire & 
Rubber Co. 

Advantages that are claimed 


for the Armorply prefabrication | 


technique include the following: 
the material serves three pur- 
poses, namely framework, sheath- 
ing, and exterior siding or roof- 
ing; material can be factory fab- 
ricated in sizes required and 
shipped to the assembly plant ad- 
vantageously because when the 
units are flat they occupy little 
space; a great saving of time and 
labor is incurred, also due to the 
fact that the one fabricated ma- 
terial takes the place of framing, 
sheathing, and exterior siding 
and roofing. U. S. Plywood has 
announced it will not enter the 
building field, restricting itself 
to the manufacture of products 
in sheet form. 





GILLHAM JOINS GAME 
RESTORING STAFF OF 
WESTERN CARTRIDGE 


Charles E. Gillham, noted biol- 
ogist and writer on outdoor sub- 
jects whose expeditions into the 
Arctic resulted in his election to 
membership in the Explorer’s 
Club, has joined the game res- 
toration staff of Western Cart- 
ridge Co., East Alton, Ill. He 
will co-ordinate the company’s 
game restoration program with 
the research and development 
work of Federal and state con- 
servation agencies. 

As game restoration co-ordina- 
tor, Mr. Gillham will make avail- 
able to public and other conserva- 
tion agencies, the results of many 
years of independent research 
conducted by Western Cartridge 
Co., and its Winchester  Repeat- 
ing Arms Co., Div., in field man- 





CHARLES E. GILLHAM 
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agement of game areas and the 
restocking of depleted areas with 
game birds raised in captivity. 





OFFICERS, DIRECTORS 
KELLEY-HOW-THOMSON 


At a recent stockholders’ meet- 
ing of the Kelley-How-Thomson 
Company, wholesale hardware 
distributors, Duluth, Minn., sev- 
eral directors were elected. Pres- 
ent directors, including several 
who are also officers are as fol- 
lows: R. W. Higgins, president; 
Adam G. Thomson, vice-president 
and chairman of the board; Mrs. 
B. W. How, vice-president; 
James P. Harvey, secretary- 
treasurer; I. Wold, George W. 
Welles and B. K. Killorin. 


MARGOLF MANAGES 
HOTPOINT HOME 
LAUNDRY SALES 


F. C. Margolf has recently 
been appointed manager, home 
laundry equipment sales division, 
Edison General Electric Appli- 
ance Co., Chicago, Il]. Mr. Mar- 
golf joined the Hotpoint organi- 
zation in 1937 as a specialist on 
home laundry equipment, having 
previously been with the laundry 
equipment division of General 
Electric Co., Schenectady, N. Y. 
He has been assigned to com- 
mercial cooking work with the 
U. S. Government in Washington, 
and will for the present, retain 
his Washington office and con- 
tinue his government activities. 
Later he will move to Hotpoint’s 
headquarters in Chicago, Ill. 








OUTBOARD 
MOTOR 
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WITH PHOENIX & JUNIATA 
HORSE AND MULE SHOES 


The extra protection afforded by good 
shoes makes a big difference in the 
amount of time work animals are able 
to spend in the field . . . working. 
Today, that’s important. 








And, it’s important too, that you help 
keep these animals working by recom- 
mending and selling Phoenix and Juniata Horse and Mule 
Shoes. You fulfill a patriotic duty, and at the same time, 
make nice profits for yourself. 


Phoenix manufactures a complete line of horse and mule 
shoes and calks from the finest materials. They give greater 
protection ... wear longer ... and give dealers a good margin 
of profit. Phoenix and Juniata horse and mule shoes are sold 
by leading jobbers through the regular trade channels. 


Gree *¢ © © This booklet explains fully the 
proper care of the feet of horses and mules. It’s 
available to your customers FREE. Authoritative 

. concise . . . easy to understand . . . fully 
illustrated. Endorsed by leading horsemen and 
veterinarians. Write for your free copy and de- 


tails of distribution. 


PHOENIX MANUFACTURING COMPANY 


JOLIET, ILL 


INOIS 


PEIRSON ADVANCED BY |of the division, whose products 
CORNING GLASS WORKS | are Pyrex cooking ware, also 
tableware, tumblers, lamp chim- 


Benjamin S. Peirson, formerly 
neys and ornaments. 


manager of the distributor sales 
section of the consumer products 
division of Corning Glass Works, 





CENTRAL STATES HDWE. 
CLUB TO PLAY GOLF 
FRIDAY, JUNE 23 


The annual golf party of the 
Central States Hardware Club 
will be held on Friday, June 23, 
at the Butterfield Country Club. 
This club is located about one 
mile west of the Elmhurst Road, 
route 54, at what would be the 
extension of 31st St., on the south 
side of Chicago. Any out of 
town members who care to attend 
and desire transportation, are 
asked to get in touch with Ben 
Leve, secretary, Central States 
Hardware Club, c/o The Car- 
borundum Co., 3630 S. Iron St., 
| Chicago, Iil. 








GIBSON, ASS’T. GEN. 
SALES MANAGER 
STROMBERG-CARLSON 


Corning, New York, has recently| Arthur F. Gibson has recently 
been promoted to the position of | been appointed assistant general 
sales manager of the ertire divi-| sales manager of the Stromberg- 
sion. Mr. Peirson became asso- Carlson Co., Rochester, N. Y. 
ciated with Corning Glass Works| Mr. Gibson joined the Strom- 
as a sales engineer in the fiber| berg-Carlson Co., in 1912 as a 
products division 10 years ago.| materiels inspector and subse- 
He was assigned to the Pyrex} quently held numerous posi- 
Housewares division in 1938, and tions in the company’s manufac- 
became assistant sales manager | turing division. In 1922 he was 
of that division a year later. In| appointed assistant credit mar 
1940, he was made manager of | ager, and in 1929, general credit 
the division. Last Fall he was| manager of the parent and affil- 
made sales manager of the dis-| iated companies. He became as 
tributor sales section. He now} sistant treasurer for the company 
is in charge of sales of both dis-| in 1940, a post which he still re- 
tributor and commercial sections ' tains. 


BENJAMIN 8. PEIRSON 

















DEVOE SALES CONFERENCES ADDRESSED BY MOHR- 
HUSEN: A. H. Mohrhusen, general merchandising manager 
of Devoe & Raynolds Co., New York City, recently addressed 
sales staffs at New York, Boston, Detroit and Chicago, pre- 
| ceding the extensive consumer advertising campaign, telling 
the story of Dehydray, the new resinous water paint. The 
group shown attended the meeting at the Hotel Knicker- 
bocker, Chicago, Ill. In the front row, the first three, left 
to right, are: A. H. Mohrhusen, Fred Juhnke, Chicago metro- 
politan manager, and W. R. Simpson, branch manager. At 
extreme right of the front row is Kenneth Wood, manager, 
, western field division. 
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HORTON REOPENS 
LOS ANGELES OFFICE 
Frank D. Wallace, formerly 

district manager for southern 
California, for Horton Mfg. Co., 








FRANK D. WALLACE 


Fort Wayne, Ind., has recently 
returned to Los Angeles, Calif., 
to reopen company offices in the 
Chamber of Commerce Building 
in that city. Upon cessation of 
manufacturing of home laundry 
equipment, Mr. Wallace joined 
the home office force in Fort 
Wayne. He had acted as district 
manager in southern California 
for a number of years. Mr. Wal- 
lace can be reached at the com- 
pany offices in the Chamber of 
Commerce Building on each Fri- 
day, and on other days by ap- 
pointment. 





FAIRBANKS, MORSE 
OPENS OFFICE IN 
TULSA, OKLAHOMA 


Fairbanks, Morse & Co., 600 
S Michigan Ave., Chicago, 5, IIl., 
recently anounced the opening 
of a new office in Tulsa, Okla. 
This office will be under the 
management of Frank D. Rat- 
cliffe, district manager, oil in- 
dustry sales, and is located at 
1335 Hunt Building. 





SCHULTZ VICE-PRES. 
STRATTON & TERSTEGGE 
HEADS MFG. DIVISION 


William L. Schultz, formerly 
manager of the sheet metal 
manufacturing division was re- 
cently advanced to the position 
of vice-president in charge of 
the entire manufacturing opera- 
tions of the Stratton & Terstegge 
Co., Louisville 1, Ky. This in- 
cludes the companys sheet metal 
factory as well as its New Al- 
bany, Ind., plant, known as the 
Anchor Stove & Range Co., 
manufacturers of Anchor Kol- 
stokers and heating equipment. 
Mr. Schultz is also a director of 
the company. 
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Previous changes im manage- 
ment and sales departments were 
as follows: Paul A. Terstegge, 
secretary; F. J. Thoben, treas- 
urer; V. H. Weber, manager 
credit department; H. E. Culley, 
sales manager for Anchor prod- 
ucts; P. W. Moore, sales direc- 
tor; C. F. Atkinson, general 
manager; Arthur Koch, sales 
manager, Kentucky Wholesale di- 
vision; William Taylor, sales 
manager of Sundry Wholesale 
Division, and Charles Long, sales 
manager, sheet metal manufac- 


turing division. 





FRIGIDAIRE APPOINTS 
REGIONAL MANAGERS 


P. M. Bratten, general sales 
manager of the Frigidaire Div., 
General Motors Corp., Detroit, 
Mich., has recently announced 
the appointment of four regional 
managers; R. H. Huston, eastern 
manager; H. T. Mattern, central 
manager; F. M. Davison, west- 
ern manager, and R. G. Hutch- 
ison, Pacific manager. 

Mr. Huston has been with the 
company for more than 20 years, 
and prior to the war was west- 
ern appliance sales manager. 
During the war, and until the 
present, he served as assistant to 
the general sales manager. In 
the 12 years which Mr. Mattern 
has spent with Frigidaire, he has 
served as factory contact rep- 
resentative, assistant household 
sales manager, branch manager 
and lately as central appliance 
sales manager, before the war. 
The new western manager, Mr. 
Davison has served the com- 
pany more than 20 years as dis- 
trict representative, sales man- 
ager for a distributor, and as 
district and branch manager. Mr. 
Hutchison continues in the posi- 
tion he has held for the past 12 
years. In 1922, Mr. Hutchison 
organized, and for several years, 
managed the Frigidaire section 
of General Motors Corp. 





MURRAY OHIO ELECTS 
OFFICERS, DIRECTORS 


At a recent meeting of the 
shareholders of The Murray 
Ohio Mfg. Co., 1115 East 152nd 
St., Cleveland 10, Ohio, the fol- 
lowing directors were elected: 
Thomas Coughlin, T. V. Houser, 
Thomas H. Jones, C. W. Han- 
non, W. R. Daley, and F. J. 
Hannon. Mr. Daley replaced 
Horace Andrews, Jr., and E. 
Brooks resigned as a director. 
The officers of the company are 
as follows: C. W. Hannon, 
president; F. J. Hannon, vice- 
president in charge of sales; T. 
H. Jones, secretary, and S. W. 
Paxman, treasurer and assist- 
ant secretary. 














There oWMO SUBSTITUTE 
For Experience 


Experience is a vital factor in the produc- 
tion of electric fence controllers. The sound, 
practical experience built into thousands of 
Electro-Line Farm Fence Controllers, assures 
lasting, dependable service in everyday 
operation. That service is important to you 
and to the farmers you serve. 

You sell dependability . . . you sell’ 
quality... you sell lasting service when you 
sell your customers Electro-Line Farm Fence 
Controllers. 

Anticipate your requirements as far 
ahead as possible. Cooperate in every 
reasonable way with your jobber. This will 
relieve the problem of distribution at the 
time of peak demand. 


ELECTRO-LINE FENCE COMPANY 


120 North Broadway | Milwaukee 2, Wisconsin 





95 











Don't tug too hard, Rover! You'll 
have plenty of use for that chain leash 
before the war's over... and we ' 
can't make you another until then. How- 
ever, we can make chains for every 
essential need: industrial, marine, 
farm, automotive. And International's 


manufacturing and service facili- 


ties are complete in every detail. 
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GRAVER MIDWEST 
ADMIRAL MANAGER 
Richard A. Graver, who re- 

cently resigned as central re- 
gion merchandise manager of the 


——— 





RICHARD A. GRAVER 


RCA Victor division of the Radio 
Corporation of America, has 
been appointed midwest regional 
manager of the sale of Admiral 
radios and home appliances for 
the Admiral Corp., 3800 Cort- 
land St., Chicago 47, Ill. Mr. 
Graver had been associated with 
Radio Corp. of America for 13 
years in various merchandising 
and sales executive positions. 
Prior to that, he was general 
sales manager of the CE-CO 
Mfg. Co., Providence, R. I. In 
1916 he served the De Moll Co., 
Washington, D. C., as manager 
of its radio and phonograph di- 
vision. Later, Mr. Graver became 
territorial manager for Atwater- 
Kent. He will now be located at 
444 Lake Shore Drive, Chicago. 


Ni. 


BOOSTERS ENJOY 
AIRPLANE FILMS 


More than 40 members and 
guests attended the April 24 
meeting of the Hardware Boost- 
ers at the Midston House, Madi- 
son Ave. and 38th St., New York 
City. Films showing a trip in 
an American Airlines, Inc., plane 
and some of the operations in 
the production of propellers and 
other "plane parts in Curtiss- 
Wright Corp. plants were exhibit- 
ed by Jay Abbott and William 
Baxley, American Airlines, Inc. 

Announcement was made that 
the annual meeting and election 
of officers, to be held April 24 
at a place to be announced later, 
will be in the form of an old 
fashioned beefsteak party, with 


| all the trimmings, for members 


|and a limited number of non- 


members. Candidates recommend- 


'ed by the nominating committee 








for reelection at the annual niecet- 
ing, and announced at the April 
meeting are: for president, T. J. 
Crofton, H. B. Sherman Mfg. 
Co.; for vice president, A. C, 
Flamman, Hughes, Flamman & 
Simpson; for treasurer, H. J. 
Schmitt, H. Blumberg & Sons 
and for secretary, Kenneth A. 
Heale, associate editor, Hanrp- 


| WARE AGE. 


GOULARD & OLENA 
SPONSOR RADIO PRO. 


Goulard & Olena, manufac- 
turers of chemical sprays and in- 
secticides, New York City, will 
sponsor a radio program entitled 
“Down to Earth” on station 
WJZ, with the two partners, 
Alexander Goulard and Harold 
Olena, as the stars of the show. 
The program, which will be 
heard on Sundays from 9:15 to 
9:30 A. M., will entail the an- 
swers to questions on all phases 
of gardening submitted by lis. 
teners, with each partner appear- 
ing on alternate Sundays. 





AGEE MANAGER G.E. 
LAMP DEPT. MID- 
WEST SALES DISTRICT 


Everett G. Agee, who for the 
past 15 years, has served as a 
salesman for the midwestern 
sales district of General Elec- 
tric’s lamp department, has te- 
cently been advanced to the po- 
sition of manager of that dis 
trict with headquarters in Kan- 
sas City, Mo. Mr. Agee sue- 
ceeds Howard Viot, who re 
cently passed away. Mr. Agee 
joined General Electric’s lamp 
department in 1929, as salesman. 
His territory comprises all of 
Kansas, large portions of Ne- 
braska, and Oklahoma, and 
smaller parts of Iowa, Missouri, 
and Arkansas. He is a member 
of the local chapter of Ilumi- 
nating Engineering Society, and 
of the Kansas City Electric As 
sociation. 





EVERETT G. AGEE 
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GEORGE MANAGES 

MARSHALL-WELLS 

SPOKANE BRANCH 
Herbert L. George, formerly 
chief, Hardware Supplies Section, 
WPB, has recently been appoint- 
ed as manager of the Spokane, 








HERBERT L. GEORGE 


Wash., branch of the Marshall- 
Wells Co., Duluth, Minn., whole- 
salers. Mr. George has been with 
the Portland, Ore., branch for 
many years, and has come up 
through the company as sales- 
man, sales manager, buyer, and 
merchandiser. He spent a year 
with the WPB in Washington, 
D. C., as Chief of the Hardware 
Supplies Section, Industrial and 
Hardware Supplies Branch, 
Wholesale and Retail Trade Divi- 
sion, 


WHEELING WINS SECOND 


WHITE STAR 
The Wheeling plant of the 
Wheeling Corrugating Co., 


Wheeling, W. Va., recently re- 
eeived the second white star for | 





excellance in the production of | = 


war material. The original award 
was made on Oct. 24th, 1942, 
and in Sept., 1943, the com- 
pany won its second award, a 
white star to add to its pennant. 
The three awards stand as sym- 
bols of the company’s continued 
contribution to the cause of | 
freedom. | 





ROSE ASSISTANT TO 
VICE-PRES. AMERICAN 
STEEL & WIRE 


George H. Rose has rece ntly | 
been appointed assistant to the | 
vice-president of the American | 
Steel & Wire Co., U. S. Steel sub- | 
sidiary, Cleveland, Ohio. Eugene | 
J. Reardon has been named chief 
engineer of the company to suc- 
ceed Mr. Rose. Associated with 
the company for 39 years, Mr. 
Rose started as a draftsman at 
the Newburgh Steel Works in 
Cleveland. He was transferred 
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Wire Co. 


| will devote its manufacturing fa- 


to Central Furnaces in Cleveland 
in 1911 as assistant chief drafts- 
man and four years later was 
made chief draftsman at the same 
plant. In 1917, he was trans- 


ferred to the Pittsburgh office of { 


the company in the construction 
engineering deparuuent, and in 
1926, returned to Cleveland as 
assistant construction engineer. 
He has been chief engineer since 
1939. Mr. Reardon was formerly 
assistant chief engineer of the 


TENNESSEE MARKETERS 
PURCHASE PLANT FOR 
PRODUCING IRONS 


Tennessee Valley Associated 
Marketers, Nashville, Tenn., re- 
cently purchased the Brannon Di- 
vision of the Taylor-Winfield 
Corp., Detroit, Mich., and is mov- 
ing the plant to Nashville, com- 
plete with tools, dies, and other 
necessary equipment. The plant 


cilities to the production of irons, 
and other electric appliances. The 
WPB has just recently released 
materials for the manufacture of 
electric irons and the company 
is one of nine authorized by the 
WPB to start manufacturing. 








KRAFTHEFER CHICAGO 
MGR. FOR GAMBLE’S 


Joe R. Krafthefer has been ap- 
pointed manager of the Chicago 
buying office of Gamble Stores, 
Inc., at 1491 Merchandise Mart, | 
where representatives of both | 
hard and soft line merchandise | 
are invited to call on him at this | 
office. Mr. Krafthefer has been | 
with Gambles since its begin- | 
ning and has most recently been | 
in charge of the company’s Chi- 
cago warehouse. 





TURNER 


CHARLES L. 


whose appointment as_ vice- | 
president of sales of the Buf- 
falo Bolt Co., North Tona- 
wanda, N. Y., was announced | 
in the Jan. 20 issue on page 87. | 











“scoring BIG demand for: 
PARLOR FURNACES equipped wit 


Allens 


NEW 
“LOW PILOT” 


Ok Samer! 


ALLEN “Twin-Eight” 
Cabinet Oj] Heater 


Two heaters in one cabinet, in- 
dividually operated, Both burners 
give magimum heat; one unit 
burning saves fuel in mild 
weather. Allen’s Burners give 
more heat, require lesa draft, cut 
heating cost by burning oil more 
efficiently. Economically priced 








Si 


@ There's "something new" in pot type oil 
burners. It's the amazingly convenient, eco- 
nomical ALLEN “Low-Pilot” unit—ready for 
production when WPB says "O.K." 


@ This sensational new Burner, designed and 
perfected by ALLEN engineers, sets an en- 
tirely new standard in oil burning economy, 
its fuel-saving resulting from perfect com- 
bustion. The Burner will be available in 
three sizes—the 10" Burner consuming only 
1/33 of a gallon of fuel per hour when oper- 
ating on "low pilot." 


@ ALLEN Parlor Furnaces equipped with 
this revolutionary Burner are sure to be in 
big demand, affording excellent profit op- 
portunities for Dealers holding the ALLEN 
Franchise. Line up now:—for details, write 


Dept. O. 








WY 


- ALLEN: 
MANUFACTURING COMPANY, INC. 
NASHVILLE, TENNESSEE 


1867 Proncer Stove Gulldens 1944 


PARLOR FURNACES * 
PRINCESS RANGES * 
STREAMLINE 
RANGE ETERNAL 


9° 








MACON GEN. SALES 
MANAGER BOSTON 
WOVEN HOSE COMPANY 


A. C. Kingston, vice-president 
and general manager, Boston 
Woven Hose & Rubber Co., Bos- 
ton 3, Mass., owing to ill health, 
has been obliged to relinquish 
a part of his duties and has been 
appointed consultant to the presi- 
dent on matters of sales policy. 

H. F. Maxon, who has been 
a district sales manager of the 
New York and Pennsylvania dis- 
tricts for the past 17 years, has 
been appointed general sales 
manager of the company, to suc- 
ceed Mr. Kingston in that ca- 
pacity. 

W. I. Lewis, who has for the 
past 12 years, been assistant to 
the general manager, has been 
named assistant general sales 
manager. W. F. Carroll, for- 
merly resident representative in 
the Philadelphia district, has 
been appointed district sales 
manager succeeding Mr. Maxon. 





CORNING DIV. CORNING 
GLASS WORKS WINS 
SECOND WHITE STAR 

The Corning Division of Corn- 
ing Glass Works, Corning, N. Y., 
has recently been awarded its 
second White Star for its Army- 
Navy “E” pennant for continued 





excellence in production of war 
materiel. Three divisions of the 
Corning Glass Works, Wells- 


boro, Charleroi, and Corning, now | 


display the Army-Navy pennant. 





SMITH SALES MGR. 
MAYHEW STEEL PRO. 


Leonard S. Smith, who has 
been purchasing agent for May- 
hew Steel Products, Inc., Shel- 
burne Falls, Mass., for the past 
two years, has recently been ap- 
pointed sales manager of the 
company. Mr. Smith for several 
years, was sales and advertising 
manager for an automotive job- 
ber in Virginia, and later served 
as a field representative for a 
wholesale hardware company. 





INDIANAPOLIS STOVE 
BUYS GLOBE AMER. 
SOLID FUEL LINE 


Russell Ray, secretary and 
treasurer of the Indianapolis 
Stove Co., Indianapolis 7, Ind., 
has recently announced that all 
repair parts for coal and wood 
stoves formerly manufactured by 
Globe American Corp., Kokomo, 
Ind., are now being supplied by 
the Indianapolis Stove Co. The 
latter company has in turn ac- 
quired the original patterns and 
other equipment for production 





of the Globe solid fuel line, to- 
gether with various patents and 
trademarks, including such mod- 
els as the “Glow Boy” and “Ray 
Boy” heaters, and the “Glow 
Maid” range. 

Globe American’s postwar plans 
contemplate its retirement from 
the coal and wood stove business 
in order that it may devote pro- 
duction exclusively to the pro- 
duction of “Dutch Oven” gas and 
electric ranges. The Globe Amer- 
ican Corp., is now devoting its 
entire production to war material, 
namely lifeboats and liferafts. 





NELSEN DIST. MGR. 
FOR WESTINGHOUSE 


Andrew G. Nelsen has recently 
been appointed manager of the 
middle western district, Westing- 
house Lamp Division, Bloomfield, 
N. J. In his new position, Mr. 
Nelsen will have charge of all 
lamp sales activities of this dis- 
trict and will make his headquar- 
ters in Chicago. He joined the 
Westinghouse Lamp Division as a 
bookkeeper in the New York 
office. Transferred to Chicago in 
1926, he served first as field rep- 
resentative of the lamp division, 
later becoming lamp sales man- 
ager of the metropolitan Chicago 
district. 

Mr. Nelsen is a director of 





the Chicago Lighting Institute, 
a member of the Illuminating En- 
gineering Society, and of the 
Electric Association, all of Chi- 
cago. A member of the Lighting 
Committee of the Century of 
Progress Exposition in Chicago, 
Ill., he also served as representa- 
tive of the Lamp Division during 
the two years the fair was in 
progress. 
CROSLEY CORP. NAMES 
TWO DISTRIBUTORS 


The Crosley Corp., Cincinnati, 
Ohio, has recently appointed two 
distributors, one The Great Falls 
Paper Co., Great Falls, Mont. 
which will cover Montana, and 
The Commercial Appliance Co., 
Inc., Seattle, Wash., which will 
distribute for Crosley in Seattle, 
Wash., territory and the western 
half of the state of Washington. 
The latter company plans to ac- 
quire a separate building to house 
its wholesale household appliance 
operation and is locating its ap- 
pliance parts department in one 
of its present structures. The 
Great Falls Paper Co. has estab- 
lished a “Crosley Room” that 
will be a sales and sample head- 
quarters, where dealers can view 
the lines when they are ready. A 
parts division has already been 
established. 
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For Dependable 


Quality in War 


—or Peace 


War-time makes break-downs especially costly—and 
emphasizes the dependability of Covert Snaps — 
recognized for 71 years as standards in design and 
service. Many of the outstanding improvements in 
Snap construction have originated with Covert—a 
line which in normal times includes sizes and types 


for practically every need. 


cE MBE; 












“COVERT” 








A COVERT SNAP 
FOR EVERY PURPOSE 
YANKEE HOLDFAST 
POLO HIGH GRADE 
KING TRIGGER 
STERLING HUBBARD 
TROJAN QUEEN 
JOCKEY DERBY 





COVERT MFG. CO. 


TROY, NEW YORK 
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WILL MEAN 
SALES FOR YOU 














| pun are now being made for a vast 

extension of power and communica- 
tion lines after the war. Railways, inter- 
urban lines and other public carriers are 
planning important modernization and 
improvements. All of this, plus the scar- 
city of quality tools since Pearl Harbor, 
will mean an increased market for Klein 
Pliers when war conditions permit their 
general release. 

Linemen, electricians, mechanics—men 
who know good tools— recognize the ex- 
tra quality, the extra satisfaction that is 
built into every pair of pliers carrying the 
name Klein. Plan now to include Klein 
Pliers in your postwar stock to take care 
of your discriminating customers who 
want the best. 


DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: 
International Standard Electric Corp., New York 


This book on the care and 
safe use of tools will be sent 
without charge on request. 






SINCE 1857 


WEEE oom £6 LE IN om & Sons 







































Set $300 Quota Per Retail Employee 
In Fifth War Loan Drive—Jane 12-July 8 


As announced in the April 27 | 


issue of Harpware Ace, retail 
hardware stores and other retail 
outlets have been invited to par- 
ticipate in the Fifth War Loan 
Drive by having window displays 
tying in with the drive. In con- 
nection with the $16 billion drive 
to be conducted from June 12 


to July 8 retail stores have been | 


urged by the War Campaign 
Committee of the Central Coun- 
cil of National Retail Associa- 
tions of the American Retail 
Federation to ask each employee 
to sell $300 in “E” bonds. With 
5,000,000 retail employees in the 
country the total quota for the 
nation in that category will be 
$1,500,000,000. 

Stores which achieve the above 
mentioned record are entitled to 


display an elaborate rayon ban- | 
Banners 
may be obtained from Retailers’ | 


ner for this purpose. 


War Campaigns Committee, 1627 
K St., N. W., Washington, D. C. 
They are available in two sizes 
—I18 by 24 inches, $1.25 and 39 
by 54 imches, $4.75. 

Retail stores have been asked 
to pledge 10 per cent of their 
advertising effort to Fifth War 
Loan promotion. Details of a 
window display contest were pub- 
lished on page 176 of the April 
27, 1944, issue of Harpware Ace. 
Each of the four weeks has been 
given a_ special designation. 
Military Week, June 12-18, in- 





cludes Flag Day, June 14 and 
Infantry Day, June 15. Sports 
Week, June 19-25, also includes 
Father’s Day, June 18. Home 
Front Week is from June 26 to 
July 2 and Veterans Week, runs 
from July 2 to 8, which includes 
Independence Day, July 4, and 
Bond Day, June 8. 

For Military week the theme 
should be military and _ for 
Sports Week it should tie in 
with athletic events. Home Front 
Week is suggested as a time for 
cooperation with women’s clubs, 
“E” award winners in promot- 
ing home front displays. During 
the fourth or Veteran’s Week it 
is suggested the American Legion, 
V.F.W. and disabled veterans of 
the conflict be high- 
lighted. 


present 


BARLOW & SEELIG 
REELECTS OFFICERS 


At the recent annual stock- 
holders’ meeting of the Barlow 
& Seelig Mfg. Co., Ripon, Wis., 
all the officers were re-elected. 
The officers are as follows: R. C. 
Stuart, chairman of the board; H. 
A. Bumby, president and general 
manager; H. R. Scott, vice-presi- 
dent; R. C. Labisky, assistant to 
the president; W. A. Royce, sec- 
retary-treasurer, and J. B. Mur- 
ray, assistant secretary. Mr. 
Bumby was also re-elected presi- 
dent of the American Ironing 
Machine Co., Algonquin, Ill., a 








partly owned subsidiary of Bar- 
low & Seelig. Other officers of 
this company are: M. A. Tous- 
saint, vice-president and general 
manager; W. A. Royce, secre- 
tary; H. G. Carles, treasurer; R. 
€. Labisky, assistant secretary 
and treasurer. 


U. S. TIME CONDUCTS 
SURVEY FOR POST- 
WAR EMPLOYMENT 

The United States Time Corp., 

Waterbury, Conn., 91, pre-war 
manufacturers of Ingersoll watch- 
es and clocks, has started a sur- 
vey among its 5,100 war workers 
to discover how many are inter- 
ested in remaining with the com- 
pany after the war when civilian 
production of time pieces and 
other precision instruments is re- 
sumed. A questionnaire submit- 
ted to all employees suggests the 
possibility of a postwar housing 
development on property adjacent 


| to the new plant on Ingersoll 


Hill, Middlebury, Conn. The com- 


| pany intends to try to maintain 


“full employment.” 


AM. WHOLESALERS 
DISTRIBUTE FOR 
LINDEMANN & HOVERSON 

American Wholesalers, Wash- 
ington, D. C., have been named 
distributors for A. J. Lindemann 
& Hoverson Co., Milwaukee, Wis., 
electric ranges, water heaters, and 
gas ranges in the District of 
Columbia, and parts of Maryland 
and Virginia, as well as the 
Kerogas line of oil stoves and 
ovens. 








AMERICAN CHAIN DIV., AMERICAN CHAIN & CABLE CO. SALES MEETING: 


A recent meeting of the sales representatives of the American Chain 
American Chain & Cable Co., Inc., York, Pa., was held recently in York, Pa. 


ivision of the 


Three 


hundred and seventy-two years of experience in the chain business are represented in 
the photograph above. Left to right, front row: C. A. Puckett, York; C. S. Stewart, Chi- 
cago, Ill.; J. W. Ackerman, Boston, Mass.; Mrs. Riker, York, Pa.; W. C. Perkins, Pitts- 


burgh; W. F. Cotter, New York City; E. V. Creagh, Bridgeport, Conn.; and W. D 


Kirk- 


patrick, York, Pa. Rear row, left to right: H. M. Steinhauser, York, Pa.; J. J. Thiebauth, 
York, Pa.; E. J. Flood, Chicago, Ill.; W. M. Cusack, Detroit, Mich.; R. C. Brenizer, Phila- 
delphia, Pa.; R. T. Wheeler, Philadelphia, Pa.; and J. E. Seitz, York, Pa. 
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DEVOE PAINT WARE. 
HOUSE DESTROYED BY 
FIRE IN BUFFALO 


A fire of undetermined origin 
recently destroyed the building 
occupied by Devoe & Raynolds 


Co.’s., Buffalo offices, ware- 


HARRY BURKE 


house and store. This branch 
was one of the oldest in the 
company, the latter having been 
founded in 1754. Plans are un- 
der way, according to Harry 
Burke, branch manager for 4 
new and larger Devoe unit. While 
arrangements are completed for 
temporary warehouse quarters, 
Devoe customers in the area 
served by the Buffalo branch 
which is part of the Pennsyk * 
vania, Ohio and New York 
State territory, will be served 
from adjacent Devoe 
houses. 


WPB FORMS HOME 
CANNING JAR RING 
MFG.’S INDUSTRY COMM. 


The Office of Industry Advisory 
Committees, War Production * 
Board, announced recently the 
formation of the Home Canning 
Jar Ring Manufacturers Industry 
Advisory Committee. Lewis F. ~ 
Gayner, Containers Division, has 
been appointed Government Pre- 
siding Officer. Members of this 
committee are: 

E. F. Brownworth, U. S. Rub- 
ber Co., New York; E. T. Comly, ~ 
The Acme Rubber Mfg. Co. 
Trenton, N. J.; Ralph E. Con- 
der, Boston Woven Hose & Rub- 
ber Co., Boston; A. B. Cornell, 7 
Hamilton Rubber Mfg. Co., Tren- 
ton, N. J.; F. W. Frerichs, Cup- © 
ples Co., Mfrs., St. Louis; Arthur 
Kendall, Crunden Martin Mfg. 
Co., St. Louis; B. J. Lee, Jenkins ~ 
Brothers, Bridgeport, Conn.; J. J. | 
McCarthy, Crown Cork and Seal 
Co., Baltimore;Alvin M. Owsley, 
Ball Brothers, Muncie, Ind.; and ~ 
W. F. Schacht, Schacht Rubber ~ 
Mfg. Co., Huntington, Ind. 
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Order through your Jobber or if he can- 
not supply you, write or wire direct. 


Retail Price $1.90 each 
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CUTLERY CORPORATION 


16-20 CORDIER STREET + IRVINGTON 11, N. J 


Manufacturers of the Finest Surgical 
Scissors, Ladies’ Scissors, and Manicure 
Implements. 





Opportunity for Unity 


Let's decide first just where we can 
agree instead of where we disagree 


By ERIC A. JOHNSTON 


President, 


Chamber of Commerce 
of the United States 


I, my private capacity 


as an employer as well as in my 
more recent capacity as an official 
spokesman for organized business, 
| have frequently taken part in 
conferences between representa- 
tives of management and labor. 
Sometimes the meetings were only 


. . + 
the prelude to industrial warfare. 


Other times they ended in amic- 
able adjustment. But I have noted 
one significant fact. 

The problems which led to 
strikes, lockouts, bitterness and 
violence were not necessarily larg- 
er or more difficult of solution than 
those which were settled peace- 
fully. On occasion, indeed, they 
were even smaller and should have 





AREA OF AGREEMENT 


In the relationships of groups and 
individuals the general areas of 
agreement are always vastly great- 
er than the areas of disagreement. 
All honest men recognize that truth, 
wisdom and justice are fundamen- 
tal, universal and eternal. 

So, let's start any discussion— 
whether it concerns politics, econo- 
mics, business, labor relations or 
farm problems—with the conviction 
that there are points on which 
agreement can be reached. This 
procedure almost invariably suc- 
ceeds. I know, because for many 
years I have tried it and seen it 
work. 
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been more amenable to com- 
promise. The question of war or 
peace, in other words, did not de- 
pend primarily on the magnitude 
of the problem under considera- 
tion. It depended more often on 
the character of the negotiators 
and the spirit they brought to the 
conference room. Where they all 
began with a clear-headed willing- 
ness to seek out and acknowledge 
areas of agreement, peace and 
amity were attainable. Where they 
began by exclusive emphasis on 
the matters under immediate dis- 
pute, war seemed inevitable. 


Dangerous Years Ahead 


There are dangerous years 
ahead of us, with multitudinous 
unsolved problems, divergent in- 
terests and almost insuperable dif- 
ficulties. We shall’ meet their chal- 
lenge only if we grasp at the out- 
set that all Americans—whether in 
management, labor, agriculture or 
government — fundamentally de- 
sire the same thing. A recent na- 
tional survey showed that 95 per 
cent of the American people want 
to keep creative, competitive cap- 
italism. They all want to preserve 
our unsullied democratic institu- 
tions, our superior levels of ex- 
istence, our free economic life. 

Each of these groups has a stake 
in the American system. What we 
need is the spirit that will bring 
them together with unity of pur- 
pose. We must understand that 
we Will all go up together to high- 
er levels of well-being or we will 
all go down separately into our 
respective sorts of bankruptcy. 





ERIC A. JOHNSTON | 


Eric A. Johnston is the 
most prominent and active 
spokesman for American 
commerce and industry in 
wartime Washington. He 
heads a_ nation - wide 
group which numbers 
nearly a million business 
men. At the behest of 
governmental officials Mr. 
Johnston has visited South 
America and England. As 
this is written he is about 
to confer with Stalin. Mr. 
Johnston's personality is 
as dynamic as his views 
are sound. 





Management, in this spirit of 
unity, must understand that labor 
unions are here to stay; that we 
must have lower and lower profit 
per unit and bigger and bigger 
volume of sales; that high wages 
are important if based on a cor- 
respondingly high level of produc- 
tion; that monopoly is a sissy way 
of doing business; that the um- 
brella of monopoly is only held 
up over the heads of those who are 
frightened — frightened by their 
own inefficiency. 

Labor, in this spirit of unity, 
must remove any acts or policies 
which restrict or retard produc- 
tion. Labor organization must be 
more free, more democratic, more 
socially minded. Labor must clean 
its own house of those abuses 
which have crept into some of its 
organizations. 

Agriculture must recognize the 
necessity for constantly lowered 
costs and greater efficiency; that 

(Continued on page 109) 
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This illustration, taken from a Barrett Saturday Evening Post advertisement, points out the 
tremendous task which faces the nation in providing adequate housing after the war. 


ONE THIRD OF A NATION 


One third of this nation still lives in comfortless, in- 
efficient, unhealthful homes. 

Today the demand for improved living conditions in 
America constitutes the greatest single market in the 
world—a need for comfort, convenience and beauty that 
must be faced when this war is won. 

What kind of homes will satisfy this need? Houses 
that are better built, more enduring and more cheerful 
to live in—homes that once were the hope of the few, 
priced within the reach of the many. 

Barrett has helped to make these homes possible. For 
the wide range of shingles, roll roofings and other build- 
ing materials which the company has developed has 
contributed substantially to reducing the cost of home 
construction and maintenance. 


In the post-war future, already far advanced in plan- 
ning, building supply dealers and roofing applicators will 
be called upon to provide guidance, materials and work- 
manship for the biggest construction program ever un- 
dertaken. Now is the time to prepare yourself for a 
share in this profitable market by allying your business 
with Barrett—the greatest name in roofing—a sound, 
successful manufacturer with a progressive, practical 
approach to tomorrow’s critical problems. Consult the 
Barrett representative at your earliest opportunity. 


THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 


40 RECTOR STREET, NEW YORK 6, N. Y. 











Barrett Asphalt Shingles and Sidings . . . Roll Roofings . . . Rock Wool 


Insulation . . . Black Paints . . . Roof Coatings and Protective Products. 
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2800 So. Sacramento Ave. Birmingham, 
Chicago 23, Ill. Alabama 
ONE OF 
AMERICA’S 
GREATBASIC 
BUSINESSES 






103 


Suggestions for New Price Control Law 
When Present Price Law Expires June 30 


[ : ‘REVISED version 


of the price control act, which ac- 
cords in many respects with rec- 
ommendations of the National 
Chamber’s Domestic Distribution 
Department proposals, has been 
introduced in the House as the 
time for extension of the law be- 
yond June 30 grows short. 

The amendments have been pre- 
sented by the special Smith Com- 
mittee which has been inquiring 
inte whether executive agencies 
have exceeded the authority grant- 
ed them. A majority of the com- 
mittee seeks to accomplish these 
purposes: (1) to remedy defects 
in the present act, and (2) to 
write into law existing wage and 
stabilization policies as expressed 
in the October, 1942, Stabilization 
Act, in various executive orders, 
and in regulations of the Director 
of Economic Stabilization. 

The majority says that while 
price controls have proved unpop- 
ular, they must be continued; that 
experience has shown that “the 
law itself is faulty in many re- 
spects” so amendments are offered 
to remedy the defects. 

Here is a summary of the rec- 
ommendations of the Chamber 
committee, together with comment 
concerning their treatment as sug- 
gested by both the Chamber com- 
mittee and the Smith committee: 


Extension: A one-year con- 
tinuation, to June 30, 1945, is 


recommended by both committees. 


Industry Committees: The 
Chamber repeatedly has urged use 


of these committees in determin- . 


ing price regulations. Smith com- 
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A report by 
ARTHUR B. GUNNARSON 
Manager, 


Domestic Distribution Department, 


Chamber of Commerce 
of the United States 


mittee proposes to require OPA to 
advise and consult with represen- 
tative members of an_ industry 
affected by price regulation. 

Business Practices: The 
Chamber has consistently endorsed 
a section of the law which says 
that OPA authority shall not be 
used “to compel changes in busi- 
ness practices and methods, or 
means or aids to distribution in 
any industry.” But, OPA never- 
theless has issued regulations 
which actually have caused disrup- 
tive changes, notably provisions 
relating to classifications of cus- 
tomers, highest-price line limita- 
tions and price differentials. 
Smith committee would require 
an affirmative showing by OPA 
administrator that business prac- 
tice changes are necessary to pre- 
vent circumvention or evasion of 
the law, and would nullify present 
highest-price-line limitations and 
prevent further issuance of such 
regulations. 


Profit Control: Chamber 
members have disagreed with OPA 
actions which have resulted in con- 
trolling and limiting profits of 
businesses. Smith committee pro- 
poses that the act shall not be con- 
strued or interpreted as to give 
the administrator the right here- 
after to fix profits where that ac- 
tion has no relation to price con- 
trol. 


Production Stimulants: The 
Chamber committee called atten- 
tion to the imperative need for 
OPA to encourage increased pro- 
duction and distribution of civil- 
ian goods and services; one means 
recommended was to permit use 


of historical markups of distrib- 
utors; another was that upward 
adjustments made in producers’ 
prices should be accompanied by 
appropriate adjustments in dis- 
tributors’ prices. Smith commit- 
tee proposes to make more precise 
conditions under which price ad- 
justments would be permitted and 
would direct the administrator to 
grant comparable price adjust- 
ments to subsequent dealers or 
sellers whenever increases have 
been granted producers. 


Procedure and Review: The 
Chamber committee suggested 
that Congress examine whether 
the remedies available in hard- 
ship cases are adequate and equi- 
table, including provisions relat- 
ing to the Emergency Court of 
Appeals and to administrative re- 
view of complaints. Smith com- 
mittee would remove the 60-day 
limitation on the time in which a 
protest to a price regulation may 
be filed, and would compel a de- 
cision on the protest within 60 
days, thus eliminating a situation 
where the Administrator may take 
interim, but not final action, 
thereby blocking court review. 
Smith committee also would per- 
mit appeals to federal district 
courts, as well as to special Emer- 
gency Court of Appeals. 


Grade Labeling: The Cham- 
ber, through its 1943 policy dec- 
laration, expressed opposition to 
compulsory methods of grade la- 
beling imposed by government; 
Congress later denied OPA au- 
thority to require grade labeling 
of any commodity, to eliminate or 
restrict use of trade and brand 
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2 Batting 1000 in product performance! That was Duo- 
Therm’s record before the game was called on account 
of war. More than half a million satisfied users will tell you 
What's his batting average? The record book will tell that Duo-Therm promised and delivered more comfort and 
you if he’s a heavy hitter. And that goes for fuel oil more heat from every drop of oil . . . thanks to its exclusive 
heaters, too. When you pick ’em on the record, you'll find engineering developments and precision manufacturing 
that Duo-Therm is the one to win with when we’ve won the methods. Yet product performance was only one of nine ways 
war. It’s clouted out more hits and batted in more runs! in which Duo-Therm knocked competition out of the box. 

















WRITE DUO-THERM 
AND MAKE A DATE TO 
TALK OVER POST WAR PLANS: 


Duo-lherm 


DIVISION OF MOTOR WHEEL 
CORPORATION Ss LANSING, MICH. 









America's 
Largest Manufacturer of 
Fuel Oil Heating Appliances 


© 1044, Motor Wheel Corp, 
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names, and to prescribe standards 
except under certain conditions. 
Smith committee incorporates this 
provision. 


Other Provisions: Smith 
committee would make mandatory 
use of Oct. 1-15, 1941, as base for 
price ceilings, with further re- 
quirement that effect be given to 
increases or decreases in costs of 
production, distribution and trans- 
portation; would abolish provi- 
sions providing for treble-damage 
suits; would increase the maxi- 
mum fine for willful violation of 
any regulation from $5,000 to 
$50,000. It also would restrict 
any federal official from imposing 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 120 








penalties or suspensions not spe- 
cifically authorized by statute (it 
would safeguard a person who in 
good faith acted on local OPA 
advice only to learn subsequently 
that national headquarters had 
placed different interpretations on 
regulations). 


Retail Associations Indorse Year's 


Extension of 
SNe national and 18 state 


retail trade associations, repre- 
senting more than half a _ million 
stores, have indorsed extension of 
the Price Control] Act for one year, 
the American Retail Federation an- 
nounced after a poll of its members. 

“The action of the trade associa- 
tions on extension of the act was 
unanimous,” a statement issued by 
the Federation said. “They also 
were of the unanimous opinion that 
the extension should be limited to 
onc cear. All felt that it would be 
healthy icr administrators to come 
before Congress for a renewal each 
year until competitive conditions are 
restored and no controls are re- 
quired.” 

The associations also asked for 
an amendment to the act which 
would limit the power to control 
profits to Congress through tax leg- 
islation. 

“Profit control is the function of 
Congress working through income 
tax laws,” the statement said. “Price 
control is the function of OPA. In 
too many recent instances it has ap- 
peared as if OPA were dissatisfied 
with the success of Congress in con- 
trolling profit and has taken the 
matter into its own hands.” 

They also asked amendments to 
make the present law requiring in- 
dustry consultation effective. Con- 
gress was asked to make more than 
“polite compliance” necessary and 
to require that when industry ad- 
vice is rejected notice must be given 
to those who gave it before an order 
is issued. A request also was made 
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Price Controls 


for legislation that would require the 
administrator to act upon a protest 
to an order within 30 days of the 
time it is filed. 

Legal provision for jury trials was 
asked. The associations insist that 
inability to comply with an order 
should be considered a proper de- 
fense and that the question of the 
reasonableness or caprice on the 


Rent Control: Smith commit- 
tee would relax controls over 
rents to permit adjustments in 
line with increases in taxes and 
other costs; would remove power 
of Administrator to prohibit prop- 
erty sales unless a one-third down 
payment cash is made. 


Stabilization: In addition to 
consolidating the wage and salary 
policies into one piece, the bill 
would require that wage stabiliza- 
tion policies be administered equi- 
tably and without discrimination, 
would clarify penalties where em- 
ployers inadvertently had over- 
paid employees, and would make 
WLB orders and directives sub- 
ject to court review. 


part of an administration should be 
open to question. They also asked 
the right to appeal from the Special 
OPA Emergency Court of Appeals 
to U. S. Circuit Courts. The penal- 
ty of “$50 or three times an over- 
charge” which consumers may now 
collect by suing was condemned as 
an “ambulance chasing device” and 
its repeal was urged. 

The National Retail Hardware As- 
sociation is affliated with the 
American Retail Federation. 





Compact Shelves Help Show More Goods 





4 


To make its.china and pottery stock stand out in a wall display. the L. 
Ziegler Hardware Co., Elgin, Ill., uses a specially built shelf section which 
contains many more sHelves than adjoining areas, and permits the line to 


‘be displayed in considerable quantity. 


The shelving is wide enough to 


permit display of coakie jars and other pottery without an expanse of empty 
space on top.of the ifems. The arrangement makes for a compact, attractive 
display. which attracts the attention of women shoppers. 
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Outposts of Communications .. . 












MAY 11, 1944 


19 1 8 ¢ In World War I, the advance outposts were dependent on 
communications by wire, oftentimes cut during the surge of battle. 
Under these conditions the men were isolated until the dangerous 
task of restoring the line was completed. 


1944 $ In World War II even the most advanced outposts are no 
longer isolated. Instantaneous and dependable communications are 
provided by the ‘“‘Handy 
Talkie”...and many other 
wartime communication 


devices made by Sentinel. 






The vital role that radio is playing in modern warfare is the result of years 
of intensive research and experiment. Sentinel has played a prominent part 
in this development—is continuing its part today by creating and producing 
equipment for battle communications. 

The modern equipment we hear so much about today .. . the instru- 
ments developed during the war . . . will tomorrow be commonplace in the 
raised standards of Ametican peacetime life. In the adaption to civilian 
life of these wartime developments with which Sentinel is so familiar, there 
is a promise of volume sales for Sentinel dealers. 


SENTINEL 


RADIO CORPORATION, 


2020 RIDGE AVENUE, EVANSTON, ILL. 
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Double-Barrelled Sales Efforts 
Build Victory Garden Business 


New Lyndale Hardware keeps its 
garden displays throughout June 
to accommodate second plantings 


\ ICTORY gardeners 


like to come to the New Lyndale 
Hardware, Richfield, Minn., be- 
cause here they can find many 
items they need to raise those 
vegetables that Uncle Sam wants 
them to cultivate properly. The 
man who raises 50 to 500 chick- 
ens also finds that this store has 
a stock of watering fountains, 


feeding troughs and other items 
vital to a successful chick raising 
program. 

By ordering far in advance and 
by making trips to buying sources, 
the owners have been able to keep 
a fine stock of garden tools, seeds, 
etc., on hand for their patrons. 
Items such as spading forks, 
rakes, hoes, etc., are ardently de- 
sired by many customers. 


Good Quality Rubber Garden Hose per 5° tt. 5.95 
Bissell Carpet Sweepers ...............: 5-50 
Heavy Wire Rubbish Burners .......... 2.98 
Fan Type Trellis 5§ ft. ................. 1.50 
Childrens Rocking Horses ..... .......-. 3-95 
Beautiful Wren Houses .................. 85c 
Galvanized Chicken Feeders 20c 25c and 30c 
Galvanized § foot Chick Feeders ....... 3.50 
EE nc ewbsmscddcsucesersa 25c 
Cole Draft Governors .................. 4.65 
Service License Plates ................... 50c 
Clothes Line Wire, per ft. ................ Ic 
Woven Clothes Baskets ........... Nee Sas 2.25 
TTT 
EXPERT RADIO REPAIR 
Quick Service at Reasonable Rates 


TUTTE 
Come in and brouse around. Our variety and selection is the 


best ever. We have a good supply of gardening tools, spading 
forks, rakes, hoes. etc. Tons of fertilizer that will be available 
in a few days. Good grass seed. Many rolls of galvanized screen 
cloth. Garden seeds. And when it comes to paint we recommend 


* Stewarts—arnd we have hundreds of gallons of the OLD formula 


at the OLD price. Stop and shop at your community hardware 
where downtown prices or less prevail and where your patronage 
is respectfully solicited and gratefully appreciated. 


NEW LYNDALE HDWE 


6608 LYNDALE AVENUE SOUTH 
PL. 4892 PL. 4892 
Hrs 8 A.M. — 6:30 P.M. — Saturday 8 AM. — 8 P.M. 


This ad, reproduced in original size, attracted gardeners to the store. 
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ON AVAILABLE GOODS 


An idea of the garden business 
done by this firm is seen from the 
fact that fertilizer is bought in 
5-ton lots. This is sold to the 
small gardeners as well as to farm- 
ers. Insecticides also form a very 
good line to handle along with 
seeds and garden supplies. It or- 
ders from $250 to $300 worth of 
such items at one time. Lawn seed 
is bought in lots of a half ton at 
a time to retail to the trade. Seeds 
are sold in both package and bulk. 

Due to the fact that Victory 
Gardeners often make second 
plantings as late as July 1, this 
hardware store finds that it pays 
to keep its tool, seed and fertilizer 
displays out through the month 
of June. 

This store advertises every 
week in a local newspaper which 
serves Richfield, and thus gets in 
touch with numerous gardeners in 
this area. Newspaper ads during 
the spring season stress the store’s 
stock of seeds, tools and fertilizer. 

Copy in one recent ad stated, 
“Come in and browse around. Our 
variety and selection is the best 
ever. We have a good supply of 
gardening tools, spading forks, 
rakes, hoes, etc. Tons of fertilizer 
that will be available in a few 
days. Good grass seed. Many 
rolls of galvanized screen cloth. 
Garden seeds.” 

This store is located only 15 
miles from Minneapolis, and in 
an area where much Victory Gar- 
dening is done. Customers are 
secured from a wide area, due to 
the fact that one satisfied custom- 
er recommends another. 
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Mr. Dealer, 
ten years’ 
experience 
proves it pays 
both you and 

us farmers to 


DEPEND 
on PRIME 


Electric Fence Controllers 


Its ten-year record of success 
proves that Prime is the line with 
quality you are proud to offer .. . 
with performance that keeps your 
customers happy. * Constant ad- 
vertising in twenty-five leading 
farm papers — the ones your cus- 
tomers read — creates acceptance, 
by telling the story of Prime’s de- 
pendability, safety, and effective- 
ness. * Put Prime’s experience to 
work for you — helping you to 
build a profitable, steady business 
in electric fence controllers. Ask 
your jobber about Prime’s high- 
line and battery models, and learn 
why “it pays to depend on Prime” 
— now and in the years to come. 


Model 


48-V, approv- 


ed forsafety by 
Underwriters 


Lakorctories 


THE PRIME MFG. CO. 


MILWAUKEE 4, WISCONSIN 
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Opportunity for Unity 


(Continued jrom page 102) 


an economy of scarcity is an econ- 
omy of ruin; that a prosperous 
management and labor are essen- 
tial to absorb the production of 
the farm. 

Government must understand 
that you don’t increase wealth 
power by taking a dollar from 
somebody and handing it to some- 
body else; that the individual 
should be stimulated to his great- 
est productive capacity; that there 
should be revision of tax laws to 
stimulate the investment of risk 
capital to give jobs to men; that 
we must have the maximum 
amount of private enterprise and 
the minimum amount of govern- 
ment regulation consistent with 
our complicated modern economy 
society. 

This type of unity—this type of 
cooperation—between the four ele- 
ments of our society will mean 
that we are on the threshold of 
America’s greatest development; 
that the things we have seen in the 
past are only the prelude to the 
things we will see in the future. 





Chinaware Attracts 
Rural Customers to 
The A. H. Borman Co. 


(Continued from page 74) 


farmers do not seem to care, espe- 
cially when the set is the one used 
for everyday purposes. However, 
they are very particular when it 
comes to the Sunday set. This set 
must be correct in every detail. 

The Borman store also has a 
large stock of mixing bowls. Such 
items are greatly in demand on 
many farms where the house- 
wives do a lot of baking of cakes, 
pies, coffee cakes and other pastry. 
Many farm women can use as 
many as 10 bowls of various sorts. 

The Borman china stock is 
varied enough so that it also ap- 
peals to town women. Many of 
the patterns find a ready sale 
locally, because they are well 
chosen and are of attractive de- 
sign. The only difference between 
what the town woman and the 
country woman buys in china at 
this store consists in the heavier, 
everyday china and the large num- 
ber of mixing bowls. 

At the Borman store the china 


DEPENDABLE... 








" aee80 are Morse Tools 


| That’s why they rate so 
high with dealers and 
toolbuyers alike. 





TWIST DRILL AND 
MACHINE COMPANY 
NEW BEDFORD, MASS., U. S. A. 


NEW YORK STORE: 130 LAFAYETTE ST. 
CHICAGO STORE: 570 WEST RANDOLPH ST. 
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EJECT-0 


IsAmerica's Biggest 
Selling Drain Solvent 
in the Hardware Field 


J 


4 
+ 


\ 9 
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E-JECT-O is safe—will not harm 
enamel or pipes—will not solidify. 
E-JECT-O works fast—opens 
drains quicker; actually boils 
water in 90 seconds. 
E-JECT-O heats, agitates and 
dissolves obstfuctions. No fumes 
—no foam! ra 
FREE advertising displays and 
leaflets. 

12-02. cans 2 dox. To corton, 

28-oz. cans packed one dozen. 
10-Ib, cans packed 4"to case, 










Order from Your Jobber 
or Direct 


UNITED GILSONITE LABORATORIES 
Scranton, Penna. 














EJECT-O 


Clue a-Vaileys 


Drain Opener 
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and glassware occupies a long 
section against one wall of the 
establishment. The window has 
no background and this means 
that many passersby can look right 
in and see the china displays from 
the street. 

A wide lower shelf in the china 
department enables the firm to dis- 
play considerable merchandise 
where the shoppers can make close 
inspections without danger of 


breakage from handling or dis- 
arranging displays. This feature 
helps to stimulate interest in china 
and promote sales. 

China and glassware are given 
attractive window displays sev- 
eral times a year. Such showings 
help a great deal to interest farm 
and town women and to bring 
them in to inspect the stock. News. 
paper advertising also brings in 
additional prospects. 





Deming Pump Priority Gives 
Ratings of March 10, 1944 
































| Rating or Information Dealer Rating or Information Dis- 
| Must Obtain from User and tributor Must Obtain from 
| Place on His Order to the the Dealer, or Manufacturer 
Type of Pump | Distributor: from the Distributor: 
Non oren Non 
Re Te | Farm Use a Farm Use 
New Farm Hand Pumps “For Farm Use” AA- or “For Farm Use” AA-4 or 
‘Can be ordered up to quota set (Ration Certificate Better 4 Better 
for each distributor) unnecessary) 
Applicable Order L-257 +] L-257 L-257 *) L-257 
New Farm Water Systems, 
Windmill Pumps or Rams “For Farm Use” AA-4 or “For Farm Use” AA4 or 
(Can be ordered up to quota set Better Better 
for each distributor) 
Applicable Order L-257 | L-257 ° | L-257 L-257 
| *2 *1 | nd 
Cylinders or Water System, Hand 
Pump or Ram Repairs or Re- “For Replace- “For Re- | “For Replace- “For Re- 
placement of less thanacom- | ment” place- ment” place- 
plete item ment” | ment” 
| *3 *3 |_*3 %3 
| 
New Farm Turbine or Farm | 
Centrifugal Pumps “For Farm Use” “For Farm Use” 
Applicable Order L-257 L-257 
*2 | 
New Industrial Pumps AA-5 AA-5 
(Including Cellar Drainers) 
Applicable Order L-123 L-123 
y o4 | 
| pg 
‘ 
Turbine or Centrifugal Repairs a , | Fs | AA-5 
or Replacement of less than For Farm Re- AAS | For Farm Re- | 
a complete pump placement placement | 
L-123 or | L-123 or 
Applicable Order 1-257 MRO | L-257 MRO 





The Deming Company, Salem, Ohio, 


has recently mailed copies of the 





above pump pricrity guide giving a table of necessary ratings of March 

10, 1944 to all of its distributors and state that, to the best of their knowledge. 

it is the only guide of this type to be issued. The company adds that the 

guide is thoroughly authentic and its printing has been sanctioned by WPB. 
Reference marks which appear on the guide are as follows: 


*l1—Farm Machinery and Equipment Order L-257 requires manufacture 
of all farm pumps on approved schedule without regard to preference ratings 
unless otherwise directed by WPB. This ruling may delay delivery where 
such pumps are ordered for non-farm use. 

*2--Farm user must secure purchase certificate from County Rationing 
Board and hand to dealer. Dealer need not pass certificate to distributor 
or manufacturer, but must return original copy signed to County Rationing 
Board. 

*3—While no actual rating or certification is required for replacement, 
still such items should be used only to replace a like item on an existing 
pump or system. In no case should repairs and replacements be assembled 
and sold as a complete water system. 

*4—Form 541 (formerly PD1A) application for purchase generally made 
to local WPB office. 

The company will continue to furnish repairs for Deming pumps. Where 
critical materials are involved, substitute materials will be used. 
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[KNIVES | 


that Recommend 
Merchant and Manufacturer 


For over half a century HYDE products have 
enjoyed respected leadership among craftsmen. 
We believe that there is no sales-appeal which 
can compete with finest quality as a business- 
builder for you. 

Among our hardware items are Putty knives 


and Scrapers, Wallpaper knives, Rollers, and 
Trimmers, Shoe, Roofing and Linoleum knives. 





UNTIL VICTORY. 


Buy as 
War Bonds as you can. Order only 
those HYDE products you NEED. 
Our plant is 
war work. 


~ HYDE 


FACTURI 
UMANUFR 


many 


engaged in essential 


NG CO. | 


SOUTHBRIDGE, MASS. U.S. A. 


is 
dri-kleen 


for 
QUICK 
SALES 
& 
GREATER 
PROFITS 
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Large Economy size retails for 
$1.00. Makes 25 gallons. Im- 
proved, scientific, soluble-crys- 
fal home cleaner for dresses, 
suits, hats, ties, drapes, uphol- 
stery, rugs, ALL FABRICS! 


QUICK FACTS ABOUT DRI-KLEEN 
© Simple to use. © Odorless, non-inflammable, 
non-explosive, ¢ Contains no soap, animal fat, 
acid or other harmful ingredients. ¢ Harms noth- 
ing which cold water will not harm. @ Restores 
original sparkle and brilliance to colors. @ Keeps 
hands smooth and soft. @ Amazingly economicol 
—saves time and money. 


Nationally Advertised in LADIES’ HOME 
JOURNAL - McCALL’S - WOMAN’S HOME 
COMPANION - BETTER HOMES & GARDENS 


EALERS! 


DEA JOBBERS! 
From Your 
Order ber 


ite Today For 
bay Details, 
Discounts, Ete. 





or Write Direct 


THE DRI-KLEEN COMPANY 


325 West Huron Strect, Chicago 10, Itlinois 


MAY 11, 1944 




























Post-War Planning 


MPHASIS upon the ability of 

private business to provide a 
high level of employment is charac- 
terizing present post-war planning 
of congressional committees and ex- 
ecutive agencies. The confidence 
thus being shown in free enterprise 
is in marked contrast with the ten- 
dency toward reliance upon gov- 
ernment spending which marked the 
reports of the National Resources 
Planning Board, abolished by Con- 
gress last year. 

The Senate Special Committee on 
Post-war Economic Policy and Plan- 
ning, headed by Senator George of 
Georgia, makes clear its objective 
when it asserts that “the paramount 
consideration in the handling of all 
demobilization problems should be 
the preservation and strengthening 
of free competitive enterprise.” 

The House Special Committee on 
Post-war Economic Policy and Plan- 
ning, headed by Representative Col- 
mer of Mississippi, has made no re- 
ports yet but the viewpoint of its 
members is apparent from the selec- 
tion of a director of its study and 
planning staff who is prominently 
identified with private enterprise. 
Comments of members in hearings 
testify to a desire to provide maxi- 
mum opportunity for private busi- 
ness. 

The Office of War Mobilization, 
by sponsoring the Baruch-Hancock 
report from its advisory unit for war 
and post-war adjustment policies, 
shows leanings similar to those of 
the two congressional committees. 
This report declares that the war 
has been a crucible for all of the 

















economic systems of the world and 
that the American system of indi- 
vidual enterprise has outproduced- 
them all. The Baruch-Hancock rec- 
ommendations are designed to give 
complete governmental support to 
private business. 

While the National Resources 
Planning Board professed loyalty 








to the private enterprise system. its 
program involved a very definite in- 
crease in the responsibility of the 
government for postwar employment 
and was based on the assumption 
that an adequate number of jobs 
could not be provided otherwise. A 
continuous increase in the public 
debt was implied in proposals for 
peacetime borrowing of private sav- 
ings which were held to be lacking 
an opportunity for investment in 
productive enterprise. The Board’s 
basic premise finds little acceptance 
among planners now dominant. 
—Business Action. | 
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Immediate 
Delé od 


SUN BRAND 


SLEEPING BAGS 


Heavy, dry waterproofed duck; 
olive drab lined ; 100° > all new 
wool lined. Large head pas 
Zippers down the side an 
across bottom. Pocket for 
air mattress. Six sizes; popular 
prices. 


WATER BAGS 


de of imported flax 
tek, capecially made 
for water bags. Well 
sewed. Strong carrying 
strap of heavy webbing. 
Aluminum mouthpicce. 
Popular two gallon 
size. 


DUFFLE BAGS 


Heavy olive drab Army 
duck. Waterproof; dust- 
proof. Double seams 
throughout. Handles at 
bottom and side. Large 
inside flap with tie 
tapes keeps out dust. 
Heavy metal eyelets 
with sturdy braided 
rope. Round bottoms. 


Six sizes. 


FRUIT PICKING 
BAGS 


Bag for 


aches, pears, 
les. Grade A — woe 
- Flat steel frame at top. 
oy 2” webbing, adjust- 
able shoulder straps. 
Empty by releasing 
braided cord from fasten- 
ers on sides of frame. 


app 


SUN TENT-LUEBBERT CO. 


363 Sixth St 


* San Francisco 3, Calif. 
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a GOVERNMENT WAR-TIME RESTRICTIONS 
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May 11, 1944 


Vitrified clay pipe—An in- 
crease not to exceed 10 per cent in 
present manufacturers’, distributors’ and 
dealers’ prices for sales of vitrified clay 
sewer pipe and allied products produced 
in the Eastern area has been announced 
by OPA. This was by amendment to 
the Building Materials Regulation, 
MPR 188. 

* * * 

Ball-cock prices — Sellers of 
copper ball cocks for plumbing fixtures, 
manufactured after the April 4 re- 
vision of order L-42, will use the same 
ceiling price to each class of customer 
that was in effect when these items were 
last manufactured in mid-Summer of 
1942. OPA thus supplements the WPB 
action which permits limited produc- 
tion of the copper ball cocks. 


oe . + 

Synthetic tires—OPA has an- 
nounced a net reduction of about 6 per 
cent in prevailing prices for new syn- 
thetic passenger car tires. The reduc- 
tions, which were effective May 1, les- 
sen to only about 9 per cent the higher 
cost of synthetics, compared with prices 
motorists paid for natural rubber tires 
in Nov., 1941, just pre-war. Ceilings 
for synthetic types of tubes and truck 
tires continue at about the same levels 
now in effect. The new schedule also 
maintains the current ceilings for the 
few natural rubber passenger car tires 
and tubes still being sold. For the most 
generally used size of passenger syn- 
thetic tires, 6.00-16, the regulation pro- 
vides a new ceiling price of $16.05, re- 
gardless of brand. Previous ceilings on 
the same tire were $17.11 for manu- 
facturers’ brands and $15.37 for private 
brands. The OPA said that since the 
larger part of production is made up of 
manufacturers’ brands, “the net effect 
is a decrease in prices to the public for 
these tires.” 

* — . 

Shellac varnish prices — By 
OPA amendment, April 29, to the gen- 
eral maximum price regulation, whole- 
salers of shellac varnish may use the 
same price for sales to commercial 
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users as the price established for sales 
by wholesalers to retailers. This will 
make it possible for these wholesalers to 
sell to commercial users at a reasonable 
margin. Sales by wholesalers to indus- 
trial users at the commercial user ceil- 
ings are not permitted. 


* * * 


Commercial jacks—Manufac- 
turers of commercial-sized jacks used by 
repair shops and garages have again 
petitioned WPB for a relaxation of the 
restrictions placed upon the production 
of these implements. In making their 
request, industry representatives em- 
phasized that an adequate supply of 
large jacks is vital to the continued 
safe operation of vehicles. No request 
has been made to increase the produc- 
tion of jacks for individual consumers 
at this time. 


Dairy equipment still tight— 
No relaxation of restrictions on dairy 
equipment and machinery manufacture 
can be anticipated until military re- 
quirements are on the decline, members 
of the manufacturers advisory cem- 
mittee have been told by WPB officials. 
Members expressed approval of the 
suggestion that quota schedules be ad- 
justed from a unit basis to a tonnage 
basis. 

” * . 

Highway (and farm) con- 
struction—Conservation order L-41 has 
been amended to exclude public high- 
way and street construction under the 
jurisdiction of a federal, state or other 
government agency. WPB has placed 
such construction under a special order, 
L-4l-e, because of the differences of 
terminology employed in building and 
road construction. Also, by revision of 
order L-41, construction allowed with- 
out the necessity of obtaining WPB 





Wholesale Hardware Sales 


By Geographic Regions, 








for March, 1944 




















‘ SALES REPORTED SALES-YEAR-TO-DATE 
| | 
Per cent Change | 
REGION | March 1944 Thousands of Dollars 
from Percent| Three Three 
, et aa ____| Change | Morths | Morths 
Number | from 1944 1943 
of | March | Feb. | March | March | Feb. | 3.mos, (Add (Add 
! Firms a } 1943 1944 1944 1943 1944 | 1943 000) 000) 
New England 1 oo | -1 | +14 | soap] seen} sree} —1» | sesco! some 
MiddieAtiantic. = || 95 | +1 | +12] 6 6.753| 6,104; c | 2, 29,549 
East North Central....| 45 —-1/| +9 5,798; 5,306; +2 13,786 13,580 
West North Central... | 29 | +3 | +20 4,204 . 3,513; +10 12,207 
South Atlantic... . | 49 | +4 | +10 3,788 ’ 3,435 c 10,584 | 10,548 
East South Central 16 | +12 | +8 2,258| 2,013/ 2,100) +13 7,416 
West South Central. 4 c +7 4,246| 4, 3, +7 13,215 | 12,315 
Mountain... . | 5 +1 +33 619 613 464; +9 1,922 1,768 
Pacific | 28 —6 +17 8,882; 9,410; 7,564, —4 24,771 25,788 
U.S.TOTALb...| 315 e | +13 37,539 | 37,618 | 33,285, +2 | 107,269 | 105,081 
| | | | 
Bureau of the Census Current Statistical Service 
a Number does not apply in all cases to the year-to-date figures. 
b Includes data for five s not allocated to goographic regions. 


c Less than 0.5 per cent. 





States comprising regions: 


New England—(Conn., Maine, Mass., N. H., R. 1, Vt.) 


Middle Atlantic—(N. J., N. Y. 


» Pa.) 
East North Central—(Ili., Ind., Mich., Ohio, Wisc.) 
West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 


South Atlantic—(Del., D. C., Fia., 


West South Central—(Ark., 


La., Okla., Texas) 


Mountain—(Ariz., Colo., Idahe, Mont., Nev., N. M., Utah, Wyo.) 


Pacifice—(Calif., Ore., Wash.) 
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permission has been somewhat tightened 
in the case of farm construction. The 
permitted allowance of $1,000 for a 
farm, including the farm houses, is con- 
tinued, but according to the terms of 
the revised order not more than $200 of 
this amount may be expended: on any 
farm house on a farm property. 


* * * 


Red cedar shingles—OPA has 
amended MPR 164, revising the pricing 
of red cedar shingles and shingle prod- 
ucts for jobber’s and manufacturer’s 
direct-mill retail sales. OPA establishes 
certain markups traditionally used by a 
large part of the industry, as follows: 
(1) In sales by jobbers of less-than-car- 
load lots to retailers, a markup of 10 
per cent over landed costs; (2) In sales 
by manufacturing jobbers of less-than- 
carload lots to retailers, a markup of 
10 per cent over their f.o.b. mill ceil- 
ing prices; (3) In sales by manufac- 
turers in lots of 35 squares or less to 
consumers for their own use, a markup 
of 15 per cent over the mill f.o.b. ceil- 
ing price, provided special requirements 
are met. 

* * * 

Couch and sofa ceilings — 
Manufacturers and jobbers of up- 
holstered studio couches and sofa beds 
with steel inner spring constructions 
have been given specific maximum 
prices by OPA. This is by an added 
ruling under MPR 188, effective April 
18. 

* + * 

Metal lath and accessories— 
A revised Simplified Practice Recom- 
mendation has been approved by the 
National Bureau of Standards. Identi- 
fied as R3-44, its title will be “Metal 
Lath (Expanded and Sheet) and Metal 
Plastering Accessories.” This will be- 
come effective when the critical ma- 
terials become available for such pur- 
pose. The new revision further sim- 
plifies the types, weight and sizes of 
items, and broadens the coverage of the 
recommendation to include _bullnose 
corner bead, corner lath, strip lath, 
base screeds, metal casings, concealed 
picture mould, tie wire, hanger wire, 
and metal studs for hollow partitions. 
This places all metal plastering acces- 
sories within its scope. 


* * * 


Delivery truck tires—Small 
essential delivery trucks heretofore eli- 
gible only for used tires will now be 
able to obtain certain sizes of new tires. 
Also OPA announces that all small 
trucks and other commercial vehicles 
have now been made eligible for used 
tires. Increased allotments of these 
tires have been provided by the Office 
of the Rubber Director for distribution 
by OPA’s war price and rationing 
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SELL PROPERTY PROTECTION 
to YOUR COMMUNITY 


Whether a building requires 
only minor roof repairs or a 
reroof job, Carey Shingles will 
give dependable service. Order 
your roofings from the near- 
est Carey Branch or Ware- 
house. 


The PHILIP CAREY 
MFG. COMPANY 


LOCKLAND, CINCINNATI 15, OHIO 
Dependable Products Since 1873 


In Canada: The Philip Carey Co., Ltd. 
Office and Factory: Lennoxville, P. 9. 











No. X877—Assortment of 24 
Fast Selling, Unbreakable 
Amber Handle Screw Drivers. 


We are Delivering No. X877 
Screw Driver Assortment With- 
in 2 Weeks of Receipt of 
Order. 


Order From Your Jobber Today. 
Jobbers: Write for Salesman’s Cat- 
alog Pages. 






ROOFINGS 


Many bu'ldings in your community 
need reroofing. Seil them low-cost 
protection with Carey long-life roll 
roofings. Their dependable, high 
quality is the result of over a half 
century of manufacturing experience 
and years of scientific research. 











FULLER TOOL CO., 207 W. 25 St., New York 1, N. Y. 





New York Representatives: A. E. Fuller, 16 Hudson St., New York 13, N. Y. 
Midwest Representatives: Lynn-Paul & Associates, 219 No. Jefferson St., Chicago, Wm. 
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boards throughout the country. This 
revision of ration order 1-A is now 
effective. 


Wholesale Hardware Inventories 


* . . 








Passenger automobiles—The END-OF-MONTH INVENTORIES (Cost) | STOCK-SALES RATIOS 


production of passenger cars must await ~ 








| 
the collapse of either Germany or | Per cert Change | | | 
Japan, WPB has told the Automobile — Be. - kl eee 
Industry Advisory Committee, and these anne |-_—_—_—___—— } 
representative manufacturers have “un- lof | March | Feb. | March | Merch | F March | March Feb. 
. ” , . Firms | 1943 1944 1944 1943 | 1944 | 1944 1943 1944 
animously concurred. WPB says it ; fal neal Pieces Uivucess Wihanes is a TH Seem 
. . *“¥. | 
favors the resumption of civilian car jew England uw | —-4| +2] suse] $1,414| $1,328 | ae | 2 
production immediately after the de- eee. ° +. + : os 6.805 | oe 4 } 4 = 
. . : entra ~ +2] 86, ; , 
feat of either of the major enemies, but West North Central..| 19 —a"h £8 | 5,572 | 5,621 | 5,526 J | } 7 
probably on a limited basis which would cy ne . 4 : . 1362 | ae = = 128 129 
permit the companies to continue pro- | en ay Central = ; ° eed J = 0 93 pe 
duction of war goods. This would mini- _Paeifie. ..... 1 | +2 —1 | 8186) 7.977) 8,262) 165 147 | = (193 
. 4 P | | | | 
mize the unemployment in Detroit and U.S.TOTALa | 206 2 +1 | 36,943| 37,844| 36,749; 183 | 153 | 170 





other motor centers. The proposal was , MED STEEP 1 ks 

Bureau of ths Census 

a Includes data for three firms not allocated to geographic regions. 

b Less than 0.5 per cent. 

tools to be stored until civilian produc- ‘a ; ~~" 4 ee — pe ees 
Stock-sales are percentages obtained by dividing the cost value of stocks by sales for an 

identical group of firms. 


discussed that motor manufacturers be Current Statistical Service 


allowed to place orders now for machine 





tion is resumed. Manufacturers declare 
that the retooling question should be 





one of the first to be settled, since about 


75 per cent of the industry’s equipment : 
stated. Industry representatives feel 


that future increases in production are 
questionable, because of manpower 


with $3,873,000 in the same month of 


has been converted to war use. : ‘ 
1943. New orders for these motors 


. * * . 
nevertheless have continuously exceeded 


Small motors—Production of 


AC and DC motors of less than of one 
horsepower rose to new highs in Feb., 
WPB states, with the value of produc- 
tion in February $6,093,000, compared 


production for the past 14 months. Re- 
quirements for aircraft motors of 
various small capacities and types prob- 
ably will increase up to 25 per cent dur- 


ing the early summer months, WPB 





| BIG DEMAND i palin, 





It will be a long time before farm- 
ers can replace barns and storage 
buildings. In the meantime they 
need to protect their crops from 
weather and dirt. Harvested feed 
grasses, such as alfalfa, clover, hay, 
etc., deteriorate when left to the 
mercy of rain and snow. Farmers 
should protect their crops and farm 
equipment stored on the outside 
with Fultex Waterproofed Tarpau- 


lins. 
Fulton Bag & Cotton Mills, estab- 
lished in 1870, also manufacture 


back bands, cotton twine, tarpaulins, 
truck covers, tents and other canvas 
items. 


WRITE ‘DEPT. H A‘ FOR INTERESTING DEALER PROPOSITION 


FULTON BAG & COTTON MILLS 


Manufacturers since 1870 


Atlanta 
New York 


St. Louis 
New Orleans 


Dallas 
Kansas City, Kan. 
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problems. 
a * of 

Sprays and spray-guns — 
Householders should use spray guns 
with extraordinary care this year, WPB 
warns. Despite an OCR estimate that 
5,000,000 of these will be needed in the 
first half of 1944, only enough metal 
(468.6 tons) has been made available 
(to six companies) to make 3,200,000 
guns. In addition, civilians this year 
will have to get along with less pyreth- 
rum—the active ingredient in many 
insecticides. 

* . * 

Brick, stone siding—By a late 
amendment, OPA rules that manufac- 
turers of insulated brick or stone siding 
may increase present ceiling prices in 
sales to non-producing manufacturers, 
provided the latter agree to absorb the 
increase, and provided these materials 
are sold by them without further pro- 
cessing. This action will make it pos- 
sible for manufacturers who actually 
produce the materials to continue to 
serve other manufacturers who buy from 
them and resell the products under their 
own trade name. 

* * * 

Paint containers—The paint, 
varnish and lacquer industry advisory 
committee has recommended that the 
WPB order governing cans be amended 
to permit the industry to use 40 per 
cent of its annual quota during the 
second quarter of 1944. The committée 
also recommended that order L-197, 
steel shipping drums, be amended to 
place supplies of drums for the industry 
on a quota basis. 


HARDWARE AGE 
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Wholesale Hardware Collections eased, while certain fish oils are scarcer. 


The tightness of mica is reflected in a 


on Accounts Receivable more complete listing of grades. 


By conga agente, pers March, 1944 


* - * 


Aluminum eased—To improve 








| Per cent Change 
REGION & Moreh 1944 


~~ a 
| Feb. 
Firms 1943 1944 


New England. ....... 18 | 





—10 b 
Middle Atlantic... .. a4 b | +6 
East North Central. . 43 | b | +20 
West North Central. ... 29 + 3 +18 
South Atlantic... ... 47 +2 | +9 
East South Central 13 b +9 
West South Central. 21 +3 | +8 
Mountain... . 4/|-%] -1 
Pacific. . ; 27 —-15 | +7 
| } | 
—4 | +10 | 


U.S.TOTALa....| 291 | 
! 


ome of the Census 


a Includes data for five firms not allocated to geographic regions. 


b Less than 0.5 per cent. 


ACCOUNTS RECEIVABLE Collection menitined 


performance and to reduce labor re- 
Pee e : Nes ed ee oe ee « quired for the making of busways 

| (electrical conductors for power distri- 
Thousands of Dollars | | bution systems), WPB has lifted re- 


strictions on the use of aluminum and 











| 
ee | 
| | tad t bolts, wash d 
March | March | Feb. | March | March Feb. zinc in nuts, bolts, washers, and name 
woes | 104s | toe | toee | to | 198 and identification plates. It also has 
permitted aluminum, but not zinc, 
$634 $775; $875) 104 95 | 93 » 2 £6 A 
6,363| 6,568| 6,243 89 | 87 | 86 finishing or plating of cases. Another 
rye eas | ton = : 4 portion of the amendment permits un- 
tet | ane 3367 * . = limited manufacture of busways not ex- 
2,817 | 3131| 2353; 109 | 96 100 ceeding 100 feet in length for repair, 
8777 | Pm. ane 3 pa ye extension or rearrangement of existing 
31, 903 38,744| 30,736| 98 89 | 92 mens 
| * * * 
Current Statistical Service Brass mill products—Begin- 


ning May 15, a new limitation will apply 
— to deliveries of brass mill products 








Collection percentages are obtained by dividing the collections on accounts during the from warehouse stocks. Under the new 


month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 


WPB limitation, no person shall place 
orders that aggregate more than 500 lbs. 





Zein-shellac substitute — Be- 
cause of increased production, which 
now exceeds requirements, and _in- 
creased supplies of shellac, for which it 
is a substitutes WPB has _ revoked 
order M-320, governing zein. WPB 
finds that in February and March, 100 
per cent allocations were made against 
all requests, and the sole producer, the 
Corn Products Refining Co., still had a 
substantial inventory balance. 


* * ® 


WPB says—“Efforts to beat 
the gun on the return to peacetime 
business will be unavailing, and their 
only result will be to slow up war pro- 
duction,” Chairman Nelson, of the War 
Production Board, told a recent large 
Chicago gathering. At a press confer- 
ence before his talk, Mr. Nelson said 
the four materials most critical in the 
nation’s production effort at present 
were lumber, paper (including pulp- 
wood and pulp), leather, and textiles. 
Some war goods components, such as 
bearings, castings, and forgings are also 
badly needed. Concerning the drain on 
manpower into the armed services, he 
said those left at home in war and es- 
sential work would have to be “a little 
more efficient, a little less absent.” 


7. * @ 


Critical materials — A new 
issue (No. 12) of the critical materials 
substitution and supply list has been 
released by the conservation division of 
WPB. In cordage fibres, a number of 
substitute fibers improved their position, 
as some grades of coir, istle and hemp 
went from Group No. 2 (sufficient) to 
Group No. 3 (now available) classifica- 
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gross weight for delivery from ware- 


tion. The hard fibres, manilla and sisal house stock of any item of brass mill 
remained critically short. Chemicals product to any one destination during 
continued in varied degrees of avail- any calendar week. This limitation ap- 
ability. A number of plastics are plies to all items of brass mill products 
easier. Lumber is still critical, with except single continuous lengths of rod, 
only minor changes. Vegetable oils have tube, pipe, sheet, and strip. 





Z,REPAIR avo CARE 


SERVE TO CONSERVE 



























Displayed on your counter... 
this attractive carton of Acme 
Fasteners . . . reminds customers 
of quick, easy ways to repair, 
save wear and lengthen the serv- 
ice of wooden household articles 
which are difficult to replace. 


Self-Selling . . . this handy dis- 
play-box goes to work and does 
a good job of selling, saves 
sales effort and gives you a 
quick turnover and profits. 


Also in Bulk Lots... you can 
get Acme Corrugated Fasteners 
in standard cartons of 500 and 
1000 fasteners . . . ten boxes to 
a carton in varying sizes and 
quantities—also 100 Ib. kegs for 
bulk sales. 


Get the Facts... about this 
quick turnover item that brings 
extra revenue. If your jobber 
cannot supply you write direct. 










| | ACME STEEL COMPANY zszs.arener ave 


Also manufacturers of Acme Steelstrap and Strap-applying Equipment 
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Repair procedures—WPB says 
that repair services for many domestic 
appliances are being greatly handi- 
capped, because many repair shops are 
not taking advantage of CMP regula- 
tion 9A, designed especially to aid them 
in obtaining parts and materials for 
These ‘items of civil- 
refrigerators, 


their operations. 
ian equipment include 
washing machines and other electrical 
appliances, radios, watches and clocks, 
bicycles, lawnmowers, sewing ma- 
chines, stoves, automatic heating plants 
and plumbing. Regulation 9-A provides 
that these shops may purchase in each 
calendar quarter up to 20 tons of car- 
bon and alloy steel, 500 lbs of copper 
and brass mill products, and 200 lbs. 
In addition, electrical 
contractors, electricians, and repairmen 
of electrical appliances, 
household refrigerators may purchase 
in a calendar quarter up to $150 of 
copper wire, or one-eighth of what they 
used in making repairs during 1941. 
Under this regulation, a repairman 
may also buy as much other material 
and repair parts as he needs for his 
maintenance and repair work. A re- 
pairman need only certify on his pur- 
chase order, that he is applying the 
allotment symbol V-3, and the rating 
AA-3 assigned by Regulation 9-A. The 
materials may not only be used for 
maintenance and repair work, but also 
for reconditioning and rebuilding a 
damaged or used item for resale, but 
only if the item be not improved from 
its original design. For example, a non- 
automatic iron may not be made auto- 
matic, and a treadle-operated sewing 
machine may not be converted to motor 
operation. Up to $25 worth of material 
may also be used to install any unit of 
cooking, plumbing, heating, or used air- 
conditioning or refrigeration equipment. 


of aluminum. 


radios and 


Appliances outlook — Price 
levels of electric appliances after the 
war will be about 25 per cent higher 
than those of pre-war years, says A. W. 
Robertson, chairman of the board, of 
Westinghouse Electric & Mfg. Co. He 
stated that the first appliances to come 
off the peacetime assembly lines will be 
the old models, with refinements that 
do not include major design changes. 
Also, Mr. Robertson predicted that the 
postwar appliance business of the com- 
pany will greatly exceed the average of 
pre-war years. 

* 2 @ 

As to lumber—WPB estimates 
lumber production in Feb. totaled 3,469,- 
160,000 board feet (about 1,913,696,- 
000 feet of softwoods and 55,464,000 
feet of hardwoods). The decrease of 
0.8 per cent from January production 
was slightly less than the normal sea- 
sonal decrease. Manpower and equip- 
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the fall and winter months, when logging 
shut downs normally occur. Weather 
conditions in February were also favor- 
able in the northeast and the Lake 
States regions, but bad weather pre- 
vailed throughout the remainder of the 
East, particularly in the southern and 
south central regions, and held down 


ment shortages make it unlikely that 
production will continue at a rate suf- 
ficient to meet WPB’s desired 1944 goal 
of 34,000,000,000 board feet. The good 
showing made in February was due to 
unusually favorable weather conditions 
in the west, which permitted uninter- 
rupted logging operations and the 


building up of log inventories during production. 








SALES OF 1,194 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 


March, 1944. Comparisons 





SUMMARY 
Mar. ’44 Mar.’44 
No. Stores vs. vs. Mar. ’44 Mar. ’43 Feb.’44 
Mar.’43 Feb. 44 : 
Total 1,194 +6 +22 $7,906,535 $7,425,456 $6,465,263 





First three mos., 1944 showed 6 per cent gain from 1943 
1944, $22,337,120; 1943, $21,092,780 

















Cumula- 
Per Cent Change tive 
Number Mar.’44 Mar. ’44 — Per- 
States by Regions of firms vs. vs. Sales cent 
. ae Mar.’43 Feb.’44 Mar.’44 Change 

New England 74 + 1 +27 434,482 +1 

: ae” 7 + 4 +26 39,850 +9 
Vermont & N. H. 10 +23 +46 132,396 +8 
Massachusetts 39 — 6 +17 196,070 ¢ 
Rhode Island : oes 
Connecticut 15 — 8 +26 47,734 — 3 

Middle Atlantic 129 —4 +32 832,595 bd 
Pennsylvania 129 —4 +32 832,595 b4 

East North Central ... 365 + 2 +28 1,799,716 +5 
Ohio en ene +1 +29 595,159 +7 
Indiana eee . +4 +23 288,742 +7 
AG Adtcarccceee 88 + 3 +27 395,488 +2 
Michigan ...... 37 —2 +27 200,270 + 3 
Wisconsin 80 +5 +34 320,057 + 6 

West North Central ... 158 +1 +26 558,822 + 3 
Iowa ' i 49 b 4 +26 202,202 +5 
Missouri . 388 + 2 +29 134,900 +2 
Nebraska eee —2 +33 91,171 — 3 
Kansas - oe + 5 +18 130,549 + 5 

South Atlantic ....... 49 +21 +17 396,710 +13 
South Carolina .... 11 +31 +31 106,345 +17 
Geeenia ©. ..4.5.%005. ae +29 +25 164,565 +14 
Florida ........ 17 + 4 125,800 +9 

East South Central .. 12 —5 +9 117,658 +10 
Alabama a — 5 + 9 117,658 +-10 

West South Central ... 106 +23 +18 1,049,562 +19 
Arkansas 5 4c ee +13 +19 147,920 +11 
Oklahoma ........ 39 +9 +22 199,954 +4 
Texas in a +30 +17 701,688 +27 

Mounties i. ci. is... FE +7 +19 768,467 + 8 
OS ol ae t +24 116,532 + 3 
Idaho 1 14 +2 +26 83,057 +10 
Wyoming * 
Colorado 22 +20 +19 102,440 +13 
New Mexico . 7 + 8 +16 182,041 +3 
Arizona 7 +9 +17 216,579 +16 
Utah a j 
Nevada ... * . 

Pacific .. ASvy 224 +9 +18 1,948,523 + 3 
Washington : 37 — 2 +26 307,447 + 2 
i Pe ore 25 pd +17 277,736 +12 
California .......... 162 +14 +16 1,363,340 + 2 

Chicago, Ill. . + 6 +35 75,597 — 4 

Los Angeles, Cal 20 +51 +29 178,951 +4 

Portland, Ore. re i | —12 +22 20,516 +5 

San Francisco ........ 23 +16 +16 202,946 +11 

Seattle, Wash. ........ 10 —16 +22 $2 "57 —13 





* Note while stores in these states are included in grand total, figures for 
these states are not shown in this chart, because of insufficiert data. For states 
marked # the change was less than 0.5 per cent. Compiled by Bureau of the 
Census, U. S. Department of Commerce. 
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Shellac supplies — Revocation 
of order M-106 under which shellac has 
been allocated since April 14, 1942, has 
been announced by WPB, effective 
April 26. The quota of alcohol avail- 
able to shellac producers recently was 
reduced from 100 to 50 per cent of their 
base period use. Officials warned that 
this revocation should not be interpreted 
as meaning sufficient shellac will be 
available to meet all civilian uses. 
Limitations on the use of alcohol will 
make it impossible to produce appre- 
ciable quantities of floor and furniture 
varnishes made from shellac. There are 
only limited supplies of seedlac and low 
grade shellac now available for bleach- 
ing purposes and much of this is re- 
quired for the war effort. As result, 
there will be only a slight increase, for 
some time, in the supply of bleached 
shellac for making white shellac var- 
nish. Orange shellac may be available 
for use in shellac varnish, but such use 
will be limited by alcohol order M-30. 


* * * 


Store sales—The Federal Re- 
serve reports, as to sales of the coun- 
try’s department stores, a decrease of 
11 per cent in sales for the week ended 
April 22, but an increase of 7 per cent 
in sales for the four weeks ended 
that date. 


* * * 


Freight movement — Freight 
car-loadings totaled 839,954 cars in the 
week ended April 22, an increase of 5 
per cent from the preceding week, and 
an increase of 5.8 per cent from the 
corresponding week last year. Total 
car-loadings for the year to April 22 
were 13,307,892, compared with 12,797,- 
173 in the same 1943 period. ‘ 


x * * 


International Detrola sales— 
Dollar sales volume of International 
Detrola Corp., Detroit, Mich., for the 
five months ending March 31 increased 
20 per cent over comparable operations 
a year previous, President C. Russell 
Feldmann told stockholders recently. 
Pre-merger sales of Detrola Corp. were 
combined with those of the former 
International Machine Tool Corp. in 
making the comparison. 
* . * 


Westinghouse production — 
Production of war-needed equipment by 
the Westinghouse Electric & Mfg. Co., 
E. Pittsburgh, Pa., in March exceeded 
new orders for the first time in many 
months, A. W. Robertson, Chairman, re- 
ported recently at the annual meeting 
of the Company’s stockholders, held at 
the East Pittsburgh Westinghouse 
Works. If this trend continued, accord- 
ing to Mr. Robertson, it would mean 
that the company would start to reduce 
its backlog of unfilled orders which has 


MAY 11, 1944 


remained at approximately $900,000,- 
000 since October, 1942. Although de- 
clining orders are always a matter of 
concern, the current decline in orders 
is due largely to the fact that erection 
of new factories and plants has fallen 
drastically, and in all probability the 
country now has ample facilities to 
produce all the war equipment neces- 
sary for victory. This change in accent, 
from getting ready for war production 
to the primary task of producing the 
actual weapons for war, should have a 
beneficial effect on the manpower sup- 
ply, as it will undoubtedly enable labor 
to move from the construction industry 
into the production end of the war 


effort. 
* 7 7. 


Philco sales — First quarter, 
1944, sales of Philco Corp., Philadel- 
phia, Pa., were reported by John Bal- 
lantyne, president of the company, as 
being 55 per cent ahead of the same 
period in 1943. 


* * * 


Steel drums—Rolling capacity 
for sheet metal will hardly meet re- 
quirements as established for the third 
quarter, and steel drum manufacturers 
should not anticipate metal increases 
for industrial uses at present, the War 
Production Board said April 22. At a 





200” dia. 





RK 


recent meeting of the Steel Shipping 
Containers Industry Advisory Com- 
mittee, Government representatives em- 
phasized that the sheet metal situation 
has not eased and that military demands 
on rolling mill capacity are at an ex- 
tremely high point. 


* * * 


Zine — Estimated production 
figures for 1944 indicate a surplus of 
146,000 tons of zine for 1944, provided 
that manpower shortages do not ad- 
versely affect the proposed program, 
James Douglas, Director, War Produc- 
tion Board’s Zinc Division, told the 
American Zinc Institute at a recent 
meeting in St. Louis, Mo. “Any state- 
ment on the future outlook for zinc 
concentrate production must of neces- 
sity be of the vaguest nature, since at 
the moment we are faced with certain 
problems which, while having hitherto 
affected output to a marked degree, 
will in the future impinge even more 
deeply on mining operations,” Mr. 
Douglas said. “It is hardly necessary 
that I mention the term manpower in 
this connection.” 


* ~ * 
Machine tools — Shipment in 


March were valued at $50,799,000, an 
increase of nearly 114 per cent over the 





Under constant labora- 
tory control from orig- 
inal steel to finished 


product. Produced by wire 

drawers of long experience 

in high quality products. Attrac- 

tive and convenient packages in 

units of 1/, lb., 1/2 lb., 1 lb., also 5 lb. packages. 
XLO Music Wire ranges in sizes from .003” to 


Stocks in Worcester, Akron, Atlanta, Chicago, Los Angeles 


WORCESTER I, MASSACHUSETTS 


JOHNSON STEEL & WIRE CO.INC. 











Here’s the First 


BURPEE ADVERTISEMENT 


of the 1944 Series 


CAN IN TIN 





The V4 tls Jy Way 5 $ \ 
~ hs 


No ration points if you do your 
own canning in tin cans at home 
—it’s easy and fun. No break- 
age. Easy storage and handling. 









Garden-fresh vegetables 


" — 
and fruits canned in tin cans in 
your own kitchen taste better. 
Plenty of cans are available for 


home canning and they may be 

used 3 times. Q 
+ 
a 


~/ aan eN 






Valuable New 
Canning Book 


All about canning in 
tin. 200 tested can- 
ning recipes. Send 10c 


See Burpee HomeCan 
Sealers and Pressure 
Canners at leading 
lealers 


BURPEE CAN SEALER CO. 
130 West Liberty St., Barrington, til. 














THESE PUBLICATIONS WILL BE USED 


Better Homes & Gardens 
Farm Journal 

Capper's Farmer 

Farm & Ranch 

The Farmer 

Grit 

Journal of Home Economics 
Indiana Farmers Guide 
Michigan Farmer 

National 4-H Club News 
Nebraska Farmer 

New England Homestead 
Ohio Farmer 

Pennsylvania Farmer 
Prairie Farmer 

Practical Home Economics 
Progressive Farmer 

Rural New Yorker 
Southern Agriculturist 
Successful Farming 
Wallace's Farmer 

What's New in Home Economics 
Wisconsin Agriculturist 


V Check over your Burpee stock. 


V Get in touch with your Jobber 
at once before his Burpee allot- 
ment is all gone. 


BURPEE CAN SEALER CO. 


laveaters ef Home Tin Can Sealers 
Mokers of the Finest Pressure Canners 


130 W. Liberty St., Barrington, Il. 
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$50,098,000 total in February, according 
to a preliminary report issued April 20 
by the Tools Division, War Production 
Board. The increase in shipments is the 
first shown since March, 1943,. when 
shipments totalled $125,445,000, con- 
trasted with $114,594,000 for Feb., 1943. 
The preliminary report covered 258 
companies or 89.1 per cent of the indus- 
try, which reported to the Tools Divi- 
sion, plus estimates for the 89 other 
companies from which reports have not 
been received as yet. The preliminary 
report assumes that these 89 companies 
will show increases at the same ratio 


as those which reported. 


“Indestructible” paper — 
The U. S. Department of Commerce has 
announced the development of “paper 
you can write on and even erase satis- 
factorily when it’s soaking wet,” valu- 
able now especially for use in war maps. 
Maps printed on this paper, the Depart- 
ment says, retain their strength after be- 
ing soaked with water or oil, trampled 
in the mud, subsequently washed with 
soap and water or dipped in gasoline. 
This amazing paper was developed by 
the National Bureau of Standards in 
co-operation with the army engineers 
corps and paper manufacturers, and 
now is being produced commercially to 
meet the armed forces’ needs, 





A Son Follows His Father's Footsteps 


ACK in 1881, V. Tausche started 

in the hardware business in 
LaCrosse, Wis., and two years later 
the wholesale firm of the V. Tausche 
Hardware Co. was_ incorporated. 
Shortly after that date, Fred W. 
Bagley, northwestern representative 
of the National Enameling & Stamp- 
ing Company, started selling Nesco 
merchandise to them. In 1910, Mr. 
Bagley took his eight-year-old son, 
Donald, for his first train ride. 
Father and son stopped at the 
Tausche headquarters in LaCrosse 
and when the order was ready Vic 
Ahlstrom, Tausche buyer, presented 
it to young Donald remarking that 
it was the first order he had re- 
ceived for Nesco. 

Donald Bagley graduated from 
the University of Minnesota in 1925 
and since that time has been asso- 
ciated with his father as a repre- 
sentative of Nesco. 

Last year Donald Bagley repeated 
the performance for the benefit of 


his own eight-year-old son Donald 
G. Bagley. Following his first train 
ride, father and son stopped at 
Tausche’s where President H. A. 
Tausche, seated in the same chair, 
duplicated the action of 34 years 
before by handing a Nesco order 
over the same desk to young Donald. 








Left to right: H. J. Hovkind. director: J. E. Kircheis, buyer: A. Westerhouse, 


treasurer: A. 


Tausche, vice-president: H. A. Tausche, president (seated); 


all of the Tausche organization: Donald G. Bagley, and Donald Bagley. 
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NEW 
FAST SELLING 
HARDWARE ITEM! 


Combining the advances of 
the PLASTIC field with those 
of tool designing, Great 
Neck offers this popular de- 
velopment in wood chisels. 


Good Profits 
No. 22 Unbreakable Handle 
Wood Chisel 
Scientifically tempered high-grade alloy 


steel, with the RED-AND-BLACK 
PLASTIC HANDLE that is— 


Unbreakable Plastic! 
Shatterproof! e 
Splinterproof! 
Warp-proof! 


Chisel designed to prevent steel shaft 
from nicking grip-hand. A SURE SELLER 
that means REPEAT BUSINESS. 


Great Neck Saw Manufacturers, 
Inc., specialize in a fine line of 
hack saw, keyhole 
blades, etc., and 
screwdrivers. 
Craftsmen who 
know what they 
need, know the 
trade mark. . 


GREAT NECK SAW 
MANUFACTURERS, Inc. 


Mineola, New York 
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Advertises for 
Flag Week 
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Let's All bag the Flag 


DURING FLAG WEEK 


Beginning Monday, June 14 


STRAW HATS 
For Victory Gardeners FLAGS 
Men's Styles 28c, Bie, Te 4x6 ft double sewed, sewed 
Women's . 28c, 35, t8c, Be, Te stars, with cord, staf! and 
bracket to attach te build 
PICNIC SUPPLIES tig ée peed. Gait sien: 9A98 
Pienic $1.19 


Baskets 
With metal lining and rack, $2.98 46 ft. without staff, embroid- 
Picnic Jugs, keep food hot or 
cold. Galion size, some with 





2x5, same as above s98 
51.48 and up 
Picnic Plates, Cups, Napkins. 
SPORTING GOODS BUY MORE BONDS 
Bats and Balls, Golf Balls, Take Part of Your 
Bows and Change in War Stamps 


WALTER K. SMITH-Hardware 


115 S. Main West Bend 











This splendid flag week advertise- 
ment was published last year by 
the Walter K. Smith Hardware, 
West Bend, Wis. The illustration in 
the 4 by 81), in. ad was a flag, 
and copy said the store also car- 
ried. flags in stock at $6.75, $3.95 
and $2.98. Straw hats, picnic sup- 
plies and sporting goods were also 
advertised. 


Insulating Material © 
Gets the Spotlight 





There can be no doubt in custom- 
ers’ minds about what the Schafer 
Hardware Co., Decatur, Ind., thinks 
of insulating material when they see 
this display in the store Two com- 
plete display tables are used to 
show a quantity of this product. 
The display was arranged on tables 
in a prominent location in the store. 
Manufacturers’ posters are used ad- 
vantageously in telling the story 
about the item. 








SURFACE 
WIRING 
DEVICES 


Can Be Used with BraidX, 
BX or Cleat Wiring 


For Quick 
New Wiring 
or Wiring 
Extensions 



























These sturdy, good 
looking Textolite de- 
vices are ideal for use 
with cables hidden or 
exposed in farm build- 
ings, cottages, gar- 
P ages, warehouses, in- 
dustrial buildings, 
military buildings, 
etc. Knockouts in 
ends, sides and backs 
enable them to be end 
connected, side con- 
nected (cleat wiring) 
or back connected for 
concealed wiring. 
Your customers will 
like them. 

For further infor- 
mation, see the near- 
est G-E Merchandise 
Distributor or mail 
the coupon. 


Approved by the Underwriters’ 





General Electric Company 
Section D542- 
Appliance and Merchandise Dept. 
Bridgeport, Connecticut 

Sirs: Please send me information on 
Moncor Surface Wiring Devices. 


Name............. ” , seiieiaciatie 
LR ES TEN ee ee 
NI ccnsictsmtednnateansiiia State 




















Hear the General wey ene Orchee- 
grams: ‘‘The G-E A 

tra’’ Sunday 10 P M wr 

“The World Today” news. ye 
weekday 6:45 P.M. EWT, CB 


BUY WAR BONDS 
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WPB Authorizes Additional 
Electric Iron Production— 
2,000,000 Units for 1944 


Three more companies authorized to make 
additional 193,625 electric irons in 1944. 
Nine others previously given approval for 
making authorized total of 395,000 units. 


(Washington Bureau 

of HARDWARE AGE) 
Authorization to produce a 
total of 193,625 electric flat irons 
in 1944 have been granted to 
three manufacturers, WPB an- 
nounced May 1. The manufac- 
turers and the production quotas 
assigned to them are: Westing- 
hose Electric & Mfg. Co., Mans- 
field, Ohio, 157,000 irons; Domin- 
ion Electrical Mfg. Co., Inc., 
Mansfield, Ohio, 35,000 irons; 
and New York Pressing Machine 

Co., New York, 1065 irons. 
These authorizations are in ad- 
dition to those issued previous- 
ly to nine other manufacturers 
a few weeks ago. Total author- 
ized production now stands at 





approximately 395,000 electric 
irons. 

The complete program as au- 
thorized by WPB in December, 
1943, calls for the production of 
2,000,000 electric irons in 1944. 
The program has not been cut. 
It is expected that all the 2,000,- 
000 irons can be made without 
interference with military pro- 
duction, WPB said. 

The nine manufacturers who 
received the original allotments 
totalling approximately 2,000,000 
irons will make about 125,000 
standard electric irons, 70,000 
steam model irons and 3000 com- 
mercial irons. 

Allotments by company are: 

American Pressboard Co., New 


York, 6500 commercial and steam 
model irons; Bersted Mfg. Co., 
Fostoria, Ohio, 50,745 electric 
irons; Brannon Electric Co., 
Nashville, Tenn., 2000 electric 
irons; Crown Mfg. Co., St. Louis, 
Mo., 1000 commercial models; 
DeJur Electric Works, New York, 
1100 irons, including 400 com- 
mercial models; Steam Electric 
Co., St. Louis, Mo., 65,000 steam 
model irons; Stern Brown, Inc., 
Long Island City, N. Y., 25,000 
electric irons; Superior Products, 
Inc., Cape Girardeau, Mo., 47,100 
electric irons; and A. H. Wagge 
Electric Co., New York, 500 com- 
mercial models. ‘ 

It is reported that WPB is now 
trying to induce manufacturers, 
who have been unable to partici- 
pate in the program because their 
plants are in critical labor areas, 
to move their facilities into labor 
free areas. If this were done 
WPB would authorize production 
quotas for these plants. 

It is also possible that some 
of the above allotments may be 
increased since several of the 
manufacturers indicated that they 
had manpower and facilities to 
produce double the allotments 
they were granted. 








Agric. Dept. and Food Admin. 
To Help Dispose of Surplus 
Farm Machinery and Supplies 


The War Food Administration 
and U. S. Department of Agri- 
culture, on “April 24, announced 
their administrative set-up and 
preliminary plans for handling 
their responsibilities in disposal 
of the surplus war property which 
can be used in agricultural pro- 
duction. 

Under the President’s Execu- 
tive Order 9425, issued Feb. 21, 
1944, the War Food Administra- 
tion is represented on the Surplus 
War Property Policy Board. 
WFA was assigned responsibility 
for the disposal of food declared 
to be surplus war property. WFA 
was not assigned primary re- 
sponsibility for disposal of ma- 
chinery or other war property; 
therefore, its responsibilities with 
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respect to surplus war property 
other than food will be dis- 
charged through cooperation with 
the Procurement Division of the 
Department of the Treasury, the 
Reconstruction Finance Corp., the 
U. S. Maritime Commission, and 
the Surplus War Property Ad- 
ministration. 

War Food Administrator Mar- 
vin Jones and Secretary of Agri- 
culture Claude R. Wickard have 
designated the Officé of Materials 
and Facilities, of which J. W. 
Millard is director, to make ar- 
rangements, in cooperation with 
the disposal agencies, for distri- 
bution of surplus war materials, 
equipment and facilities needed 
by agriculture. 





WFA does not expect to act as 
a distributor of surplus war prop- 
erty. With the cooperation of 
farm organizations and the estab- 
lished distributing trades, it will 
assist disposal agencies in direct- 
ing the flow of tools, equipment,) 
and materials needed in the war 
food program. When it is deter- 
mined that a certain quantity of 
goods will be available to agri- 
cultvre WFA_ will ascertain 
through its field organization and 
county farm rationing committees 
where the goods are most needed. 
It will then consult with repre- 
sentatives of farm organizations, 
cooperatives and_ established 
merchandising associations. 

Then the arrangements for 
distribution will be made in ac- 
cordance with policies laid down 
by the Surplus War Property Ad- 
ministration for the guidance of 
the Procurement Division, De- 
partment of the Treasury, in ac- 
cepting bids for the goods. 

Details will be available at 
county AAA offices as the dis- 
posal programs are developed. 








MORE LINSEED OIL 
FOR MAKING PAINT 


Reflecting an easier supply, 
restrictions on the amounts of 
linseed oil that may be included 
in various types of protective 
coatings have been relaxed by 
WPB amendment to Order M-332. 
The easing of the linseed oil sit- 
uation has made it possible to 
allocate 60 per cent of the quotas 
at present, compared to 50 per 
cent during most of 1943. 

All the changes increase the 
number of pounds of linseed oil 
that may be used per gallon in 
paste and ready-mixed paints as 
set forth in the order. 

Exterior emulsion paints may 
now contain 2 lbs. of linseed oil 
per gallon instead of 1.5 per gal- 
lon as heretofore. Other allowed 
increases are: Black paints and 
graphite paints, 3.75 to 5 lbs.; 
gloss mill-whites for industrial 
maintenance, 2.5 to 3.5 lbs.; in- 
terior gloss paints (except gloss 
mill-whites) interior enamels, 
combination interiot-exterior floor 
enamels, combination interior-ex- 
terior household enamels, ma- 
chinery enamels and _ interior 
aluminum paints, 2.5 to 3 lbs. 

Unchanged are: flats, includ- 
ing interior emulsion paints; 
semi-gloss paints, wall primers 
and undercoaters; interior var- 
nishes, including clear floor seal- 
ers, and combination interior- 
exterior varnishes; exterior 
paints, including aluminum 
paints (except black and graph- 
ite paints) , structural steel finishes 
(except black and graphite) and 
exterior enamels and _ exterior 
varnishes intended exclusively for 
exterior work. 


REVOKE ORDER ON 
ZEIN, SHELLAC 
SUBSTITUTE 


Because of increased produc- 
tion, which now exceeds require- 
ments, the increased supplies of 
shellac, for which it is a substi- 
tute, the WPB recently revoked 
allocation Order M-320 governing 
zein. Officials said that during 
February and March 100 per cent 
allocations were made against all 
requests and the single producer, 
the Corn Products Refining Co., 
has a substantial inventory bal- 
ance. 


HARDWARE AGE 
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Set Up Civilian Policy 
Unit to Advise WPB 


New Advisory Committee for Civilian 
Policy to help WPB to plan strategy and 
policies for guiding national economy 
through readjustment and reconversion. 


Chairman Donald M. Nelson 
on April 14 announced the 
formation within the War Pro- 
duction Board of the Advisory 
Committee for Civilian Policy, 
to aid him in laying down the 
strategy and policies which will 
guide the nation’s economy 
through the readjustment and 
reconversion period. 

Membership of the Commit- 
tee is as follows: Eugene Meyer, 
editor and publisher of the 
Washington Post; Gordon Rent- 
schler, chairman of the Board 
of the National City Bank, New 
York; Eric Johnston, president 
of the U. S. Chamber of Com- 





merce; Philip Murray, president 
of the Congress of Industrial 
Organizations; William J. Kelly, 
president, Kelly O’Leary Steel 
Works, Chicago, Ill.; William I. 
Green, president of the Amer- 
ican Federation of Labor, and 
Miss Ruth O’Brien, Bureau of 
Human Nutrition and Home 
Economics, Department of Agri- 
culture. 

In announcing formation of 
the Committee, Mr. Nelson em- 
phasized that this mechanism is 
being set up in order that the 
task of preparing for the read- 
justment period may go forward 
without interfering with or de- 


tracting from the all-important 
immediate job of getting maxi- 
mum war production. 

As previously announced, spec- 
ific problems affecting the re- 
adjustment to civilian produc- 
tion of any given industry will 
be thoroughly examined by 
WPB through meetings with In- 
dustry Advisory Committees. As 
the different Industry Divisions 
of WPB complete their studies 
of such problems, and work out 
steps by which industries can 
return to civilian production, the 
major policy actions which they 
propose will be reviewed by the 
Advisory Committee. 

The result, accordingly, will 
be that every important policy 
decision governing the readjust- 
ment of the important industries 
will come before the Advisory 
Committee for review, and be- 
fore major policy is finally set 
it will be cleared with the Ad- 
visory Committee to make sure 
that decisions are made with the 
best interests of the entire econo- 





my in mind. 








OPA Changes Definition 
Of Warehousing of Iron, 
Steel Products in RPS 49 


Changes in its definition of 
warehousing of iron or steel prod- 
ucts were announced by OPA on 
April 22 so that sales entitled to 
the warehouse price level could 
be more easily distinguished 
from sales of these products at 
the mill producer level. OPA 
explained that sales of warehouse 
materials are entitled to a higher 
price ceiling. Under the old 
definition it had been difficult in 
various situations to determine 
whether the transaction involved 
should be classified as a ware- 
housing operation and therefore 
subject to the higher ceiling. 

The changes, effective April 27, 
1944, were made at that time to 
conform to modifications in War 
Production Board regulations 
governing the purchase and re- 
sale of iron or steel products. 
Another reason for clarification is 
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the large number of problems 
anticipated because of the in- 
creasing availability of iron and 
steel products because of cut- 
backs and cancellations of war 
contracts resulting from read- 
justments in War contracts. 

These changes in Amendment 
No. 22 modify Section 1306.157 
(s) of Revised Price Schedule 
No. 49 (Resale of Iron or Steel 
Products) by: 

1. Removing the requirement 
that the premises where the 
products were received and un- 
loaded must not be “a public 
warehouse.” Substituted for this 
is the requirement that ware- 
housing operations must be per- 
formed on premises maintained 
and operated by an owner of the 
material at the time it is put 
through such operation. 





2. Amending the condition that 
material must be purchased by 
the reseller “under the authority 
granted by applicable War Pro- 
duction Board regulations gov- 
erning the purchase and resale 
of iron or steel products in sub- 
stantially the same form as re- 
ceived” to include a limitation 
that material be purchased under 
authority to deliver into stock 
for resale in substantially the 
same form as received. 

The dual price structure in 
Revised Price Schedule No. 49, 
OPA declared, “reflects that 
which developed in the industry 
under normal marketing condi- 
tions and results from the fact 
that warehousemen render ser- 
vices which add to the utility of 
the products and have costs and 
assume risks which distinguish 
them from persons who merely 
act as intermediaries between 
producers and buyers. Persons 
operating warehouses ordinarily 
maintain inventories which enable 
them to make prompt deliveries 
and to sell in quantities too small 
to be conveniently handled by 
mill producers; they also have 
equipment for cutting, threading, 








or shearing and thus can meet 
various special requirements for 
which standard sizes and shapes 
are not satisfactory.” 


EASE TUBE USES 
FOR REFRIGERATION 


Acting to improve the perform- 
ance and reduce the man-hours 
of labor in the fabrication and 
maintenance of coil or tube as- 
semblies for refrigeration con- 
densers or coolers, the War Pro- 
duction Board on April 17 re- 
moved restrictions on both the 
use of seamless steel tubing and 
the wall thickness of the tubing 
permitted. 

Previously manufacturers had 
been limited to the use of 
welded steel tubing of light gage. 
Difficulties encountered in manu- 
facturing and operation of con- 
densers as a result of using this 
type of tubing had resulted in 
the splitting of tubes and hidden 
defects that only became evident 
after use, thus necessitating fre- 
quent repairs and replacements, 
WPB said. This action, covered 
by an amendment to Limitation 
Order L-126, will resuJt in an in- 
creased use of approximately 300 
tons of seamless steel tubing per 
quarter, WPB estimated. 





L-265 CONTROLS 
RADIO CABINETS AS 
ELECTRONIC EQUIP. 


Radio cabinets, regardless of 
the material from which they are 
made, are included in the defini- 
tion of “electronic equipment” 
and are subject to manufacture 
and transfer restrictions under 
Limitation Order L-265. WPB 
has ruled that a radio cabinet is 
“any type of cabinet designed to 
contain a radio, even though 
other things may be contained 
in it.” 

WPB also makes clear the “ex- 
emption provision” of that order 
which permits the “transfer of 
home radio receiving sets that 
were produced and designed for 
home use and that were com- 
pletely manufactured on or be- 
fore April 24, 1943.” 

This means completed assem- 
bly, including cabinet, by that 
date—not the partial assembly, 
or the later use of parts then on 
hand. 
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— and you Dealers are waiting for 


‘Pot Type Oil Burners 
Salable to Consumers 
Without Preference Rating 


Pot type oil burners may now 
be purchased by consumers with- 
out a preference rating, the War 
Production Board announced 
April 21. However, in the case 
of new installations, authoriza- 
tion for delivery of fuel oil still 
must be obtained from the 


| Petroleum Administrator for War 


WORD FROM UNION 


when New-line Leaders 
can be released 


New Sales- PULL is assured right now for 
the UNION Sporting Goods and tools you’ve 
found so profitable in the past. We've been 
planning for you while producing for War, 
—new plans by old hands who know what 
sells; evolved from the merchandising ex- 
perience of 80 years. 


All the items in which UNION excels will 
sell faster than ever by their new-feature 
appeal plus accumulated demand for UNION. 


ROLLER AND ICE SKATES, FISHING 
TACKLE, *CHISELS AND SCREW. 
DRIVERS, *HACK SAW FRAMES, 
GUN IMPLEMENTS. 

(*Available on priorities.) 





REVERE oo we 
HARDWARE COMPANY 
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before purchase can be made. 
This amendment to Order L-74 
also clarified several other pro- 
visions of the order. Because 
numerous questions have arisen 
concerning the meaning of “Heat 
Processing,” further clarification 
of the meaning has been made in 
the revised order. According to 
the revised order, “An oil burner 
will be considered as designed or 


| manufactured specifically for heat 


processing if it is produced for 
use in connection with devices 
intended for the application of 
heat for purposes other than for 
space heating or hot water supply 





systems. Heat processing will, 
therefore, include, but is not 
limited to rendering sea water 
drinkable, melting tar or asphalt 
for road or roof use, dehydrating 
milk, sterilizing, and the like.” 

The amended order also re- 
words the restrictions regulating 
the sale of Class B, domestic 
type, oil burners to be assembled 
in other products to make it clear 
that if such burners have been 
approved on Form WPB-1319 
for physical incorporation in or 
assembly with another product, 
such a water heater, further au- 
thority under Order L-74 is not 
required for delivery of the as- 
sembled unit. 

Restrictions controlling over- 
seas shipments of Class B oil 
burners also have been re-worded 
to make it clear that dealers or 
distributors only may deliver a 
Class B burner to fill a rated 
order for overseas scene 


me to Meet Scheduled 1944 
Barn, Barnyard Items Production 


Despite some shortages in the 
available supply of malleables, 


' scheduled 1944 production quotas 


of barn and barnyard equipment 
will be realized, the War Produc- 
tion Board has been informed by 
the industry through the Barn 
and Barnyard Equipment Indus- 
try Advisory Committee, it was 
reported by WPB on April 27. 


Representatives of this indus- | 
try, which produces stalls, stanch- 


ions, drinking cups, barnyard 
stock tanks and other items, 
recommended to WPB that quota 
and base period restrictions be 


| removed from production of this 


type of equipment. They pointed 
out that manufacturers were 
mainly located in non-critical 
labor areas and, in addition, did 
not require any substantial quan- 
tity of materials now in short 
supply. 

Assurances were also given 
WPB executives by committee 
members that the present rate or 
production could and should be 
maintained by the industry 





through the 1945 quota period, 
which commences July 1, 1944, 
to meet critical farm require- 
ments. 


REDEFINE “FARM” 
UNDER L-41 


(Washington Bureau 
of HARDWARE AGE) 

A property is not necessarily 
a “farm” because farm products 
are produced on it, but only if it 
is used primarily for the raising 
of crops, livestock, dairy prod- 
ucts, poultry, etc., for the market 
according to Interpretation 5 of 
Order L-41. 

Under the terms of Order L-41 
not more than $200 may be spent 
for construction on a house in- 
cluding the entire residential 
property, over a year’s period, 
without obtaining approval. Un- 
der the same order, not more 
than $1,000 may be spent on 
farm construction “including the 
farm house” without approval. 


HARDWARE AGE 
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Additional Stock Screen Goods Now 
Subject to Ceilings—Some Changed 
—Provisions Covered by MPR-381 


Several changes in price ceil- 
ings for stock screen goods were 
announced May I by.the Office 
of Price Administration, includ- 
ing the establishment of maxi- 
mum prices for certain sizes of 
16 mesh galvanized and black 
wire extension window screens, 
which producers and distributors 
had been selling since March 1 
on an open billing basis. The 
OPA order under which these 
open billing sales had been made 
expired on May 1. 

An amendment to the stock 
screen goods regulation, which 
became effective April 29, 1944, 
provides dollars-and-cents ceiling 
prices for 16-mesh galvanized 
wire screens and a simplified 
method of calculating ceiling 
prices for 16-mesh black wire 
screens. Too few of the latter 
are made to warrant establish- 
ment of specific prices at this 
time, OPA said. 

Other important changes in the 
stock screen goods regulation in- 
clude: (1) an over-all reduction 
of 9.9 per cent in the maximum 
prices of Ponderosa pine screen 
doors that is applicable to Cali- 
fornia producers only, to correct 
an abnormal price relationship; 
(2) a general 9-per-cent increase 
in the maximum prices of screen 
goods sold by mail order houses; 
(3) authorization for jobbers to 


add to their maximum prices any | 


freight charge in excess of 75 
cents per cwt.: (4) a provision 
deferring for varying periods the 
effective date of this action in 
certain instances; and (5) estab- 
lishment of a special pricing pro- 
vision by which OPA, upon re- 
quest, can fix a price for an item 
not priced in the regulation. 
OPA said that none of these 
changes will increase the cost of 


screen goods to the consumer. | 


The prices paid by consumers in 
California for ponderosa pine 
screen doors will be lowered. 
The stock screen goods regula- 
tion (Maximum Price Regula- 
tion No. 381) covers screen doors, 
combination screen and storm 
doors, extension window screens 
and knocked-down window screen 


frames. Sales by producers. 


Jobbers and retailers, including | 


mail order houses, are affected. 

Details of the various changes 
follow: 

(1) Prices of ponderosa pine 
screen doors in California have 
customarily been lower than 
prices of these screen doors in 
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| other parts of the country. Cali- 
fornia producers’ costs have been 
lower as a result of the advantage 
given them by the large volume 
of ponderosa pine lumber pro- 
duced in California and their 
lower outgoing freight rates. 


in mail order house maximum 
prices provides a gross margin 
equivalent to the dollars-and- 


1941. 
(3) When shipment is made 


ewt. paid by the seller may be 
added to his maximum price. 
When a retail dealer is required 


exact amount to his maximum 
price. All freight of 75 cents per 
cwt. must now be absorbed on 
common carrier shipments and 
no charge may be made for de- 
livery in company-owned trucks. 

(4) Since the amendment 
lowers maximum prices in some 
cases—by lengthening discounts 
in California and by extending 
the free delivery zone for some 
producers—the effective date of 
the action is deferred as follows 
to prevent hardship to those with 
inventories bought at the higher 
prices: Sales at lawful prices to 
jobbers and special dealers made 
| pursuant to firm contracts in 
existence prior to the issuance of | 
this amendment may be com- | 
pleted according to their terms 
with respect to shipments made 
on or before May 15. Sales to | 
regular dealers may be made at | 
the previous lawful prices where | 
shipment is made on or before | 
June 15. Retail sales may be | 
|made at the previous lawful | 
prices where delivery is made on 
or before July 31. 
| (5) Occasionally manufactur- 
ers produce a size or a specifica- 
tion of door or extension window 
screen for which no price is pro- 
vided in the regulation. The ad- 
dition of this special pricing pro- 
vision will make possible the 
pricing of such specifications by 
the Lumber Branch of the Office 
of Price Administration at the 
proper relationship to other 
| prices in the regulation. 








| Amendment No. 3 to Maximum 
| Price Regulation No. 381, Stock 
= reen Goods, was effective Aprii 


, 1944. 








(2) The 9 per cent increase | § 


cents gross margin received in 


by common carrier, any freight 
charge in excess of 75 cents per | ' 


to pay such additional incoming | 
freight charges, he may add the | is 
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“ES alll 

Every dealer has some idea of the record- 
breaking demand for farm equipment dammed 
up by war limitations. Prepare for the lifting 
of the floodgates! Feature Planet Jr. in your 
plans for the future! 


There’s profit and prestige for you in this 
famous line of Garden Tractors and specialized 
Planting, Fertilizing, and Tillage Tools. For 
seventy-five years Planet Jr. has been making 
growers’ work easier; helped them grow bet- 
ter, more abundant crops with less work. 


Find out for yourself why Planet Jr. will 
be the right answer when tomorrow's oppor- 
tunity knocks! Write for the Planet Jr. 
Tractor and Implement Catalogs. 


S. L. ALLEN & CO., INC. 
3425 N. Sth Street, Philadelphia 40, Pa. 


Planet Jr. 


FARM AND GARDEN TOOLS 


easier 


75 years making growers’ work 
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COTTERS 


,@ A blow on the diamond-shaped head of Lamson 
Cotters spreads prongs. “Efficiency” points serve as a 
drift pin. Lamson stock cotters conform toall Govern- 
ment specifications. Cotters of brass, bronze, alumi- 
num and stainless steel are made to specifications. 

A copy of the Lamson “Ready Reference” List, a 
handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 
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(HANDICRAFT DIVISION) 


BURGESS BATTERY COMPANY 


190 N. Wabash Avenue Chicago ], Ill. 
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Equitable Distribution 
Order Has Been Shelved 


(Washington Bureau 
of HARDWARE AGE) 

The proposed priorities regu- 
lation, PR 23, and the proposed 
equitable distribution order, fos- 
tered by OCR, have been shelved, 
according to high OCR officials. 

PR 23 would have allocated 
definite percentages of essential 
items for civilian uses, and in- 
sured these items reaching civil- 
ian users. Pressure from the 
Army, in WPB meetings, is said 
to have resulted in the elimina- 
tion of this order. 

The equitable distribution or- 
der could have set up principles 
of distribution and established a 
complaint procedure, whereby 
dealers who felt that they had 
not been adequately supplied 





could file complaints with WPB. 
The first indication that this or- 
der was headed for the scrap 
heap came when A. C. C. Hill, 
Jr., did not endorse planned dis- 
tribution before the Senate Small 
Business Committee on April 26. 
Donald M. Nelson, WPB Chair- 
man, later took this same stand 
on planned distribution. 


In addition, wholesalers in all - 


fields opposed the order, and 
Army pressure again provided 
the death blow. Military oppo- 
sition to both these orders is due 
to the general feeling in the ser- 
vices that no increase of supplies 
going to civilians should be 
definitely provided until a Euro- 
pean invasion has been success- 
fully launched. 








Riss Water Heater Rales 


For Dairy Farm Owners 


(Washington Bureau 
of HARDWARE AGE) 

Dairy owners will find it easier 
to purchase water heaters as a 
result of an amendment to Order 
L-79 permitting unrestricted sale 
of various water heaters used to 
a great extent in dairies. Pre- 
viously a water heater could be 
installed only if a rating was 
, provided or if that type of heater 
[ was intended to replace a unit 
worn out or damaged beyond re- 
pair, WPB officials said. These 
restrictions were removed from 
sales of direct hand fired hot 
water heaters of the following 
types, which are frequently used 
in dairies: bucket-a-day stoves, 
dome-type water heaters, and ser- 
vice water and tank-heaters. 

The order was also changed to 
make it clear that sump pumps, 
sometimes known as cellar drain- 
ers, are not controlled by the 
provisions of L-79. Previous word- 
ing of the order could have been 
misinterpreted to mean that dis- 
tribution of such pumps was con- 
trolled by this order. Circulating 
pumps used in hot water heating 
systems continue to be controlled 
by L-79, however. 

The amended order also en- 
ables an installer of gas cooking 
equipment to use an AA-3 rat- 
ing for purchase of materials 
such as gas valves, needed to 





connect up the equipment. Other 
provisions of the order have also 
been clarified. The amended or- 
der defines a “seller” to include 
a manufacturer who sells directly 
to consumers. It specifies that 
when consumers need ratings for 
purchase of plumbing, heating 
and cooking equipment they 
should file their applications with 
the nearest WPB field office. 

Previous restrictions of the or- 
der inadvertently covered domes- 
tic stove lid lifters and pokers, 
but since these items are con- 
trolled by WPB’s Consumers 
Durable Goods Division they 
have been removed from the con- 
trol of Order L-79. 

Steel low-pressure heating boi!- 
ers, furnace fans and hot water 
circulating pumps, and forced 
draft blowers have been added 
to List A of the order. Items on 
List A require no ratings for de- 
livery if the equipment is to be 
used for replacement of existing 
equipment that it worn out, dam- 
aged beyond repair or destroyed, 
but such replacements cannot be 
made for usable equipment or 
for a substitution that would pro- 
vide more extensive facilities 
than are necessary to replace 
the part or parts worn out, dam- 
aged or destroyed. New installa- 
tions of equipment on List A 
always require preference ratings. 
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Ease Some Materials 


for Fire 


Extinguishers, Alarms, Ete. 


Restrictions on the use of ma- 
terials in the manufacture of fire 
protective, signal and alarm 
equipment have been eased, the 
War Production Board announced 
May 1. The action, effected by 
Order L-39 as amended May 1, 
is in line with WPB policy of 
permitting a return to materials 
normally used if the supply situa- 
tion warrants and the change will 
result in a better product without 
increased use of manpower, of- 
ficials said. 

Aluminum, formerly permitted 
only in specified parts of certain 
equipment, may now be used to 
the extent permitted by Order 
M-l-i, that is, where copper, cop- 
per base alloy or aluminum was 
used in commercial production in 
the United States in 1939, 1940 
or 1941. Chromium, formerly 
permitted only for plating speci- 
fied parts and as a component of 





stainless steel (for permitted 
stainless steel uses) may now be 
used in alloy steel for any part 
and for any plating except bright- 
work. Restrictions on alloy steel 
are removed. However, control 
over special alloys other than 
NE triple alloy is exercised by 
the WPB Steel Division. Cad- 
mium may be used to the extent 
permitted by M-65. Mercury and 
zinc are no longer restricted. 

The amended order also spe- 
cifically prohibits the manufac- 
ture of soda-acid fire extinguish- 
ers. No actual change is made 
by this prohibition, WPB said, 
since previous prohibitions on the 
use of copper made it smpossible 
to manufacture this type of ex- 
tinguisher. 

Restrictions on the use of cop- 
per, tin, nickel, bismuth, monel 
metal, asbestos and rubber re- 
main unchanged. 











To Sinitinn Ductiation Schedales 
For Most Farm Machine Items 


The farm machinery production 
program scheduled for 1944 will 
be realized with the exception of 
certain items, notably some har- 
vesting and haying tools, mem- 
bers of the Farm Machinery and 
Equipment Industry Advisory 
Committee assured the War Pro- 
duction Board on April 26 at a 
meeting in Washington, WPB 
announced. 

The current scheduled produc- 
tion period, ending June 30, 1944, 
will see the industry producing a 
total dollar volume of new ma- 
chinery and repair parts substan- 
tially equal to the best pre-war 
year’s business of $624,000,000 
(wholesale), achieved in record- 
breaking 1941, the industry repre- 
sentatives reported. 

Production of certain types of 
farm machinery deemed critical 
by the War Food Administration 
will receive the undivided atten- 
tion of the manufacturers, com- 


and WFA executives present at 
the meeting. 

The 1945 production program 
was also brought into the discus- 
sion between committee members 
and- government representatives. 
While there is some variation in 
the items that are included in the 


will remain 
same as in the program which 
will be completed on June 30, 
1944, WPB officials informed in- 
dustry members. 

Materials in short supply, in- 
cluding lumber, chain, automo- 
tive, components and malleables 
may have an influence upon the 
next year’s production program, 
WPB advised the committee. 
Manpower problems are also ex- 
pected to exert a decided bearing 
upon the eventual quantity of 
machines produced for the 1945 





mittee members assured WPB 


45 Day Inventory Limit 


On 


The War Production Board on 
April 21 placed a 45-day inven- 
tory limit on sprocket chains, at- 
tachment links and _ sprocket 
chain wheels that may be ac- 
quired by any one and at the 
same time made deliveries by 
manufacturers of those items sub- 
ject to the same restrictions. 

This action, covered by an 
amendment to Limitation Order 
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farm season. 








Sprocket Chains, Etc. 


L-193-a, is designed to prevent 
accumulation of idle, excess in- 
ventories, particularly in view of 
manpower shortages in this in- 
dustry. Prior to issuance of this 
amendment, inventories were 
limited to a “minimum practical 
working stock,” although these 
parts were and continue to be 
obtainable only through priority 
ratings. 


1945 schedule, the total quantity | 
of controlled materials to be used | 
substantially the 


HAS HE GOT THE DROP 
4ES ONIT?.. 


fee that hunter—a drop of 
FIENDOIL on his gun now and 
then makes him more sure of getting the 
drop on game, next time out! 
Aim-spoiling powder cuts get their start from 
gun rust caused by potassium chloride cor- 
rosion. 
FIENDOIL coatings positively prevent this de- 
structive process! 


FIENDOIL 


RUST INHIBITOR 


for 
* House- 
hold Ap- 
pliances 
* Farm Im- 
plements 


$2.80 per Gross * Golf * Machin- 
Clubs ery 


McCAMBRIDGE & McCAMBRIDGE CO. 


Baltimore 
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Hardware Men 
FROM FIVE STATES 


attend the 


ENNSYLVANIA 
Girt SHOW 


* HOTEL WMPENN 
PITTSBURGH 
JUNE 11-12-13-14-15 


GIFTS: CHINA and GLASSWARE 

COSTUME JEWELRY 
STATIONERY 

LEATHER GOODS 








Sponsored by the 
National Gift & Art Guild 


Personal Direction of 


EUGENE A. RICHARDSON 
683 ATLANTIC AVE., BOSTON 
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L-23-c Amendments Allow ‘ 
re 
0 
* 

More Models of Fuel Oil 
Pp 
* * 0 
Circulating Stoves |: 
Production of five models of | vious restrictions permitted only ee 
| | fuel oil circulating stoves instead |two models with 30,000 or less * 
of two is now permitted by WPB, | B.t.u. output. This restriction on p 
under an amendment announced | B.t.u. capacity defeated the pur- be 
April 19 to order L-23-c. | poses of conservation, WPB said, - 
Tite auenient to Order | because two or three heaters of it 
L-23-c (Domestic Cooking Appli- | smaller ere being ta 
ances and Domestic Heating used in many instances where one me 
Many dealers have been selling Stoves) permits production of nee eee Sar Some. Fe in 

vious restrictions were also con- 


five models of fuel oil circulating | sidered discriminatory since gas = 
stoves with British thermal unit | heaters were permitted higher 
capacities varying from less than | B.t.u. capacities than fuel oil 
Hoover. 30,000 B.t.u. to over 55,000. Pre-| heating stoves. 


In that time, nearly 6 million Hoover me 
Cleaners have been sold, making Hoover 
Number One in the market by a wide margin. 

All through the years, from every stand- 


Hoover Cleaners since the days of the “horse- 
less carriage’ and have “grown up” with 





— — 





Non Farm Use, Wheel Type Tractors and pr 
Const. Mach. Attachments on WPB-1319 * 


point. . . engineering, manufacturing, prod- Moving to tighten and co- | struction machinery attachments be 
uct research, national advertising, dealer mer- ordinate controls over the pur- were filed on WPB Form 1319. re 
s . chase, sale and delivery of wheel-| Control over purchase, sale and 8 

” . . be. or has le 0 e : 
chandising, and more Hoover has left n type tractors and construction | delivery of wheel-type tractors sh 
mi 





machinery attachments for other | will continue to be exercised un- 


stone unturned to maintain and lengthen its 
than farm use, the War Produc-| der Limitation Order L-257, us 


























leadership. ; : 
These days. Hoover i aged in tl % tion Board on April 28 ordered while control over construction mé 
ese days, Noover 1s engaged in the pro that after May 12, 1944, all ap-| machinery attachments fall under ou 
duction of the tools of war, and Hoover plications for authorization to ac- L-192. However, all applicants e 
advertises to help shorten the war, but Hoover qaire such equipment must be | for such equipment for non-farm " 
7 : filed only on WPB Form 1319. | use, whether they hold a rating 
will be ready when the time comes. , ; eof this | 07 ROt will now be required to all 
And, you can count on this to the limit— Prior to the issuance of ‘S| Gle for authorization on WPB be 
>) , order, covered by Direction 2 to Form 1319, with the single form iG 
the Hoover franchise will continue to be the Limitation Order L-257, pur-| sufficing for both types of ma- gal 
“blue ribbon” of them all—the kind that chasers of wheel-type tractors) chinery. These forms must be eff 
leading merchants in every town prefer had to have a rating of AA-4 or| filed with the regional WPB ies 
i , P ° better, or were required to file a| office located in the area in per 
PD-1A to obtain this equipment.| which the equipment is to be pro 
Applications to purchase con-' used, WPB said. 
7 HOOVER |icscranms 
— More Sizes Padlocks Allowed 
IT BEATS... AS IT SWEEPS... AS IT CLEANS —Zinc Restrictions Removed a 
The War Production Board on’ by this action makes changes al 
April 21 announced the removal | only in Table XIV, covering pad- has 
THE of restrictions on the use of zinc locks. gat 
in padlocks and permitted the Unrestricted use of zine and mel 
HOO VE R manufacture of certain sizes additional permitted sizes will in- fied 
formerly prohibited. Action is| crease production without the Stat 
COM PA NY taken by an amended version of use of additional manpower, as 
North C Ohi Schedule I of the hardware sim- Building Materials Division cha 
orth Canton, 10 plification order, L-236. officials said, by utilization of ed ¢ 
Canada: Schedule I establishes simpli- | equipment that was idle because ing 
Hamilton, Ontario fied practices for builders’ finish- | of former restrictions. The de- T 
England: ing hardware, cabinet locks and mand for padlocks is much in the 
Perival 6 ford, Middl padlocks, and specifies permitted excess of present production and iter 
ey RN, Sere materials, types and sizes in 15 the industry has an average back- sede 
tables. Schedule I as amended log of eight months. of tl 
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Need Not Separately State Federal 
Excise Tax on Register Receipts 


Retailers will not be required 
on and after May 6, 1944, to 
state separately the amount of 
the new 20 per cent Federal ex- 
cise tax on cash register sales 
receipts, the Office of Price Ad- 
ministration provided on May l. 

The provision was made be- 
cause cash register receipts are 
punched out by machine, and the 
OPA said that it would place an 
undue burden on retailers to re- 
quire them to put the additional 
tax statement on this type of re- 
ceipt. Other requirements for 
separate statement of the amount 
of the tax on sales receipts re- 
main unchanged. 

In the same action, OPA made 
it clear that the amount of the 
tax must be separately stated in 
radio advertisements, as well as 
in the printed Federal ads. 


The agency also made it clear 
that the tax must be applied and 
stated by retailers on all non- 
alarm clocks, and not just on 
alarm clocks retailing for more 
than $5. The original order tell- 
ing retailers how to apply the 
new tax and listing the com- 
modities to which it applies, in- 


cluded only alarm clocks retail- | 


ing for more than $5. This order | 


includes all other clocks as well. 

Amendment No. 1 to Supple- 
mentary Order No. 85—Collection 
by Retailers of Federal Excise 
Tax on Jewelry, Furs and Fu 
Trimmed Articles, Toilet Prepa- 
rations and Certain Items of 
Leather Goods Imposed by the 
Revenue Act of 1943--effective 
May 6, 1944 made these pro- 





visions. 








NOW ALLOCATE PINE 
TAR UNDER M-300 


Pine tar, which is now in short 
supply, has been placed under 
allocation for the first time by 
addition to WPB general alloca- 
tion order M-300. 

Its more essential uses have 
been in rubber compounding, 
rubber reclaiming, cordage for 
fishing nets, oakum for the Navy 
shipbuilding, ship bottom paints, 
military and civilian plumbing 
uses, and veterinary and phar- 
maceutical uses. Ratings for vari- 
ous other uses, such as wood 
preservation and pine tar soap, 
have been denied. 

In view of the growing scarcity, 
all essential allocations will now 
be made on a monthly basis, with 
a small order exemption of five 
gallons per person per month 
effective May ‘1. Producers of 
less than 500 gallons of pine tar 
per month are exempted from the 
provisions of the order. 


REVISE METAL LATH 
R3-41; NOW R3-44 


A revision of Simplified Prac- 
tice Recommendation R3-41, Met- 
al Lath (Expanded and Sheet) 
has been approved for promul- 
gation, according to an. announce- 
ment of the Division of Simpli- 
fied Practice, National Bureau of 
Standards. It will be identified 
as R3-44 and the title will be 
changed to “Metal Lath (Expand- 
ed and Sheet) and Metal Plaster- 
ing Accessories.” 

This revision further simplifies 
the types, weight and sizes of 
items in the issue which it super- 
sedes, and broadens the coverage 








of the recommendation to include 
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bullnose corner bead, corner lath, 
strip lath, base screeds, metal 
casings, concealed picture mould, 
tie wire, hanger wire, and metal 
studs for hollow partitions. This 
places all metal plastering acces- 
sories within the scope of the 
recommendation and explains the 
change in title as mentioned 
above. 

Use of the critical materials 
needed in the production of the 
commodities covered by R3-44 is 
now restricted by War Produc- 
tion Board order, The new recom- 
mendation will, therefore, become 
effective when the critical mate- 
rials become available for this 
purpose. 

Until printed copies are avail- 
able from the Superintendent of 
Documents, Government Printing 
Office, a limited supply of free 
mimeographed copies may be ob- 
tained by applying to the Divi- 
sion of Simplified Practice, Na- 
tional Bureau of Standards, 
Washington, 25, D. C. 


RELEASE TYPEWRITERS 
IN DEALER STOCKS 


Sales and deliveries of 
typewriters in dealers’ stocks and 
all used typewriters have been 
freed from War Production 
Board restrictions, WPB an- 
nounced April 24. 

This action was taken in con- 
nection with the recent revoca- 


tion by the Office of Price Ad- 


new 





ministration of its rationing or- | 
der, OPA, by delegation of au- | 


thority from WPB, controlled 
distribution of such typewriters. 
Sale and delivery of all new 
typewriters in manufacturers 
hands are still controlled by 
WPB. 
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WITH THE DEMAND 
SO MUCH GREATER 
THAN THE SUPPLY 


SALT N PEPPER SHAKERS 





FEDERAL 
Practical 
HOUSEWARES 


Because of critical shortages of materials and manpower . . . plus a vastly 
increased demand that would have taxed even normal production facilities 

. our service on these popular Federal items that protect and conserve 
food is necessarily limited both as to ilable merchandise and to deliveries. 
Ilowever, we will continue to do our best to meet your requirements as 
fully as possible. We appreciate your understanding, your cooperation, and 
your continuing goodwill, and regret that we still must refuse orders from 


new accounts. 
SEE YOUR JOBBER... 


NEW YORK OFFICE—200 FIFTH AVENUE 
WESTERN OFFICE—TERMINAL SALES BLDG., SEATTLE, WASHINGTON 


FEDERAL TOOL CORP. 


LEAVITT ST., CHICAGO 12, ILLINOIS 
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Permit More Types of 


Enameled Cook Ware, Etc. 


(Washington Bureau 
of HARDWARE AGE) 

Enameled sauce pans, sauce 
pots, pus basins, bedpans, and 
instrument trays may be made 
in a wider variety of sizes than 
previously, and production of 
enameled dippers and _ metal 
covers for enameled steam-table 
pans is permitted to be resumed, 
under Order L-30-b as amended 
by WPB. Since iron and steel 
quotas previously assigned to 
manufacturers of enameled ware 
remain unchanged, this does not 
mean an over-all increase in pro- 
duction. 

Each manufacturer is _per- 
mitted to make sauce pans in 
three sizes, within a 1-to-3 qt. 
size range. The number of per- 
mitted sizes for sauce pots has 





been increased from two (be- 
teen 34% and 8% qts.) to three 
(between 3% and 10 qts.). Dip- 
pers may be made in one size, 
to be chosen by the manufac- 
turer. Bedpans and pus basins 
may be made in two sizes each, 
as compared with only one pre- 
viously. Instrument trays may 
be made in four instead of two 
sizes. 

Permission to make sauce pans 
and pots in a greater variety of 
sizes will enable manufacturers 
to nest these articles more closely 
in packing and as a result te 
save paperboard shipping con- 
tainers. Production in a wider 
variety of sizes will also result 
in better utilization of plant 
facilities, both in stamping and 
in enameling operations. 








Animal, Rat, Insect Traps Now 
Sold on WPB-547 Applications 


(Washington Bureau 

of HARDWARE AGE) 
Traps of all types, including 
rodent, predatory animal, game 
and insect will again be pur- 
chased under ratings granted un- 
der WPB Form 547 (PD-IX) 
according to an announcement 
made by the Hardware Supplies 
Section of the OCR Wholesale 
and Retail Trade Division. All 
and retailers who 
buy direct from manufacturers 
will have to procure ratings be- 


fore they can purchase any traps. 

Ratings were not required 
when the situation reached a 
point where factories could not 
accept the orders, however, now 
that the situation has eased and 
traps are a little easier OCR has 
invoked the ratings. This action 
is a part of the move to secure 
better coordination between pro- 
duction and the ratings granted. 
In the past, ratings were some- 
times granted far in excess of 
possible production. 








WPB AGAIN ALLOWS 
STORAGE COMPARTMENT 
FOR DOMESTIC STOVES 


Domestic cooking stoves again 
may be constructed with storage 
compartments, the War Produc- 
tion Board announced April 19, 
under amendment to L-23-c. 

Removal of restrictions limit- 
ing the weight of iron and steel 
allowed in domestic cooking ap- 
pliances and heating stoves Jast 
March 23 permitted production 
of full-sized stoves, but acces- 
sories, including storage compart- 
ments, still were banned. This 
prohibition on storage compart- 
ments made it necessary for man- 
ufacturers to bolt up that space 
on full-sized stoves which would 
ordinarily be used as storage com- 
partments or utility drawers. 





This action makes it possible for 
them to utilize that space. 





TO ALLOCATE MORE 
TUNG OIL IN MAY 


As the outlook is favorable for 
a good domestic tung nut ‘crop 
in 1944, WFA says it will be 
more liberal in the allocation of 
tung oil beginning May 1. Tung. 
oil will be allocated for the fol- 
lowing products, whether for 
military or essential civilian use, 
without end-use information pre- 
viously required: Abrasives and 
adhesives; brake linings; clutch 
facings; underwater finishes, 
such as for commercial water- 
craft, dams, locks; container and 
closure coatings; chemical re- 
sistant finishes; insulation finish- 
es; wrinkle finishes; and certain 
synthetic resins. 
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WPB Restricts Making and Use 
Of Cutaway Discs, Coulter Blades 


To insure continued production 
of much, needed standard discs 
for harrows and to offset both 
present and contemplated man- 
power losses, the War Produc- 
tion Board has restricted the 
manufacture of “cutaway discs” 
and “coulter blades” that are to 
be used for any purpose other 
than for “brush and bog” har- 
rows. 

Production of both cutaway 
discs and coulter blades requires 
considerably more labor than 
production of the conventional 
type of harrow disc. These types 
of discs are mainly used for till- 
ing soil encumbered with heavy 
brush and stubble, although in 
the past some farmers have pre- 
ferred such discs to standard 


equipment, the WPB explained. 

Manufacturers of discs have 
reported that any further man- 
power losses might endanger de- 
liveries under the scheduled pro- 
gram. Therefore, it was deemed 
advisable to issue this order, a 
direction to Limitation Order 
L-257. 

Another provision of the direc- 
tion provides that in the event 
a farm machinery producer can- 
not obtain cutaway discs or 
coulter blades from one of the 
nation’s three manufacturers of 
such items, he may place a sub- 
stitute order for an equivalent 
tonnage, or less, of standard 
discs without affecting his stand- 
ing on the disc producer’s de- 
livery schedule. 








HIGHER PRIORITY 
FOR CAN ENAMEL 
MANUFACTURERS 


Can enamel manvfacturers 
have been assigned preference 
rating of AA-2, under order 
P-149, to make it easier for them 
to procure raw materials. Their 
prior rating had been AA-3. 

There has been a manifold in- 
crease in the demand for can 
enamels, used to prevent spoil- 
age or contamination of material 
in containers by chemical attack 
and corrosion of the metal. The 
present tin conservation program 
allows only a very thin coating 
of tin (electrolytic tin plate) or 
no tin at all (chemically-treated 
steel), with the result that the 
protective enamel coating must 
be heavier than heretofore. 

WPB estimates that during 
1944 the demand for can enamels 
will be two or three times as 
great as the highest consumption 
during any year past. 





CLARIFY TERMS IN 
L-322 ON JACKS 


The War Production Board on 
April 28 issued an amendment 
to Schedules A and B of Limita- 
tion Order L-322, which controls 
the production and distribution 
of jacks, designed to correct sev- 
eral slight typographical errors in 
the order and otherwise clarify 
technical standards set up in the 
schedules. 

The number of sizes of rigid 
base, ratchet-lever automatic low- 
ering, jacks now permitted for 
manufacture is raised from two 
to three by this amendment, WPB 
said. The measurement of ca- 
pacity for telescopic screw jacks 
is clarified. In Schedule B of 
the order, farm utility jacks are 
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added to the unrestricted list. 
Other changes covered by the 


amendment are purely technical, | 


according to WPB. 


QUARTERLY MRO 
QUOTA FOR MINES 


To reduce paper work in pro- | 


viding essential maintenance and 
repair parts to domestic mines 
and smelters, a quarterly quota 
system for these parts based on 
the corresponding quarters of 
1943 has been set up, the War 
Production Board announced 
April 5. This action was taken 
by amending Preference Rating 
Order P-56. 








The amendment is expected to | 


eliminate approximately 28,000 
applications annually, and is not 


likely to increase the amount of | 


materials consumed. Mainte- 
nance and repair parts formerly 


were obtained by application to | 


WPB. 
Domestic mines and smelters 
holding serial numbers from 


WPB have been assigned rat- 
ings of AA-1 for MRO (main- 
tenance, repair and operating 
supplies) items and S-7 for con- 
trolled materials. Non-serialized 


operators have also been assigned | 


S-7 allotment numbers for the 
purchase of controlled materials 
to be used as MRQ. The AA-5 
rating is retained for use by non- 
serialized mines for all other 
MRO except controlled ma- 
terials. 

Quotas of 120 per cent of the 
base period dollar expenditures 
have been set up in order to take 
care of the increased operations 
due to war demands, backlogs of 
needed repairs created by supply 
bottlenecks and to compensate 
for the increase in prices of most 
items. 


| 
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MORE BABIES 
BORN THIS VEAR means 
NORE SALES for 
Vi MLL MLL 
Plastic Dinner Seis 


eg 


TUMBLER 


DINNER DISH CEREAL BOWL 





Here's a “break” for new parents! It’s the new 
Eclipse San DURO Baby’s Dinner Set. Designed by 
child specialists, made of durable all-plastic, the 
new set offers many features that aid greatly in 
child training and feeding. 


The plastic tumbler, for instance, is just the right 
size for tiny chubby fingers, and is shaped to pre- 
vent slipping. The dish and cereal bowl have wide 
bases to prevent tipping, and high rounded sides 
that make eating easier, without spilling. Made in 
bright children’s colors, lustrous finish, they are 
strong, and can be washed in hot water without dis- 
coloring or marring, and will withstand hard use. 


Advertised in PARENTS’ Magazine 


National advertising in PARENTS’ MAGAZINE will mean 
ready acceptance and demand for new San DURO Baby’s 
Dinner Sets! Tie in with this promotion with colorful 


DISPLAY CARTONS available. 


@ Ask your jobber for details and prices, or write direct. 


Eclipse mouLpeD probucTs co. 
5151 North 32nd Street, Milwaukee 9, Wisconsin 


Manufacturers of Eclipse and San DURO Plastic Trays, Bathroom 
Accessories, Toilet Seats and other Plastic Products. 
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Enamelware Shipments Slowed by 
Container, Manpower Shortage 


The limiting factors in en- 
ameled ware production are con- 
tainer board and manpower, 
members of the Porcelain En- 
ameled Utensil Industry Advisory 
Committee said at their recent 


meeting with War Production 
Board officials, WPB has re- 
ported. 

The industry is permitted 


(under L-317) to use 70 per cent 
as much container board as in 
1942. IAC members estimated 
that this restriction might cause 


ALEXANDER HEYBURN 


Major Alexander Heyburn, 47, 
veteran of both World Wars, and 
in private life assistant treasurer 











ALEXANDER 


HEYBURN 


and buyer of the Belknap Hard- | 
ware & Mfg. Co., 11 E. Main | 
St., Louisville, Ky., wholesalers, | 
passed away recently after an 
illness of several years. Major 
Heyburn joined Belknap Hard- 
ware & Mfg. Co., in 1919 as an 
order clerk. He _ successively 
served as assistant sales man- 
ager, sales manager, and sales 
director for the territory west of 
the Mississippi River. In 1931, 
he was appointed buyer of the 
company’s cutlery and sporting 
goods departments, and in 1925 
was elected a director. In 1937, 
he was elected assistant treas- 
urer, which office he held until 
he entered active military ser- 
vice. 

In 1917, he volunteered for 
service in the U. S. Army and, 
upon his return from World 
War I, he affiliated himself with 
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| shipments of enameled ware to 
drop by about 25 per cent. 

The committee expressed com- 
plete satisfaction with the recent 
amendment to the enameled ware 
order (L-30-b), relaxing size 
restrictions. Permission to make 
sauce pans and pots in a greater 
number of sizes enables manufac- 
turers to nest these articles more 
closely in packing and to effect 
some saving of paperboard ship- 
ping containers. 











| 


| 


| 


Broaden L-78 Coverage on 
Fluorescent Light Items 


The coverage of the order con- 
trolling the manufacture and dis- 
tribution of fluorescent lighting 
fixtures has been changed to in- 
clude clearly all portable or 
attachable overhead suspended 
fluorescent fixtures, the War Pro- 
duction Board announced April 
28. 

The effect of Order L-78 as 
amended April 28 is to make the 
provisions of the order applicable 
to non-industrial portable or at- 
tachable overhead suspended 
fluorescent lighting fixtures as 
well as to industrial portable and 
industrial attachable fixtures as 
defined in the order. 

The non-industrial types in- 
clude the commonly called 
“kitchen units,” some of which 


__ OBITUARIES 


the Louisville regiment, 138th 
field Artillery, and ‘served contin- 
uously until he left with his regi- 
ment in Jan. 1941. Since then 
he has been located at Camp 
Shelby, Hattiesburg, Miss., vari- 
ous army posts in the West, and 
lately in Brooklyn, N. Y., as a 
member of the Adjutant Gen- 
eral’s department. Well known 
and well liked by all who knew 
him, Major Heyburn will be 
sadly missed by his many friends 
and associates 
trade. 

He is survived by his widow. 
one daughter, two sons, one of 
whom is now a prisoner of war 
in Germany, his mother, and two 
brothers. 


NEWTON M. SHEEN 


Newton M. Sheen, eighty-two. 
retired Peoria, Ill., wholesale 
hardware executive, passed away 
in Chicago recently after suffer- 
ing a heart attack. Mr. Sheen 
operated his wholesale hardware 


business in Peoria for many 
years, until his retirement in 
1920. He then bought farm land 
in districts near Peoria, TIl.. 


renting much of it to tenants 
and living on some of it until 
the death of his wife. Since then 
he has resided in Chicago, III. 
with his son, Joseph F. Sheen. 
One of Mr. Sheen’s sons is Mgr. 
Fulton J. Professor of 
Philosophy at the Catholic Uni- 
versity of America. Besides his 
two sons, he is survived by two 
other sons, one of whom is in 
the U. S. Army. 


Sheen, 


in the hardware | 








W. T. McNERNEY 


Walter T. McNerney, 62, 
executive vice-president and gen- 
eral manager of Brown-Camp 


Hardware Co., Des Moines, Iowa, | 
wholesalers, passed away recently 
at his home. At the age of 20, 
he joined Brown-Camp as an or- 
in 


der clerk 1902. He rose 





WALTER T. McNERNEY 


through various positions of in- 
creasing responsibility to become 
assistant secretary, and head of 
the buying department. From 
that position he was advanced 
to executive vice-president and 
general manager following 
passing of Frank Camp. 

Mr. McNerney actively co- 
operated with the work of the 
Iowa Retail Hardware Associa- 
tion. He was a member of the 
Wakonda Club, the Des Moines 
Club, and the Central Pennsyl- 
vania Presbyterian Church of 
Des Moines. He had a wide ac- 
quaintance among manufacturers 
and wholesalers, and was a well 
known figure at trade conven- 
tions. He is survived by his 
widow, a son Jack in the U. S. 
Navy, and a daughter. 








are designed to be plugged into 
an electric outlet, Building Ma- 
terials Divisions officials said. 





CONTAINER BOARD 
CONTROLS TIGHTENED 


Any person who requires con- 
tainer board for any purpose 
whatever is prohibited from ae- 
cepting it without specific WPB 
authority, under Conservation 
Order M-290 recently issued. 

This prohibition applies not 
only to container manufacturers, 
sheet plants and cleated-box man- 
ufacturers, but also to any other 
persons using container board,— 
for example, manufacturers of 
insulation, “cedar” closets, filing 
cabinets and other products. 








MRS. TOM J. USHER 


Mrs. Thomas J. Usher, widow 
of “Tom” Usher, passed away 
at her residence 5445 South 
Ingleside Ave., Chicago, Ill, 
April 23. Mrs. Usher was in her 
83rd year. She is survived by 
her two sons, Harold L. Usher 
of Upper Montclair, N. J., east- 
ern sales manager of Oliver Iron 
& Steel Co., and Thomas J. 
Usher of Detroit, Michigan. 





FRED W. MELLOTT 


Fred W. Mellott, sales repre- 
sentative of The Geo. Worthing- 
ton Co., Cleveland, Ohio, whole- 


| sale hardware distributors, passed 
| away recently after suffering 4 


| heart attack. 





the | 


Mr. Mellott had 
been associated with that com- 
pany for about 17 years, and 
prior to this had been in the re- 
tail business in Wheeling, W. 
Va. He had served as superin- 
tendent of the Christian Church 
School for more than 25 years, 
and also as an Elder of the 
Island Church. 





FRED W. MELLOTT 
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FIT YOURSELF INTO THE 


BLACKSTONE PICTURE* 








MAY 11, 


7 


Blackstone’s record of achievement 
is well known to the appliance in- 
dustry. But, when it can be told, you 
will agree with those distributors 
who have seen a “preview” that 
the post-war Blackstone line is little 
short of sensational. 

Blackstone will offer “everything 
for the home laundry.” The engin- 
eering and testing of these products 


“WRITE US FOR 


FRANCHISE 











is already an accomplishment. Per- 
fection of their outward design and 
brilliant beauty is well in hand by 
an organization of nationally-known 
specialists. The complete pattern of 
distribution is being woven. 

Now is the time for you to fit your- 
self into this picture. 

BLACKSTONE CORPORATION, JAMESTOWN, N.Y. 


4 Division of Jamestown Metal Equipment Co., Inc. 


INFORMATION 











NS 








BLACKSTONE 


PRODUCT 
AMERICAS OLDEST WASHER masusactoaca 











_—wmA 










NATIONAL 
ADVERTISING 


in Woman’s Home Compan- 
ion, Parents and Household 
magazines is featuring this 
Blackstone Self-Service 
Chart. Readers are directed 
to their local dealer for a 


FREE COPY. 
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Some Suggestions 


T’S an old saying that if you 

want to get some worth while 
information you should go to a 
person who has had practical ex- 
perience with the subject. We 
were not looking for information 
but several worth while bits of it 
came to us, as you say, “over the 
transom”. Here are a number of 
suggestions from practical hard- 
ware people that are worth read- 
ing. You might try them out to 
advantage in your own hardware 
stores. 


Helen M. Douglas of W. H. 
Douglas Hardware, Commerce, 
Texas, offers the three following 
suggestions which have proved 
worthwhile in her own store: 


Home-Made Funnels 


To help relieve the small fun- 
nel shortage, we take the best 
half of a used copper float ball, 
cut a hole in the center and solder 
in a short metal tube. 


Invoicing Screen Wire 


A quick, easy way to invoice 
screen wire is to weigh the roll, 
or piece of a roll. Take this weight 
and multiply by eight and you 
have the number of square feet in 
the roll on the scales. There are 
eight sq. ft. in a pound of screen 
wire, 14 ga. 


Unique Bulletin Board 


To keep our 27 by 57-in. display 
panel from being so glaringly 
bare, we have made it into a bul- 
letin board. The heading says, 
“Don’t Forget We Want to Sell 
You These Items Later On.” We 
have put the colored advertise- 
ments of various companies ad- 
vertising merchandise of which 
we sell a great deal. Most of these 
ads come from Harpware AGE. 
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They Looked at These 


Al Tunick, manager of the 
Midwood Hardware Co., Brook- 
lyn, N. Y., writes: 

“Having been in the retail hard- 
ware business for over a quarter 
of a century, I find that a little 
humor sprinkled through the 
store once in a while acts as a 
refresher or ‘lift’ both for the cus- 
tomer and the man behind the 
counter. In our paint window I 
placed several price tickets such 
as, ‘Good Outside Paint for an 
Inside Price—$2.98’ and ‘Floor 
wax—No Rubbin’, No Slippin’— 
$2.50 Gal.—No Foolin’. By the 
fishing tackle we had ‘Holy 
Mackerel—Fishing Tackle, Let’s 
Go. Who’s Got Worms?’ and 
over by the cord counter we had 


‘Why Don’t You Go Fly a Kite?’ 


They attracted plenty of atten- 
tion.” 


Fruit Jars 


Fruit jars and jelly glasses can 
be dramatized in a window display 
if they are stuffed with colored 
paper and if printed labels are 
used on them. Stuff about half of 
the jars or glasses in a display 
with various colors of crepe paper 
(Cellophane may also be used) to 
create the appearance that the jars 
are filled with home canned prod- 
ucts. Use red for beets, tomatoes, 
raspberries, and strawberries. 
Green can be used to denote beans 
and peas. Yellow can simulate 


_ corn, carrots, beans, and peaches. 


Every jar filled in this manner 
should be marked with a label 
noting the variety. Be sure to 
show all the other available re- 
lated canning equipment in such 
a display. 





Test Your Hardware Sense! 


Grade yourself in the following manner to see how good 
you are. Each question correctly answered is worth 20 points. 
A grade of 100 is excellent; 80 is good; 60, fair; 40, poor, and 
20, very poor. The correct answers to these questions will be 


found on page 144. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—Salesman “A” sold 10—25 W lamps and 20—40 W 
lamps listing at 10 cents each. He collected a Federal Tax of 
71% per cent on the list price and added it to the selling price 
of the merchandise. How much money did he collect from the 


customer ? 


2—The following motives or appeals lead women to buy. 
Can you rate them in order of their importance? Use numbers 
1, 2, 3, etc. Quality, service, style, price, reputation, flattery, 
exclusiveness, testimonials, sentiment. 

3—A customer purchased a fitted toilet case in a hardware 
store for $5.00. A 20 per cent retail excise tax must be col- 
lected on the sale. Figure the amount of the tax. 

4—Dealer Jones plans to sell $40,000 volume in 1944. He 
sets up an advertising budget of 2 per cent of sales. How much 
money does he plan to spend for advertising? 

5—In 1930 the public debt of the United States amounted 
to $131.49 per capita. Do you know what this is today? 


(Answers on page 144) 
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THE SUPER insect SPRAY 


Bug-a-boo whi Y, ba Victory 


tden Spray 


Kills fies, mosquitoes. iJ f ug attains Rotenon? 
moths.ants and mam: > Ped TO 18 GALS. OF smut 6 
— ' E 4 “Oar Water a 


VOCONY Fi VACUUL. 


ID YOU REALIZE that two out of There’s a complete line: Bug-a-boo, the Super Insect 
every three families buy insect sprays, Spray, Bug-a-boo Moth Crystals, and Bug-a-boo Victory 
garden sprays or moth crystals? That Garden Spray. 


they spend $25,000,000 a year for them? . . r 
That Bug-a-boo-is the fastest-growing They’re all developed — and constantly improved — by 
line in this market? the famous Socony-Vacuum laboratories. ; 


Bug-a-boo products can help build your They’re all nationally advertised in Life, Saturday Eve- 
volume because of these four points. ning Post and Good Housekeeping. 





Available from coast-to-coast, with direct deliveries to 
you from our own warehouse stocks or through leading 
wholesalers. 
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Show Canning Items, Tools and 
Sporting Goods in Early June 


HARDWARE AGE Original Window Display IDEAS 

















IT's 
CANNING 
TIME 


PRESERVE ALL 


SURPLUS FOODS 


u0s 





Jar 
410s 








Alt 


Se 


‘ii Sai: 


CANNING 
NEEDS 
WINDOW 


MERCHANDISE: 
Pressure cooker, can- 
ners, fruit jars, jelly 
glasses, crocks, stew 
kettles, food press. 
collander, scale, food 
chopper, egg beater, 
choppers, sauce 
pans, salt and pep- 
per shakers, jar lid 
tighteners, can open- 
ers, jar rubbers, jar 
lids, canning uten- 


sils. 

BACKGROUND: 
Center panel of light 
green _ corrugated 
board or painted 
wallboard. Side 
panels of bright yel- 
low. Cut out letters 
of red material. 

















HARDWARE 
AND TOOL 
WINDOW 


MERCHANDISE: 
A variety of hard- 
ware and tool items 
sampled on small 
panels and displayed 
on a rack in the 
window. 


SPORTING 
GOODS 
WINDOW 


MERCHANDISE: 
Baseball gloves, 
baseballs, bats, ten- 
nis rackets, bad- 
minton rackets and 
birds, tennis balls, 
minnow pails, tackle 
boxes, casting rods, 
line, canned bait, 
plugs, flies, leaders. 
snelled hooks, etc. 

BACKGROUND: 
Center panels of 
light yellow corru- 
gated paper or 
Painted wallboard. 
Dividing strips of 
light green. Cut-out 
letters in dark green. 
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ITS TIME TO 


PLAY 
OUT 


FIX IT 
HARDWARE 


MAKE IT DO 
MAKE (T LAST 


BUTTS | DOoR TACKS 


PIS. a 


Pocket | BRACKET | HOOKS | STRAP | TEE 
PULLEYS | KNIFE —~ «> | HINGE 


6 ~ ad 
oot}; «00 ou} gos |&” 00¢ 


Foor SOLotR | WOOD | WooD 
HOOK Bo.r Giut [SCREWS 


"eat | G code | Pace | sae Bsn 


SCREW STEEL Puens ENO Tt 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 
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THE TASK COMMITTEE ap- 
pointed at the previous meeting of the 
Toy Industry Advisory Committee, on 
Feb. 25, recommended that, for WPB 
administrative purposes, the toy indus- 
try be regarded as comprising two main 
segments: (1) Manufacturers of heavy 
toys (including outdoor play equip- 
ment, wheeled vehicles and sleds), and 
(2) Manufacturers of other toys. The 
task committee said that to deal sepa- 
rately with each of the many groups 
within the industry would be impracti- 
cal because some of the groups, though 
fundamentally different, have similar 
problems. The simple, clear-cut break- 
down suggested by the task committee 
was approved unanimously by the full 
committee. 

Industry members were told by WPB 
officials that the purpose of the recently 
issued lumber order, L-335, requiring 
large users of lumber to file applica- 
tions giving their lumber requirements 
for the second and third quarters. of 
1944 before April 25, is to obtain accu- 
rate information on over-all demand for 
this critical material. The order is the 
first step in a comprehensive program 
to establish control over all consumption 
of lumber. What effect allocation 
would have on the toy industry, or on 
any other wood users, cannot be pre- 
dicted until all the estimated require- 
ments have been received and analyzed 
in relation to the total supply. 


xx*«* 


IT IS HIGHLY IMPROBABLE 
that any rubber—crude, synthetic re- 
claimed or scrap—can be made avail- 
able for toys until military demands for 
rubber decrease radically, WPB officials 
said. Rubber is being made available 
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only for military and highly essential 
civilian purposes. Use of “mud,” the 
residue which is a by-product of re- 
claimed rubber, is not restricted by 
WPB. Industry members reported that 
they were using it for doll carriage 
tires. 


Industry members were told that all 
plastic moulding materials as well as 
scrap cellulose acetate are still under 
strict allocation. Phenolic and _poly- 
styrene molding powders, which cannot 
be produced without the use of scarce 
benzol, are being allocated only for the 
most essential uses. None can be allo- 
cated for toys. Urea plastics call for 
scarce formaldehyde and cannot be al- 
located for toys either. 


Though the supply of cellulose ace- 
tate has not been increased, it was 
possible for WPB to allocate more cellu- 
lose acetate for toys and games in 
March because requirements for specific 
uses are now being determined more 
exactly, and more equitable distribution 
is possible. New cellulose acetate 
sheetings are not being allocated for 
toys and games at the present 
time. 

x*e* 


THE LIMITING FACTORS in 
enameledware production are  con- 
tainer board and manpower, members 
of the Porcelain Enameled Utensil In- 
dustry Advisory Committee said at their 
recent meeting with WPB officials. The 
industry is permitted to use 70 per 
cent as much container board as in 
1942. IAC members estimated that this 
restriction might cause shipments of 
enameled ware to drop by about 25 
per cent. 

The committee, a WPB statement 
said, expressed complete satisfaction 
with the recent amendment to the en- 
ameledware order, relaxing size restric- 
tions. Permission to make sauce pans 
and pots in a greater number of sizes 
enables manufacturers to nest these ar- 
ticles more closely in packing and to 











Call Ryerson when 





you need steel — any kind, shape, 






or size. Large stocks are available 






at ten convenient plants. Ask for 






a Ryerson Stock List —your guide 





to quick shipment of steel. 






Principal Products incluae: 





Bors + Shapes « Structurals « Plates « Sheets 
Floor Plates + Alloy Steels « Stainless Steel 
Shafting « Screw Stock « Wire « Mechanicel 
Tubing «+ Boiler Tubes + Reinforcing Steels 
Tool Steels + Babbitt + Nuts + Bolts . Rivets 
Welding Rod « Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Plants at: 
CHICAGO, MILWAUKEE, ST. LOUIS, DETROIT, 
CINCINNATI, CLEVELAND, BUFFALO, BOSTON, 
PHILADELPHIA, JERSEY CITY 
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ORDER FROM YOUR JOBBER 


OFFICER'S 
BAG 
Ne. 8&3 Officer's 


bag 
or civilians. Made 
of heavy army 


tings. Built ge 
all traveling. F 


space. 





ALL ITEMS IN STOCK— 
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FAST SELLING 
SCHOOL BAGS 


made from heavy duty 
Khaki Duck, shoulder 
strap style only. Approx. 









No. 83 OFFICERS Bac 


- BABY SWING 


Ne. 96. They will be in big de- 
mand this spring and summer. 
Cash in on this item. Made from 
heavy washable Khaki Duck ma- 
terial, reinforced for long and hard 
wear. In ordering specify No. 96. 














93 Pillow slip style; 


10 by 18 inches. 


SPRADLING'S Inc. 
ST. LOUIS, MO. 
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SCAR WASHES 
sora DIME 


A value like this is good news for hardware 





stores. It builds store traffic with 
the customers you want. Car own- 


ers are BUYERS — in all your 
departments. 

Ask about this item and its four 
fast moving companions—all of 


which sell for a dime. “Little Doc” 
cleaners for brushes, windows, rugs, 
upholstery, refrigerators. Write 
today. 


GUS J. SCHAFFNER CO. 





534 California Ave 
Avalon. Pittsburgh. 2. Pa 





effect some saving of paperboard ship- 
ping containers. 

IAC members expect the shortage of 
containers to affect the export program 
in particular. Container board for pack- 
ing enameledware for export is not 
allocated separately, but must come out 
of the 70 per cent quota. Since uten- 
sils for export require heavier con- 
tainer board than do the same utensils 
when shipped to domestic users, IAC 
members expressed the opinion that 
many manufacturers would find it diffi- 
cult to maintain export shipments un- 
der the FEA program. 

Since only a small percentage of the 
industry’s workers are between 18 and 
26 years of age, IAC members do not 
except the present policy with regard 
to the drafting of men in this age group 
to aggravate the industry’s manpower 
problem to any great extent. The 
shortage of workers over 26 remains 
a serious problem, the industry members 
reported. 

They reported little difficulty in 
placing orders for steel to the extent 
of their allotments. WPB officials said 
that efforts are being made to keep steel 
production up to the present level, but 
that military demands on manpower 
will complicate production problems 
during the next six months. 

2 = 2 

NO RELAXATION OF RE- 
STRICTIONS on dairy equipment 
and machinery manufacture can be an- 
ticipated until military requirements 
are on the decline, members of the 
Daily Equipment and Machinery Man- 
ufacturers Industry Advisory Committee 
were told by WPB officials at a recent 
meeting in Washington. Committee 
members expressed approval of the 
suggestion that quota schedules be ad- 
justed from the unit basis of a tonnage 
basis. 


Discussing the availability of mate- 
rials vital to the industry, representa- 
tives listed rubber, stainless steel and 
lumber as materials most difficult to 
secure. Despite impending reductions 
in their labor forces, industry members 
were optimistic as to their ability to 
maintain or raise the present produc- 
tion level during 1945. 


xk * 


PLANS for the further redistribu- 
tion of surplus property and methods 
of adapting to the containers and 
wrapping paper shortage were the prin- 
cipal topics discussed by the Retail 
Trade Industry Advisory Committee 
meeting on April 17. Government offi- 
cials estimated that consumer goods, 
ultimately to become available for re- 
distribution, will represent about one- 
fifth of total war surplus property. 
Although planinng for this redistri- 
bution is still in the preliminary 
phases, government representatives and 
industry members agreed that the goods 
must be handled in a manner not dis- 
ruptive to established trade practice. 
Industry members expressed the view 
that the best interests of trade and 
consumer would be served by making 
goods available in lots within the pur- 
chasing power of small wholesalers. 
They felt, however, that it would be 
impracticable to consider lots of a size 
suited to the direct buying of small 
retailers. 

Retail dealers, for the most part, can 
manage without new shipping contain- 
ers, industry members thought. They 
believed, however, that adequate pro- 
vision must be maintained for mail or- 
der houses and chain stores which must 
move goods from district warehouse to 
counter. 

Set-up boxes, while extensively used 
by a few types of retailers, were not 





Outdoor Lines Attract Customers 





Picnic tables and benches, hammocks, and other decorative furniture are 

featured and promoted successfully by the Geo. W. Peck Co., Elmira, 

N. Y. Windows are used to sell this line during the season and this 

promotion is supported by the complete showing of all items on the 
second floor housewares department. 
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PERFECT COTTER PINS 


PRODUCES PERFECT COTTER PINS 


Solo Cotter Pins meet the exact engineer- 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x %" to %” x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. 


ORDER SOLO COTTER PINS 
FROM YOUR JOBBER TODAY! 


SOLO PRODUCTS CORPORATION 


395 Fourth Avenue, New York 16, N. Y. 














MAKING SALES HISTORY! 





DATOM’S Streamiined 
Round ROASTER 








* Heat-Sealing Cover 
* Heat-Resistant Glass | 
* Good for the Duration | 


—and after 
Capacity: 6 Ib. roast | 
Diameter: 10 inches Popularly 
Priced 


Height: 7 inches 











The DATOM CO. | 








considered a major retail problem, but 
industry members expressed great con- 
cern over their continued supply of 
folding boxes, wrapping paper and 
bags. WPB representatives stated that 
an order assigning ratings to these 
goods is under consideration, and that 
it is imperative that retailers greatly 
increase their conservation measures. 

Industry members recommended that 
WPB issue a declaration of policy on 
the conservation and use of retail 
wrapping materials, to serve as a guide 
in store adjustment to the wrapping 
shortage. 

x * *® 


REGISTERS AND GRILLES for 
warm air heating systems are in short 
supply, according to the newly or- 
ganized Warm Air Register and Grille 
Industry Advisory Committee, WPB 
announced recently. The Committee 
agreed that a limitation order was 
needed to provide for production of 
registers and grilles on the basis of 
stated requirements from claimant 
agencies. A proposed order basing pro- 
duction on a percentage of a base year’s 
production was discussed by the Com- 
mittee. 

Under the present production set-up, 
no requirements are established. Pro- 
duction of registers for warm air heat- 
ing systems is permitted under M-126, 
but only Bessemer or top cut steel can 
be used and production is confined to 
labor areas 3 and 4. Grille production 
is prohibited under Order M-126 except 
for those made for use on shipboard. 

The prohibition on the manufacture 
of grilles has meant that in some in- 
stances registers are being installed 
where grilles, which use less metal, 
would suffice, committee members said. 


x kk 


REMOVAL OF STANDARD- 
IZATION RESTRICTIONS on 
general purpose thermometers from 
Schedule VII to Order L-272 should 
not be construed as authorization to 
produce household and farm ther- 
mometers included in the_ recently 
established Code 611 of the CMP prod- 
uct list, according to the Industrial In- 
strument Branch, WPB Radio and 
Radar Division. 

It was found impracticable to stand- 
ardize on the production of general 
purpose thermometers and_ therefore 
WPB removed restrictions applying to 
such Schedule VII of Order L-272 on 
March 17, the Branch said. The re- 
moval of general purpose thermometers 
from Schedule VII does not mean that 
the production of household and farm 
thermometers is to be resumed unless 
production is specifically authorized at 
a later date. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 120 
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BURNS LONG 
BURNS BRIGHT 
Uses Little Fuel 


My DIETZ 


INSANTERAS 


a7 i 


‘ 





NEW YORK 


| 
OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 











—_ FOR ACTION! 


Double X is ready to serve America’s 
Home Front by making old floors do 
for the duration ...and then some! A 
seasoned soldier with a great service- 
record; and nationally advertised. Or- 
der from your jobber! Schalk Chemical 
Company, Los Angeles and Chicago. 
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And Still Available for Hardware Distribution 


Glenwood Victory 
Gas Range 


Model 20-44 “Victory” Gas Range 
which the maker states is designed and 
constructed to get the maximum bene- 





fits from permitted specifications. An 
all iron and steel range with Glen- 
wood’s standard vitreous enamel finish, 
it has four enamelled top burners with 
automatic lighting. The 16-in. oven, 
full size, has safety “stop” racks and 
smooth enamelled linings, sturdy, drop 
oven door, and full Fibreglass insula- 
tion. Oven is vented through the back- 
rail for added cleanliness but can also 
be connected to a flue. Broiler has a 
drop-door broiler with a removable 
grid. Floor space is 20 by 26 in. Glen- 
wood Range Co., Taunton, Mass. 


Plastic Plates, 
Bead Key Chain 


Name plates, plates for serial num- 
bers, divisions, sections, and depart- 
ments, are now made of plastic by the 
Emeloid Co., Inc., Arlington, N. J. 
Through the “Emeloid” process of in- 
jection molding, the company states 
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that the surface of the plate is not 
affected greatly by oi!, grease, moisture, 
etc. One application is a transparent 
drop raft valve cover with an opaque 
section secured through lithographing 
on a white vinylite disc which is 
cemented thereto. By this process any 
numbering or lettering in gold sunken 
letters or numbers may be imprinted. 
Large choice of color background is 
available. Also produced by this com- 
pany is a bead key chain, attached to 
which is a transparent locket. One 
side of the locket, protected by the 
transparent case, is the gold and blne 
reproduction of one of the war time 
insignia. On the opposite side a space 
is provided where a photograph may 
be inserted. 


Independent Lock 
Marine Hdwe. Catalog 


Catalog No. M-44 contains 24 pages, 
and fully describes and illustrates the 
lock sets, latch sets, and knob locks 
which the company manufacturers. Has 
a page devoted to key blanks and the 
key cutting machine, No. 179-1M. In- 
cludes both an alphabetical and nu- 
merical index. Contains information 
concerning ball-bearipg door closings. 
Copies may be had upon request. [n- 
dependent Lock Co., Fitchburg, Mass. 


Kendall Filter Disks 


Wafer-thin for efficient filtering, these 
disks are easy to handle, therefore 
forming a tight seal in all types of 
strainers. Through the patented wafer- 
thin construction, speed is obtained 
without jamming. This process gives 
sturdy, wet strength which the maker 
states assures clean milk. Kendall 
Wills, Walpole, Mass. 





Burpee Home Canning 
Equipment Available 


Equipped with the patented “breath- 
ing” collar which gives when the pres- 
sure becomes too great these canners 





L 


will begin to be delivered early’ in 
May to the far south and will progress 
northward in an effort to keep ahead 
of the canning season. Maker states 
that the drawn aluminum used in these 
canners makes them practically pore- 
less, and that no taste, odors, or stains 
can be forced into the metal to cause 
“canner smell.” Canners will also be 
equipped with a 2 in. Bourdon tube style 
dial type gage. Burpee’s 1944 quota is 
considerably less than it was last year, 
but the company will do its best to 
distribute the available can sealers and 
pressure canners in the fairest manner 
possible. Burpee Can Sealer Co., 128 
W. Liberty St., Barrington, I). 


Instant-Starting 40-Watt 
Fluorescent Lamp 


General Electric Lamp Department, 
Nela Park, Cleveland, Ohio, has de- 
veloped an_ instant-starting 40-watt 
white Mazda fluorescent lamp. Said to 
have the same rated life when operated 
with instant starting ballasts as that of 
the present 40-watt fluorescent lamp. 
Will bear special marking to permit 
easy identification. 


HARDWARE AGE 
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Knife Sharpener é 
Is constructed of steel plate on Full-length V1EW 


which wheels are fastened. It is stream- 


LLL | 


“1 EADER”’ CHROME CLAD lined and scientifically designed at the ray ee Soilax dealer 
STEEL TAPE 








Eye for. ae 
es 
_, 
An 
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proper angle to give the knife a keen aii 

edge with minimum effort, according siness 
to the maker. Wheels are secured to the 
plate with heavy rivets that allow 
wheels to turn freely, thus giving a 
continuous new bite as knife is drawn 
through. Wheels are heat treated, hard- 
ened, tempered and precision ground. 
May be attached to table, wall, door 
frame, or door. Levermatic Corp., 174- 
176 Friend St., Boston, Mass. 
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is easy 40 Fe a ee 
moe eee ee Shuler Baby Walker 
ont rust, crack, Streamlined baby walker almost en- 
pik got | tirely made of metal that has ball bear- 
ve i ai ing, double disc wheels with heavy 
_— rubber tires. Walker is smooth rolling 
& .. VA Ahh and noiseless. This walker has anchor- 
balance construction to prevent tipping. 
; Spring construction has been devel- 
MAW, MIC eee oped to absorb shock. Metal handle is 
TAPES—RULES— PRECISION TOOLS sturdy and fastens to the walker with 
a secure locking device. With the han- 
dle it is a stroller, without handle it’s 
a baby walker. To protect furniture, 
the walker has rubber bumpers front 
and back, and is equipped with a 
heart-shaped metal tray. For the baby’s 
pleasure, it has brightly colored wood 
| play beads. It is enameled in an at- 












frin-and-Hamime 


ARMSTRUNG BROS. 








oe tractive combination of blue and ivory. | 
ose" | Butterfly floor boards are permanently 
ead | installed, and when they are lowered, 
on | they make a solid base for baby’s feet. 
__ | Raised, they fold up like the wings of 
yon | a butterfly. Also has a roomy trunk 
ane in the back of the walker, which may 
ha be opened or closed whether the handle 
rie | is attached or not. Large enough to 
— | hold baby bottles, diapers, and pack- 
_ | ages. Shuler Co., Cleveland, Ohio. 
ear, | 

to | 
and 
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SOLID STOCK and DIE SETS 
tt Cadmium Finish 

ARMSTRONG BROS. Stocks are of certified malie- 
able iron, accurately machined and have the bal- 
ance of fine tools. They are smoothly finished so 
they fit comfortably into the hand. 


sans, ARMSTRONG BROS. Dies are of special va- 
de- nadium tool steel with ‘back off’ teeth that start 
watt easier, cut faster with less effort BH 


























and come off pipe without tearing 

d to or jamming. They cut : 
ated = snug re ‘s = os ate 

f ~~ ‘rite j C-39 ; 
t . Write jor catalog C-39a Get SOILAX from your jobber. 
inh ARMSTRONG BROS. TOOL CO Retail Price: 25¢, 1% Ib. 

SAVE CHICAGO. USA l Economics Laboratory, St.Paul, Minn. 
Soles: 199 Lafayette St., New York eta 
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wNODRAINER 


Yes! We are able to fill your 
order for original Minute 
Mops with the famous cellulose 
sponge head that absorbs 20 
times its own weight in water 
and gives such marvelous serv- 
ice. It’s priced to sell at $1.59— 
and bow it sells! With women 
more and more forced to do 
their own work, the Minute 
Mop and Drainer is one of the 
hottest promotions you can 
possibly put into your house- 
wares department, so put it in 
—starting NOW!. Wire or 
‘phone your order TODAY as 
supply of sponge material is 
limited in accordance with 
present material restrictions. 


MINUTE MOP (0. 


(3 €.23 rd. St. 
CHICAGO 1/6 ILL. 
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WHATS NEW 


AND STIL AVAILABLE FOR HARDWARE D/STRIBUTION 





Trimz Applikays 


Completely cut-out floral designs, 
packaged in sets of seven pieces, large 
center piece, and six separate strips. 





User may arrange these decorations as 
he chooses. Applikays are coated with 
a patented adhesive base, are washable, 
and, according to the maker, are fade- 


pe te 9 





proof. Available in six different, color- 
ful floral patterns, with designs suitable 
for any room in the house. Complete 
instructions are contained in each pack- 
age, with suggestions for use. Trimz 
Co., Inc., 1012 Spaulding Ave., Chicago, 
Ill. 


Baseball Handbook and 
Official Softball Rules 


Entitled, “Famous Slugger Year 
Book” the annual handbook of base- 
ball published by Hillerich & Bradsby 
Co., 434-436 Finzer St., Louisville, Ky., 
is full of information on the last World 
Series and All-Star records amply illus- 
trated with pictures of the major and 
minor league champions. An outstand- 
ing feature of the booklet is “Science 
of Batting” by Ty Cobb, one of base- 
ball’s most famous players. Also re- 
leased by this company is its 1944 edi- 
tion of “Official Softball Rules” which 
also contains pictures of winning teams 
and records of the 1943 tournaments. 


’ The two books may be obtained from 


sporting goods dealers throughout the 
country. 


Owens-Illinois 
Kitchen Predictions 


Entitled “Kitchen Predictions,” writ- 
ten by Virginia Hamill, home decora- 
tions editor of Women’s Home Com- 
panion, this booklet is intended to sift 
many practical ideas from a maze of 
dreams concerning post-war kitchens. 
Stresses the appropriateness of glass 
packages for foods and other products 
in the ultra-modern settings that are 
pictured. Use of glass blocks as a ma- 
terial for interior walls and also for ex- 
terior panels is graphically illustrated. 
Containing 16 pages, the booklet is 
fully and colorfully illustrated and de- 
scribed. Page is devoted to modern 
American crystal and medicine con- 
tainer. Plastic kitchen with a light- 
weight mixer is shown and the special 
features are outlined. Products which 
we may expect in the future are also 
shown and described. Copies available 
upon request. Owens-Illinois Glass Co., 
Toledo, Ohio. 


Fruit Picking Bag 


Bag designed to be used for picking 
apples, peaches, pears and other fruit. 
Material from which it is constructed 
is heavy white duck. Flat steel frame 
holds the top open, and the bag is 
emptied through the bottom by releasing 





the braided cord from the fastener on 
the side of the frame. Shoulder straps 
are wide and they are made of heavy, 
adjustable 2-in. webbing. Sun Tent- 
Luebbert Co., 363 Sixth St., San Fran- 
cisco 3, Cal. 
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Time to Order NOW 


Your Season's Stock of 


FLY-MIsT 


CONCENTRATED WATER-MIX 


STOCK SPRAY 


for flies, lice, fleas, 
ticks, mosquitoes, sheep 
maggots. 








Popular with dealers... 
better profit, less dis- 
play space, easier han- 
died. 


KILLS. 
ts) 
No Mineral Oil Base di 


Safe, clean, stainless, 
cool. Promotes comfort. 
No loose hair, scurf, dust. 
Helps maintain top pro- 
duction of cleaner milk. 
Kills and repels longer. 
Makes spray, wash or dip 
for ticks, fleas, lice. 


Note These Prices, PROFITS 
SIZE MAKES DEALER RETAIL 


STOCK SPRAY 
2 Gallons 
WASH or DIP 


8 oz. | Gal. $ 7.98 doz. 5c 
32 oz. 4 Gal. 2.52 ea. 3.60 
1 Gal. 16 Gal. 10.50 ea. 12.50 


Don't Put It Off .. . ORDER TODAY 
Write us for Name of Nearest Jobber 


AGKEM, INC. ito 





The Glass Mail Box... 
(eo oe Ps 
Multiplies Its Own Sales 
Every Home a Prospect 


The All-Giass Mail Box 
Absolutely No Metal or 
Wood Parts 


Because of demands of War 
Housing Projects, we cannot 
always fill orders immedi- 
ately. War orders must have 
priority, but the regular 
trade gets quickest possible 
attention. THE COLLINS 
VISIBLE creates quick sales, 
repeat orders and year-round 
market for a handsome, use- 
ful, non-competitive House- 
hold Necessity. 


FEATURES 


@ Saves Time, Unnecessary @ Contents Always Visible 
Trips and Exposure in @ Heavy Crystal Class Body 
in Attractive Stippled 


Bad Weather 
@ Will Never Tarnish, Split, Design 
Warp, Rust or Swell ~ @ Large Capacity 


A POPULAR SALES LEADER 


Dealers everywhere report increased sales. 
Stock and display now. 


ORDER THROUGH YOUR JOBBER TODAY 


ce] 0 ae oan 0) SS ee ee 


SAPULPA, OKLAHOMA 
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Du Pont “Ammate” 
Weed Killer 


Made from a new Du Pont chemical, 
ammonium sulfamate, not to be con- 
fused with amonium sulfate, a fer- 





tilizer. Ammate residues on areas 
treated as directed are not hazardous 
to livestock or humans states the 
maker. This weed killer can be used 
as a spray.applied by hand or power 
sprayer or as a dry application mixed 
with sand. Should be applied to an- 
nuals and woody perennials just after 
rain when foliage is well developed. 
On deep and shallow rooted perennials 
it should be applied before rain.. Du 
Pont says that Ammate exerts only 
temporary soil-sterilizing effects. Vary- 
ing with the soil, and that it is en- 
tirely free from fire or explosion 
hazards. Available in 2 lb. jars, and 
containers of 10 lb., 50 lb., and 350 Ib. 
E. I. du Pont de Nemours & Co., Inc., 
Grasselli Chemicals Department, Wilm- 
ington, Del. 


Formica 
Laminated Pulleys 


Formica Insulation Co., Cincinnati, 
Ohio, recently announced that it is mak- 
ing laminated plastic pulleys in small 
individual molds in a new process. Each 
press under this process turns out more 
pulleys under the individual mold than 
by the former multi-cavity system, and 
the productivity of the equipment is 
increased about 25 per- cent. 





J. W. Speaker 
Catalog 


Wartime catalog of all the company’s 
products available for immediate dis- 
tribution. Offers a new and unique 
line-up of tire and tube repair equip- 
ment. [Illustrates and describes the 
vulcanizing repairs for both natural and 
synthetic rubber that are now available 
for civilian use. Also includes several 
new consumer items for resale now. 
Copy may be had upon request. J. V. 
Speaker Corp., 3059 N. Weil St., Mil- 
waukee 12, Wis. 














#18 Repair Buckle 
#8661, Wire Mouth Bit 


ANCHOR BRAND wire bits and 
repair buckles are two of North 
& Judd’s harness hardware 
items which have proved them- 
selves good pullers, too. They 
pull profits for you... “pull 
the load” for your .customers 
who need harness hardware. 


As war restrictions are eased, 
some of these popular ANCHOR 
BRAND harness hardware items 
are becoming available in al- 
most tinlimited quantity .. . 
many others can be supplied in 
smaller quantities. 


Although our first job is still 
to produce for the nation’s 
“Battle Harness”; we are re- 
leasing greater amounts of 
harness hardware to your 
ANCHOR BRAND jobber. Why 
not write him and find out 
what items he now has avail- 
able for you. 


NorthaJudd 


C¢ NEW BRITAIN 
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UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our larZe modern plant 
Rive first call to the war effort, and 
whateveravailable hardwareis allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 


We hope the day is coming, soon when 
a decisive victory will sive us the 
“GO” sign for full-speed production 


to serve a world at peace. 


Wesupgest using, Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 


COMPANY 
STERLING - + - ILLINOIS 














The Chicago “‘V”’-Belt 
Palley Display 








will help 
You 
make Sales 


A $15.00 
Value 
for Only 
$7.20 


tisk Your Jobber About— 


the No. 50 Display Board. A 
complete assortment of 24 pul- 
leys in 12 popular sizes ranging 
from 134” up to 5” in diameters. 
All pulleys are for “A” belts 
and come in 3%" and 5%” bores. 
The Display Board is finished 
in red, te and blue and has 
ce in the rear for additional 


sizes. 
Mfr’d by 


2507 W. Monroe St., CHGO. 12, ILL. 
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Plastic Hammers 


Recommended for metal forming in 
dural, aluminum, brass, bronze, etc., 


as well as for machine shop, particularly 





on ground finishes and othef. fine sur- 
faces. Nupla hammers can be used also 
for assembly work and for the tool room, 
in pressing inserts into molds and per- 


forming related tool and die ‘work. | 


Available in seven sizes and weights | 


ranging from 5 oz. to 2 lbs., and in 


two hardness grades—“A” Cryst-0-Flex 


for general machjneé work, and hardened 
“B” Cryst-O-Flex for metal forming. 
Plastic hammérhead sleeves, which are 
said to prevent sparking, are available 
for work with explosive materials. When 
surface becomes worn, merely cut a 
small slice off the head with a band 
saw and polish the edges on a sander 
for a new striking surface. New Plas- 
tic Corp., 1017 N. Sycamore Ave., Los 
Angeles, Cal. 


Slipstik, Lubricant 


Medium-soft wax like graphite lu- 
bricant in solid form, each end of which 
is provided with a disc. By pressing 
one disc inward the stick is ejected to 
the required length for application. 
After using the other disc is placed on 
top of the exposed stick and pushed 
forward. Designed to adhere lastingly 
to metal, wood, fibre, leather and all 
hard and soft materials. An attractive 
and convenient merchandiser contain- 





ing 1 doz. Slipstik cylinders is avail- 
able. Cylinder is 3 in. long by % in. 
in diameter. Joseph Dixon Crucible 


Co., Jersey City 3, N. J. 
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| SCREW DRIVER BITS | | SCREW DRIVER BITS | BITS 
OXFORD TOOL COMPANY 


G. G. CAMPBELL, Pres 
1633 N. 2nd Street Philadelphia, Pa. 


SKILLMAN 


Manufacturers 


> BUILDERS HARDWARE 
Locksets 
Cast Shelf Hardware 
A Dependable Product 
PROMPT SHIPMENTS 
— HARDWARE 


. CO. 











Trenton 4, N. J., U.S.A. 









COOK'S 


SUPER VALUE 
NAIL CLIPPER 


Due to the war, "Clip- 
Rite,’ " "Gem" and “Gem, 





Jr." Finger Nail Clippers 
ere unavailable. Until 
conditions permit their 


sale, remember the name: 





= Every sign sold is 
ae | i; a another display for you. 
a: lea fh =], REFLECTO LETTERS CO. 


2 112 W. 27th ST., NEW YORK 1, N.Y. 


A COMPLETE LINE 
ASK 
YOUR 
JOBBER 


JE 4: ar Rye ulaliors 


“xn THe Trade 


AMERICAN SHEARER MFG. CO, wasnua nm 





LET'S ALL BACK 
THE ATTACK... 
WITH WAR BONDS! 
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AND STULL AVAILABLE FOR HARDWARE DISTRIBUTION 





Green Thumb Window 
Sill Greenhouse 


Designed to make it easy for anyone 
to start early plants indoors, this “green- 
house” is complete with a self water- 
ing device, called a sub irrigator, which 








waters the plants from the bottom in- 
stead of from the top. This process is 
said to promote strong healthy plants 
and vigorous root growth. Seeds are 
planted in the small seed starter boxes, 
and when the seedlings are large 
enough to handle, they are transplanted 
to individual plant bands contained in 
the larger transplant boxes. Made from 
fibre resin base, which is said to be 
non-injurious to root and plant growth, 
it is also mold resistant, and. water- 
proof. Large de luxe unit, which is il- 
lustrated, is complete with a separate 
seed starter and two transplant boxes, 


finished in an attractive shade of green. 
Seed starter box will fit the majority 
of window sills. Capacity is 30 to 60 
seedlings and 22 potted plants. All 
Green Thumb products are attractively 
packaged, and are available with point- 
of-sale displays. Bird & Son, Inc., East 
Walpole, Mass. 


Unfinished Shoe Rack 


Two-way rack that either hangs on 
the wall or sits on the floor. Model 
shown is supplied in natural wood ready 
for the owner to lacquer or paint it to 
match the woodwork or harmonize with 
the color scheme of the room. Sturdily 
built of solid wood, it holds 6 pairs 
of men’s shoes, and 8 pairs of women’s. 
Met-L-Top Tables, Inc., Milwaukee 
3, Wis. 





Hotpoint’s 1944 
Canning Manual 


Guide containing 20 pages, on home 
food preservation, based upon authori- 
tative information from the U. S. De- 
partment of Agriculture. Booklet is in- 
dexed to simplify procedures for 
experienced canners, or to show those 
unfamiliar with canning how to take 
each step. Edison General Electrical 
Appliance Co., Inc., 5600 West Taylor 
St., Chicago 44, Ill. 








Semesan, Seed 
Disinfectants 


Developed for combating seed borne 
diseases, seed decay occuring under 
unfavorable soil conditions, and sub- 
sequent damping-off of the seedlings. 
For vegetables, Semesan, or Arasan 
may be used. For flowers, Semesan 
may be used, for sweet corn, Semesan 


Jr., is used, and Semesan Bel for 
sweet and white potatoes. Products 
are packed in victory garden sizes rang- 
ing from a 1/3 oz. envelope to a 2 oz. 
tube. Full instructions for use of the 
products accompany each package. Free 
crop pamphlets are supplied to the 
dealer. for distribution to his victory 
garden trade. Du Pont Semesan Co., 


101 West Tenth Street, Wilmington 98, 
Del. 
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Stainless Steel Kitchen Tools 


.-. purchased in pre-war days are now 


found invaluable in the preparation of 
nutritious foods for hard-working fam- 
ilies. When these famous tools are again 
available, thousands of home-makers 
will want to renew or complete their 
sets. At the same time millions of re- 
turning servicemen will be setting up 
homes where these colorful utensils will 
be high on the list of necessities. It all 
adds up to real profits for you just as 
soon as the wheels of civilian goods 
manufacture start turning! 


BUY AN EXTRA WAR BOND 





ANDROCK 






KITCHENWARE 
HOUSEWARES e HARDWARE 







THE WASHBURN COMPANY 


WORCESTER, MASS. e ROCKFORD, ILL. 
NILES, MICH. 


* 
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No More Damage from Conden- 
sation or Sweating Pipes, Tanks, 
Walls, Ceilings and Air Ducts 


symm A SURE CURE 


@ This sensational plastic 
eork coating prevents condensation drip 
from metal, concrete, brick, wood, plas- 
ter or composition surfaces. Perma- 
nently protects metal against rust and 

ion, thus prolonging life of pipes, 
tanks, ete. Forms a moisture-proof, 
insulation type coating impervious to 
acid and alkali. 


Stucco-like finish requires no mainte- 
nance. A gallon covers about 30 feet of 
4” pipe. Dries in 24 hours. Comes in 
1, 5 and 55 gallon drums. 


Immediate Shipment. Order from 
your Jobber. Nationally advertised at 
$1.90 a gal. ($2.10 west of Rockies.) 
FREE NoDrip Cir- 
cular about Con- 
densation Drip 
and its Preven- 
tion. 


J. W. Moret Co. 


Technical Coatings 
Since 1895 


508 BURCH ST. 
KANKAKEE, ILL. 


GUNSHINE 
cHAMOIS 


MAOE IN SA 
- ASK eas te jeusen * 


sawee “piece Ci Cuan 
HOYT & WORTHEN TANNING CORP 


HAVERHILL MS 


Locksmithing 
NOW MADE 
EASY! 















New course 
for prac- 
tical men, 
mechanics, 
carpenters, 
fix-it shops, ete. Learn to fit keys, pick locks, de- 
code, make masterkeys. It pays. Send name for 
FREE details. No obligation—write today! 


NELSON CO. 
321 S. Wabash, Dept. F-712, Chicago 


NU-WAY 
Calf & Cow 
WEANER 


SELLS ON SIGHT 

















BECAUSE THE PRINCIPLE IS RIGHT 
Thousands of satisfied users from const te coast 
Weans Them the 
Humane Way 


That Repeats 
£ your JOBBER 


AUSTIN at CO., ROUND GROVE, ILL 
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Coming Conventions 
and Events 


Carolinas, Hardware Association of 
the, annual convention, June 8-9, 194, 
at Greenville, S. C. Sally Couch Mas- 
ten, 118 E. Fourth St., Charlotte, N. C., 
is acting secretary. 

Eastern Hardware Golf Associa- 
tion, golf tournament, June 8, 9 and 10, 
1944, at the Westchester Country Club, 
Rye, N. Y. H. L. Gilliam, Wood Shovel 
& Tool Co., 30 Rockefeller Plaza, New 
York City, is treasurer of the club. 

Louisiana Retail Hardware Associa- 
tion, Inc., annual conventions, June 14, 
1944, at the Heidelberg Hotel, Baton 
Rouge, and June 16, 1944, at the Vir- 
ginia Hotel, Monroe. David O. Mans- 
field, P. O. Box 1696, Jackson, Miss., is 
acting secretary. 

Mississippi Retail Hardware and 
Implement Association, annual conven- 
tion, June 12, 1944, Jackson, Miss. 
Headquarters and sessions at the Hei- 
delberg Hotel, David O. Mansfield, 
P. O. Box 1696, Jackson, Miss., is act- 
ing secretary. 

National Retail Hardware Asso- 
ciation, Congress, July 25-27, 1944, at 
the Sherman Hotel, Chicago, Ill. Riv- 
ers Peterson, 333 N. Pennsylvania St., 
Indianapolis 4, Ind., is managing di- 
rector. 

Triple Mill Supply Convention, 
May 22-24, 1944, at the Palmer House, 
Chicago, Ill., comprising the Southern 
Supply & Machinery Distributors’ 
Ass’n, E. L. Pugh, 314 Volunteer Build- 
ing, Atlanta, Ga., secretary; National 
Supply & Machinery Distributors’ Ass’n, 
H. R. Rinehart, 505 Arch St., Philadel- 
phia, Pa., secretary, and American Sup- 
ply & Machinery Manufacturers’ Ass’n. 
H. Kennedy Hanson, 1108 Clark Build- 
ing, Pittsburgh, Pa., general manager. 





Correct Answers to 
“Test Your Hardware 
Sense” 


(Questions on page 132) 


1—Answer—$3.23 collected from the 
customer. Lamps list at $3.00 to which 
a tax of 23 cents must be added. 

2—Answer—lst, style; 2nd, price; 
3rd, quality; 4th, exclusiveness; 5th, 
service; 6th, sentiment; 7th, flattery; 
8th, testimonials; 9th, reputation. 

3—Answer—Tax $1.00 

4—Answer—$800 to be spent for ad- 
vertising. 

5—Answer—$1,204.00 per capita to- 
day. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 120 











ca) KEY BLANKS 


from 

“America’s Largest Exclusive 
Locksmith Supply” 
in ordering, use any stand- 
ard manu facturer’s number. 
if the original blank is not 
available, we will endeavor 
to ship the proper substi- 
tute. 


WHITLOCK SUPPLY CO. 
17 Warren Street, New York 7, N. Y. 








THEY PULL—CLINCH—HOLD 


The. — +" —f—_*,_ ~~ 
~ iture, frames, ete. 


s, garden fura 
ae ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORATION 








2949 Elston Ave. Chicago (18) ll. 








REPAIR PARTS 
Ct 


A.M.Collot Supplies 


221 N.W.8 “Ave Miami Fla 


ltes0tdens 





Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory Num- 
ber of HARDWARE AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 
100 East 42d St, New York City 
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A NAME THAT GUARANTEES 


SUPERIOR QUALITY 
BRIGHT WIRE GOODS 


CHAS. 0. LARSON CO. ° STERLING, ILLINOIS 












CLAMPS 


For three generations Brownie Clamps and Turnbuckles 
have proven their high standard of quality ... in types and 
sizes for almost every shop need, for assembling operations 
or tool, die and pattern work. They're designed for maximum 
strength, durably finished and fitted with accurately ma- 
chined screws. Typical Majestic quality! 


Available in Limited Quantity — See Your Distributor 


the Majestic Company, . 






FARRELL-CHEEK 


FIRE-FIKER 
























FURNACE TOOLS 








. Huntington, Ind. 














0——— 4, 





Give - to the 
Red L! Cross 
War Fund 








CLINKER TONGS SLICE BARS 
ASH HOES CLINKER HOOKS 
CLINKER RAKES BACK-UP WRENCHES 













a 





Good Quality, Practical Design, and Convenient 
Use Has Made The FRRE-FIXER Line The 
“LEADER™ in Furnace Tools. 


ASK YOUR JOBBER FOR CATALOG, 
OR WRITE DIRECT TO: 


FARRELL-CHEEK STEEL CO. “"23"" 



























w@ 


Ina 


"| AMERICAN CHAIN 

















AGE 


LETS ALL BACK THE ATTACK... WITH WAR BONDS! 
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| Classified Adwentining Rater | 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All a maximum, 50 words.... 5.00 
ch additional word ........ 08 


Positions Wanted 


ADow Seven Words for Keyed Address or Y our Address 


BOXED DISPLAY RATES 
ok eer coceee .00 
Each additional inch......... 4.00 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 


4 insertions, 5% off; 8 insertions, 10 % off 


Due to the special rate, these discounts do 
not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
mot currency of stamps. 


Samples of Merchandise, Literature, Cata- 
logs, etc., will not be forwarded to boz 
number advertisers unless accompanied by 
sufficient postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 
HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St.. New York City 














Essential Workers Need Release Statements 








FACTORIES 
WANTED 


Now and post-war that are able to 
make items for sale to Depart- 
ment Stores, Hardware or Plumbing 
Trade. National sales organization 
sufficient to sell entire output. 
State items you can make. 


FOSTER SUPPLY CO. 
1549 Hertel Ave., Buffalo 16, N. Y. 











SOUND INVESTMENT 
Retail business in small industrial town. Exclusive 
newspaper rig a and exclusive Langs = a 
Light funches, | ce cream, stationery 
fast meving items. Excellent post. wr possibilities 
my 


to make m 
Business be purchased alone or with Real 
Estate consisting of three stores and one apartment. 
Approximately $10,000 to $15,000 ay \coquived. 


ARTHUR M. FITTS, JR. 








Framingham, Massachusetts. 








CANADA. NOW OR POST-WAR. Well 
established manufacturer’s agent covering Eastern 
Canada calling on Wholesale Hardware, Plumb- 
ing Supply Jobbers, Department Stores and other 
quantity buyers, wants line for these trades. Ad- 
dress Box H-428, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 





MERCHANDISER AND ADVERTISING 
MAN—WANTED for a chain of aggressive 
hardware stores. Should be able to take f 
charge of advertising and merchandising ads for 
these stores and must be familiar with printing 
methods, including preparation and writing of 
copy, layouts, etc. e right man will have a 
good future with this organization. Statement of 
availability required. Address Box H-426, care 
. ot Ace, 100 East 42nd St., New York 
1 





RETAIL HARDWARE MAN WANTED— 
EXPERIENCED, capable retail hardware man 
for sales and display work and to assist in man- 
agement. Exceptional opportunity for man of 
ability and character. Permanent Position, good 

ary. Write full details as to experience, age, 
ete. Statement of availability required. Address 
Reynolds Hardware, Niles, Michigan. 
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OFFER 
BARBED WIRE 


4 PT—4 inches apart. Made 
for FOREIGN GOVT. New 
original 56 Ib. rolls (Approx. 
Surface 


850 ft. per roll). 
Rust Otherwise Al Condi- 
tion. $45.00 per TON. In 
Carload Lots; (1000 Rolls). 


Sample upon request 


BALTIMORE SALVAGE CO. 
201 W. PRATT 'ST., BALTIMORE, MD. 











MANUFACTURERS’ REPRESENTATIVE 
Established 1917, ‘Ttaveling States of 
Washington, Oregon, Idaho, Montana, 
Utah and Northern California, desires 
complete line of sharpening stones and 
grinding wheels. 


GEORGE W. HUGHES 











3037 N. E. 48th Ave., Portiand, Oregon 





HELP WANTED—DESK MAN FOR Mill 
Supply House, not a hardware clerk, nor a pro- 
fessional purchasing agent, but one who knows 
sources of supply and can take orders over the 
phone, as one should in this business. A g 
job for one who can fill it properly. Statement 
of availability required. Lancaster Hardware Cc., 
22-24 Cook Street, Jersey City, N. J. Journal 
Square 4-2723. 





REAL OPPORTUNITY FOR_ EXPERI- 
ENCED, capable, hardware men. Must be fa- 
miliar with hardware, paints, and house furnish- 
_ and be ae workers. Write fully 

references. Statement 
availability ‘vousieed, — 
184 Huguenot Street, New Rochelle, N. 








INVENTION 


with excellent prospects vari- 
able cylinder lock, protection 
against misuse of key. Li- 
cense for U. S. A. for sale. 


Offers Box H-417, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











YALE — KEY BLANKS Ne. 8, 
Zinc 1E, $4.00 
Independent Night "Latches, $10. 
ent Turn Buttons No. Bier Cast Bronze 
Polished with Screws—2 Doz. in Box, $2.00 Doz. 
Cash with Order. Please Include Postage 


M. ha VOGEL & CO. 


3291 Broadw New York 27, N. Y. 











SALESMEN WANTED—SELL 100% PURE 
SHELLAC on Commission Basis, full line or 
side line. No priority required. Write giving 
full details as to territory you now cover, expe- 
rience, etc. Statement of availability required. 
Address Box H-429, care of Harpware Acr, 
100 East 42nd St., New York 17, N. Y. 


ATTENTION nerar. HARDWARE DEAL 
ERS, WE offer the following merchandise 
limited quantities: Mop Sticks Large and Sruail 
sizes metal spring type, Reinf 


bt iy ly eg ft Tampi 
—_— ico 
es Ff KL HK Floor, B Wire 
Scratch Brushes 3 x 19 Row—$1.50 Doz. SCOTT 
PRODUCTS COMPANY, 18225 SARA NAC 
RD., CLEVELAND. OHIO. 


FLORIDA MANUFACTURERS’ AGEN r, 
OF TWELVE years’ experience with strong tvl- 
lowing of the largest hardware, building material 
and paint accounts, desires an additional volume 
line on commission basis. Cover Florida every 
sixty days. Draft classification 3A-H. Address 
Box H-425, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 


MANUFACTURERS’ REPRESENTATIVES 
—YOU WILL NEED real sales effort later when 
merchandise is plentiful. Can establish your line 
with Hardware, Electrical, Drug Jobbers, depart- 
ment and in stores and ready to send you 
real volume when you need it. Covering Iowa, 
Wisconsin and Peninsular of Northern Michi- 
gan. Highest references. Address Box H-432, 
care of Harpware Ace, 100 East 42nd St.. 
New York 17, N. Y. 
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Clansihied Opportumitien Section... 








Essential Workers Need Release Statements 








Twelve cents ($.12) per pound 


STEEL B B SHOT 


zinc-coated, rust-proof, clean. Packed 
in 10 and 25 pound bags. Minimum 
order, 500 pounds. 


MARYLAND SALVAGE CO. 


326 St. Paul Pl., Balto. 2, Md. 











SALESMEN WANTED 
to sell our line of Gem Heel Plates to 
the Wholesale Hardware Stores on a 
commission basis. Territories Open— 
New England States, Southern States, 
Western States, and Pacific Coast. 
FINDERS MANUFACTURING COMPANY 

2635 S. Wabash Avenue, Chicago 16, Illinols 


Distribution — Present and Postwar 
Established — Reliable — Aggressive 


Selling Agents 
ANCO CORPORATION 


Pittsburgh, Penna. 


Branch Offices 
New York — Philadelphia — Detroit 
Chicago — Cleveland — Louisville 
Covering all classes of jobbers. We will 
carry the accounts or you ean bill direct. 
Write for further information and 
references. 

















LINES WANTED BY ESTABLISHED 
MANUFACTURERS Agency 15 years with 
headquarters in Minneapolis, Minn., calling on the’ 
Hardware, Automotive and Mill Supply jobbers 
in Minnesota, Wisconsin, Upper Peninsular Mich- 
igan, Iowa, North and South Dakota. Address 
Box H-430, care of Harpware Acz, 100 East 
42nd St., New York 17, N. Y 





RELIABLE SALESMAN WANTS A LINE 
of work gloves to sell industrial accounts and 
mill supply trade in Eastern Pennsylvania, South- 
ern New Jersey and Delaware. Address Box 
H-427, care of Harpware Ace, 100 East 42nd 
St.. New York 17, N. Y 











SALESMAN FOR SOUTHEASTERN TER- 
RITORY AVAILABLE. Well acquainted with 
southern hardware wholesalers’ selling and buying 
staffs. Was jobbers salesman and sales manager. 
Now represents nationally known manufacturer. 
Prefers line sold through wholesalers, specialized 
in cutlery tools, could handle any lines sold 
through hardware channels. Address Box H-404, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 





MANUFACTURERS AGENT WISHES 
HARDWARE AND allied lines for present and 
post war delivery Oregon and Washington terri- 
tory. Address Box H-418, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 





BUYERS (3) APPLIANCES, STOVES, 
HOUSEFURNISHINGS. MEN who know the 
market. For large mail order concern with head- 
quarters in Chicago. Unusual opportunity with 
outstanding organization. Substantial salary plu? 
bonus. No agency fee. Statement of availability 
required. Retail Personnel Bureau, 450—7th 
Ave., New York City (34th St.) 


FOR SALE. HARDWARE, TOOL, PLUML- 
ING and Housefurnishing business. One of the 
finest spots in Washington, D. C. Clean stock. 
Over $60,000 year volume. Available about July. 
$20,000 cash. Large apartment available in same 
building. Address Box H-421, care of Haxrpware 
Ace, 100 East 42nd St., New York 17, N. Y. 








SALES REPRESENTATIVE — WANTED 
UNUSUAL OPPORTUNITY for man calling 
on Wholesale trade and large retailers selling 6 
inch stainless steel rule with dept. gauge. Divi- 
sions in 32nds. and 64ths. Decimal equivalents 
on back. Some of our men make several hundred 
dollars monthly. Twelve rules mounted on attrac- 
tive display card—No Price printed on card. Big 
appeal and excellent commissions to salesman. A 
continuous repeater. Statement of availability re- 
quired. Mark —, Conon, 406 Temple 
Bldg., Rochester 4, N. 





WANTED: REPRESENTATIVES TO HAN- 
DLE well-established line of cast steel specialties 
—Crane Wheels—Sheaves—Wire Rope Fittings 
—etc. Many attractive territories all over U. S. 
now open. Statement of availability required. 
Address reply to Box H-423, care of HarpWarE 
Ace, 100 East 42nd St., New York 17, N. Y. 





SALES MANAGER AVAILABLE—FOR'TY 
YEARS old, employed by nationally known manu- 
facturer. Excellent contacts with jobbing trade. 
Experience in ammunition, guns, flash lights, 
steel equipment and wire cloth field. Address 
Box H-419, care of Harpware AGzg, 100 East 
42nd St., New York 17, N. Y. 





ESTABLISHED UP-SHATE NEW YORK 
FIRM with hardware, mill supplies, sporting 
goods and appliance departments wants merchan- 
dise manager for hardware department. Will 
direct sales of hardware, tools, housewares, paint,” 
contractor and agricultural supplies—both whole- 
sale and retail. Must know buying, advertising, 
store displays, sales promotion and sales training. 
Prefer man 38-40. State experience, education 
and salary expected. Opportunity for right man. 
Statement of availability required. Address Box 
H-420, care of Harpware AGr, 100 East 42nd 
St., New York 17, N. Y. 





BOLT AND NUT SALESMAN 


To travel Northern Ohio and Michigan. 

Man with previous experience given 

preference, not necessarily same line. 

No commission man. Statement of 

availability required. 

Address Box H-431, care of HARDWARE AGE 
100 East 42nd Street., New York 17, N. Y. 














DISTRIBUTOR—Interested in acting as dis- 
tributor or manufacturer’s representative for New 
York City and any parts of the eastern seaboard. 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with public 
utilities and various manufacturing plants. If 
unable od = deliveries at present, interested in 
discussin war representation. Address— 
Melville L. Wolff, 420 Lexington Ave., New York 
17, HR. ¥. 





LINES WANTED FOR NEW ENGLAND 


Bd SHOWROOM AP WAREHOUSE. 
DUN & BRADSTREET RATE PLAN 
He POST WAR NOW. ADDRESS PERKINS 
LES CO., 610 NEWBURY STREET, 
BOSTON 15, MASS. 


BUYER WANTED BY GROWING WHOLE. 
SALE hardware firm in Mid-west. Will consider 
competent hardware buyer with either wholesale 
or retail background. For the man who really 
knows the hardware business this is an outstand- 
ing opportunity. Statement of availability re- 
quired. Address Box H-427, care of Harpware 
Ace, 100 East 42nd St., New York T7,. Me, Ee 








BRUSHES Pre-War (7” Kalsomine) PURE 
BLACK CHINESE BRISTLE casing, mixed 
bristle centre, galvanized ferrule, clear lac- 
quered handle, packed six, sample on request— 
$48.00 dozen. Address Box H-424, care of 
Harpware Ace, 100 East 42nd St., New York 17, 
ms, Bs 





GULF STATES, WEST OF ALA.—I want 
one manufactured line sold to hardware, mill 
supply, chandlers and oil field supply stores to go 
with one “‘old line’ product. Have sold 14 years 
this territory. Address Box H-422, care af 
Harpware Ace, 100 East 42nd St., New York 
17, N. Y 





WANTED—POSITION AS SALES MAN- 
AGER or General Manager. Have a Nation 
Wide acquaintance in hardware wholesale field 
and have handled sales to mail order and five 
and ten cent trade. Successful record over twenty- 
five years. Could take over full responsibility of 
Sales Production Management and Advertising. 
Draft exempt. Excellent health. Willing to move 
anywhere. Opportunity to produce and stable 
connection more important than starting salary. 
Address Box H-392, care of Harpware Ace, 
100 East 42nd St., New York 17, N. Y. 








Keep In Touch With The “OPPORTUNITIES” In The Trade— 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 
men, retailers and retail salesmen all use the medium that covers and con- 
tacts the hardware trade most thoroughly—Hardware Age. They know that 


There Are Many Business Opportunities In The Classified Section 


of this widely read trade publication. Hardware Age has been the recognized 
leader for bringing buyer and seller, employer and employee together for 
many years. Use it and see if results do not justify every claim. 


HARDWARE AGE, (Classified Opportunities Dept.) 100 East 42nd Street, New York 17, N. Y. 








MAY 11, 1944 
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Acme Steel Co. «d+ 
Agkem, Inc. 141 
Allen & Co., Inc., S. L. 123 
Allen Mfg. Co., Nashville, Tenn 7 
Aluminum Goods Mfg. Co. . 47 
American Central Mfg. Corp. 26 
American Chain & Cable Co., 
Inc. wee oa 
American Chain Div. * . 145 
American Molded Products Sales 
Co. . 
American Pad & Textile Co. ... 28 
American Screw Co. 88 
American Shearer Mfg. Co. 142 
American Wire Fabrics Corp. .... 6! 
Archer-Daniels-Midiand Co. ..... 37 
Armstrong Bros. Tool Co. ........ 139 
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Austin Mfg. Co. 144 
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Chicago Die Casting Mfg. Co. ... 142 
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Coleman Lamp & Stove Co. 46 
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Collot Supplies, A. M. 144 


Columbian Rope Co. c 
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Cook Co., H. C. 142 
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Products Div.) — 
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Fairbanks Morse & Co. ... . 20-21 
Farm Journal ..... 32 
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Hoyt & Worthen Tanning Corp. .. 144 
Hyde Mfg. Co. 


Imperial Bit & Snap Co. ........ 149 
Independent Lock Co. ..... cee we 
International Chain & Mfg. Co... % 





J 
Johnson Steel & Wire Co., Inc. ... 117 
K 
Katzinger Co., Edward .. . 42-43 
Kaul Importing Agency, Inc., Leo 64 
Klein & Sons, Mathias ...... : 9 
Knapp-Monarch Co. ............. 13 
Kol-Gas Heater Co. .............. 55 
L 
Lamson & Sessions Co. ......30, 124 
Landers Frary & Clark ........... 19 
Larson Co., Charles O. ........... 145 
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Luthin Rule Co., The ............ 139 


M 
Macklanburg-Duncan Co. ........ 15 
Moalestie Ce. 22.0... .cccccescseces 145 
Malleable Iron Range Co. ...... 58 
Mansfield Tire & Rubber Co. . .38-39 


McCambridge & McCambridge 
Mh Au wdadibal bevacncutaseaaad 125 
McGraw Electric Co. speed 
master Prod. Div.) ........ 86 
Miller, Inc., Robert E. .......... 149 
Millers Falls Co. .........-.5.055 59 
Minute Mop Co. .............-++ 140 
Moore Enameling & Mfg. Co. ... 14 


Morse Twist Drill & Machine Co. 109 


oo ae Serer ee 144 

Moto-Mower Co. ................ 62 

Myers & Bro. Co., F. E. ... . 5 
N 

National Mfg. Co. .............. 142 

er rere 144 
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Nicholson File Co. ............... 66 

North & Judd Mfg. Co. .... . 41 

Nott Manufacturing Co. ... . 60 
° 

Okonite Co., The ............ —— 

Oxford Tool Co. ees 
P 

Paragon Utilities Corp. .......... 68 


Pennsylvania Salt Mfg. Co. . . 5b 
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Reflecto Letters Co. ............ 142 
Remington Arms Co., Inc. . 8) 
Republic Steel Corp. ........... 53 
Rex Cutlery Corp. ............... 101 
Richardson, Eugene A. .......... 125 
Rockford Brass Works ........... 30 
Russell, Burdsall & Ward Bolt & 
Sn, acatntvaieaayamanctaese % 
Rusticide Products Co. .......... 92 
Ryerson & Son = <2 Ieee 135 
Ss 
Sand's Level & Tool Co. ........ 149 
Sandvik Saw & Tool Corp. ...... 149 
Savogran Co., The .............. 23 
Schaffner Co., Gus J. ........... 136 
Schalk Chemical Co. ............ 137 
Sentinel Radio Corp. ............ 107 
Shapleigh Hardware Co. ........ 152 
Sheffield Bronze Powder & Stencil 
as PUN a secu tedeadetcceassered 4 
BY Ce oc tenddesenasdens 46 
Skillman Hardware Mfg. Co. .... 142 
Smith, Inc., Landon P. .......... 135 
Socony-Vacuum Oil Co., Inc. .... 133 
Solo Products Corp. ............. 137 
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Sun Tent-Luebbert Co. .......... i 
Superior Fastener Corp. ........ 144 
T 
Taylor Instrument Companies .... 34 
WOU Mo baa ds eect ti Romedbtna ned 57 
U 
Union Hardware Co. ........... 122 


United Gilsonite Laboratories ... 110 


v 
Vaughan Novelty Mfg. Co. ....... 6s 
Ww 
Washburn Co., The ............. 143 
Whitlock Supply Co. ............ 144 
Wickwire Brothers, Inc. .......... 22 
Wickwire Spencer Steel Co. ..... é! 
Wilbur & Williams Paint Corp... 9 
Will & Baumer Candle Co. ...... 40 
Wooster Brush Co. ............... 2 
Wright Steel & Wire Co., G. F. 26 
Wrought Washer Mfg. Co. ..... 30 
Y 
Yale & Towne Mfg Co. ......... 3 
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A BACKGROUND of famous time-tested io dire products 


available in limited quantities ... but be assured that when victory is 


ours, we will be better equipped to meet your every need. 








SANDVIK 


PULPWOOD SAWS 
AND 
BUCK SAWS 
(FOR CUTTING FIREWOOD) 
¢ SAVE TIME 
¢ SAVE ENERGY 
e SAVE STEEL 


Through your regular suppliers 
or write Factory Sales Office: 


SANDVIK SAW & TOOL CORPORATION | | 

















GENUINE AE! 





47 WARREN STREET New York, N. Y. | 





PRODUCTS 


Shas sates a 






“4 , 
ove Aysehie Ae 
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HAYING TOOLS 


Hay Carriers, Carrier Track, Track Fixtures, 
Hay Forks, Hay Slings, Sling Attachments, § 
Hay Pulleys, Gable Hinges, Hay Rack 
Clamps, Power Hoists, Hay Knives, etc., etc. 


Established 1879 
~— atso BARN EQUIPMENT anp 
HARDWARE SPECIALTIES 


“Guaranteed to satisfy the user’’ 


THE NEY MFG. CO., CANTON, O. 


BRANCH HOUSE - COUNCIL BLUFFS, IA 








Genui"’ TYQOMES 9 SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 
4c SET-10c SET-10c SET SAVE FURNITURE 
dey CREATE QUIET 


Look for name 
“Domes of Silence” 















Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 


Ask.your Jobber. If he is not 


| DOMES of SILENCE Inc. 35 Pearl St. NY 
























SANDS LEVEL &.TOOL Co. 


8631 GRATIOT AVE., 


Nos. 24, 28 ond a eccccne 6 Glasses 
ie Factory-Built-In-Accuracy, developed to the 
highest degree of perfection, combined with careful 


inspection, Sand's Levels have set the world's standard 
for 49 years. 











ANOS 
Levels 
DETROIT 13, MICHIGAN LL 








GIVE extra a. 








TO THE; 


RED CROSS 








IPALAL NL 


for Safety . Economy - Good Service 





MAY 11, 1944 
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THE CLEVELAND CHAIN & MFG. CO. — 


WELDED AND ve DR 


pPAVIO ROUNE 


149 




















AVOID USELESS EXTRA WRAPPINGS! 
Paper is Precious 


RAPPING, like a lot of other business practices, is desirable, and use- 

ful. But in times likes these, when every single piece of paper is a 

precious piece of war material, wrappings should be mighty care- 
fully examined in terms of their ultimate importance. 

A paper wrapping around a boxed product is truly a waste of paper 
these days. Such wastes mount into big national figures. 

So why not check your wrapping policies? Look into the whole pro- 
cedure to see how you can cut down on the use of paper; yes, and on the 
use of equally precious paper board. 

Only if every merchant makes a serious study of his store’s paper use 
and practices the most rigid economy, can we hope to help the War Pro- 
duction Board put over its great coast-to-coast paper conservation drive and 
supply the paper and the paper board our invasion forces need. 

If you have no Paper Conservation Committee in your community, 


why not get one started now? 


+ 





* 
USE LESS PAPER BECAUSE USE LESS PAPER THESE WAYS 


Multiwall paper bags are used extensive- Eliminate fancy wrappings. Special gift 
ly in shipping flour and dehydrated foods. wrappings, holiday wrappings should be 
All openings and exposed surfaces of used only if they replace and do not sup- 
tanks are sealed with paper for shipping. plement regular wrappings. Such wrap- 

pings should be saved for re-use next year. 
Submachine guns are not only paper- 
wrapped but boxed in paper board. Shell 
grommets, bomb rings and practice bomb 
fins are made of paper to save needed 
steel. 


‘In the large stores and in the chains and 
groups of stores, management should en- 
list wrappers in the campaign, urging 
them to experiment with wrapping tricks 
which will save paper. 

Gas-mask canisters and hand-grenade 


containers are made of paper. The sole test of the essentiality of any 


wrapping to any retail operation should 
Paper is used in camouflage strips and be: “Is it needed to protect the mer- 
netting and parachutes. chandise ?” 











This advertisement prepared under the auspices of the War Advertising Council in 
co-operation with the Office of War Information and the War Production Board. 


LETS. ALG. OS Es (47S. RARER 
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in ‘the Paint World 


the finest paint it was humanly possible 


— that wa : : when he built the first Lucas paint plant at 









sboro, New Jersey, neae 





And, it was a fact ... and a principle to which Lucas 






ac ered ever since. Its soundne been reflected in ever-increasing company growth .. . 
Steet idening acceptance of the Lucas line. Today, the Lucas name means highest quality paints 
in 51 countries all over the world. 

As important as quality is, there is another reason why Lucas Paints are so easy 
to sell — Lucas has always helped dealers sell more paint by supplying a steady stream of tested 
business-building ideas and effective selling aids. 

It’s a combination that’s sure to win sales for you — (1) quality that assures 
¢customer-satisfaction every time — (2) sales-producing merchandising support. Prepare now for 
big postwar paint sales. Look into the Lucas line. An inguiry on your letterhead, regarding the 


Lucas Paint Franchise in your neighborhood, will bring prompt response. 


The Paint Line That Was Everything! 


4 





Me py 


®ECisteney 


JOHN LUCAS & COMPANY, INC. ADMINISTRATION OFFICES - PHILADELPHIA, PENNA. 


OFFICES, FACTORIES, WAREHOUSES IN PRINCIPAL CITIES 








Pha sae gts at 
KEEN Mdlpmapleedd 2 
| sage J hme 


KUTTER Sore 


—As in the Past — 


Money will buy nothing finer than 
DIAMO\D EDGE and KEEN KUITER 


Tools and Cutlery 
While supplies are limited, due to War 
requirements, it is reassuring to know that 
DIAMOND EpGEand KEEN KUTTER 


will again be available in ample quantities. 


SHAPLEIGH HARDWARE COMPANY 


ST.LOUt 








Shapleigh National Series Number 2425 








